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Sparks | 


The legislators are already lay- 
ing plans to make this The Year 
of Diversion. 

* 








* * 


A direci 1oss of more than $1,200.- 
000,000 in wages is attributed to 
strikes in 1945 and 1946. 

* * + 
Today’s suggestion: Proposed 
automotive legislation listed ac- 

cording to states, on page 31. 

* & * 


Whatever happened to John L.| 


Lewis? Did he go back in his hole 
instead of getting the public in 
one? 

* 

A move to eliminate “dear” 

the salutation of a letter brings 
a better thought, in that greater 
support could be obtained for cut- 
ting it out in relation to prices. 

* * * 


* * 


After 16 years, the voice of busi- | 
ness is being given more consid- | 


eration in Congress. The demands 
of labor leaders will not have the 


clear sailing that they have had | 


in the past. 


* ao 


OPA Disgrace 

FBI has been checking into 
forced payoffs to chiseling OPA 
agents. Some dealers with guts 


have been laying the cards on the | 


table. Watch for a break soon. 


K * a 
Cool 
Spot checks among automotive 
workers in Detroit indicate a 
marked coolness to losing time 
through strikes now. They have 


had their fill of costly stoppages, | 


they assert. 
Who hasn’t? 


in | 


Public Is Cool 
To Light Car, 
Ford Finds 


Wants Better Quality 
But Lower Prices; 
Davis Scoffs at ‘Bust’ 


BOSTON.—American buy- | 


ers want both better quality 
and lower prices in cars in 


year, not counting the war 


THIS ONE FOOLED some of the auto writers, too. They thought it was a postwar 
| dream car when they saw it on the picture page of a Detroit paper, and immediately 


| from left), head of Packard’s styling 


the number of 4,500,000 a | called Packard to ask why they had not been covered on ‘‘this new development.” 
| Actually, the car was created more than six years ago by Edward Macauley (second 
division, as 


a mobile laboratory. Macauley is 


backlog, J. R. talking with E. A. Weiss, Packard chassis and advance design engineer. 


Davis, vice-presi- 
dent in charge of 
Ford sales, as- 
serted in an ad- 
dress Friday be- 
fore the New 
England Sales 


Management con- 


ference. 
However, he 
added: 

“The pressure 
for deliveries 
still shows no sign of slackening, 
nor does price yet seem to be 
exerting any drag on demand.” 

Ford’s backlog in mid-December 

was 1,568,000, an 80 percent in- 
crease over a year ago, he said. 

Davis asserted that he saw no 


J. R. Davis 





For opposing views on light car, 
see FOB Factory, page 14. 
reason 
fears. 

“If,” he said, “1946 was a year 
of confusion, I believe 1947 can 
be the first year of a decade of 
unprecedented opportunity.” 

He said that he believed “we are 


jelready moving from a sellers’ 
(Continued on Page 12, Col. 1) 





for the “boom-and-bust” | 





Export Quotas to Stay? : 


Harriman Supports Curbs at SAE Parley; 
Engineers Study Advances 

DETROIT.—The federal govern- 

ment will probably retain quotas 


on exports of new and used cars 
and trucks, Secretary of Commerce 


W. Averell Harriman indicated 
last week. Harriman was in De- 
troit to address the annual ban- 
quet of the Society of Automotive 
Engineers. 

Questioned at a press confer- 
ence preceding the banquet, Har- 
riman said that “it seems wise 
to continue quotas for the pres- 
ent.” 


Other highlights of the 


SAB’s | 





Top Cars 


New car registrations for 10 
months, plus 33 states for No- 
vember, 1946: 

1946 
Fos. 

1—266,298 
2—229,486 
3—180,580 
4—113,340 
5— 89,917 
6— 81,623 
I— 68,421 
8— 65,244 
9— 59,282 
10— 55,097 
1l— 46,989 
12— 45,992 
18— 45,656 
14— 27,603 
15— 16,559 
16— 8,050 
17— 1,601 
18— 435 
19— 426 Willys 
20— 849 Frazer 

Total All Makes 
1,408,424 3,463,811 

For further detc’'s, see page 

34, today’s issue. 


1941 

Pos. 
561,070— 2 
$25,7381— 1 
422,361— 3 
199,336— 7 
283,394— 4 
263,479— 5 
72,433—12 
212,317— 6 
67,575—13 
184,126— 8 
74,928—11 
84,681—10 
104,151— 9 
63,162—14 
54,755—15 
16,906—17 


Make 
Ford 
Chev. 
Plym. 
Dodge 
Buick 
Pontiac 
Nash 
Olds. 
Hudson 
Chrysler 
Mercury 
De Soto 
Stude. 
Packard 
Cadillac 
Lincoln 
Crosley 
Kaiser 











1947 meeting, attended by more 
| than 5,000 automotive and aviation 
jengineers from all parts of the 
country, follow: 
l George T. 
ae Christopher, 
| . president and 
| . a” general manager 
| § Q of Packard, 

warned the new 
Congress against 
being “rushed by 
the _ actions 


leaders into en- 
acting laws that 
are anti-labor.” 

2 Walter D. Appel, chief engineer 
for Willys-Overland, asserted 
|that “if we are to provide trans- 
| portation in which the cost of the 
|vehicle, as well as the operation 


. E. Frudden 


|}and maintenance, falls within the | 


|means of millions in this country, 
|we must build lighter, more effi- 
cient and more economical cars.” 
| Independent suspension on both 
|*% axles, affording greater safety 
|and comfort, was envisioned as a 
universal feature on U. S. cars by 


| Pictures on Page 2. 
AB: 

|Reid A: Railton 
|}neer for Hudson. 


consulting engi- 


| 4 G. E. Frudden was elected SAE | 


| * president for 1947, succeeding L. 
Ray .Buckendale. Frudden is con- 
|sulting engineer for the tractor 
|} division of Allis-Chalmers. Buck- 
}endale is an officer of Timken-De- 
|troit Axle. 

| Harriman pointed out that there 
{was a considerable difference of 
opinion over whether export quotas 
should be lifted. Actually, however, 

(Continued on Page 48, Col. 3) 


of | 
any selfish labor 





47 Changeovers Hold Output 


| 


By Bernie Thomas 
Staff Writer 
DETROIT.—With most of, the 
|GM divisions down for inventory 
|and a change to 1947 models, U. S. 
| plants last week could account for 
only an estimated 70,985 units— 
|47,091 cars and 23,894 trucks—ac- 


|cording to Automotive News tabu- | 


| lations. 
Despite last week’s effort, reg- 





| Packard Price 
| Boosted $62; 
| K-F U P Again 


| DETROIT.—Packard and Kaiser- 
| Frazer raised their car prices last 
week, Kaiser-Frazer for the sec- 
ond time since the lifting of price 
controls. 

Ford remains the only car 
maker which has not raised 
prices since controls came off. 

Packard increases average $62 a 
car after allowing for a spare tire 
now being shipped as_ standard 
equipment on all 1947 models. 

Kaiser-Frazer increases were $141 
'on the Frazer and $136 on the 
Kaiser, bringing factory retail 
prices to $2,253.81 on the Frazer 
and $2,063.28 on the Kaiser. This 


portation, licenses and state taxes. 

Packard’s president, Geo. T. 
Christopher, attributed Packard’s 
increase to low volume, higher 


material prices and continued 
(Continued on Page 54, Col. 4) 


DETROIT.—Reports from across 
the country last week confirmed 
AUTOMOTIVE News’ report (Jan. 6) 
of a sharp slump in late-model 
used car prices. 

Los Angeles reported prices 
off 25 to 45 percent, St. Louis 15 
to 20 percent, Buffalo a sharp 
decline, Omaha a more gradual 
decline and other cities in be- 
tween. 

Used-car dealers in some 
predicted further drop. 

“The long money is gone,” said 
a Buffalo dealer. “It looks to us 
as though veterans have spent 
their mustering-out pay, and it 
seems many people have cashed 
| their war bonds and spent their 
money.” 

Here are some of the 
from individual cities: 

* * * 
| Buffalo 

BUFFALO.—Don Allen threw a 
surprise into the used-car market 
here with a smash newspaper ad 
announcing: “Crash, go used car 
prices. Don Allen knocks ’em down. 
We're loaded to the gills with used 


cities 
a 


reports 





includes all charges except trans- | 


To 70,985 Units in Week 


| istering a substantial increase 
| over the revised totals of 31,877 
| cars and 15,241 trucks built the 
| week before, it appears that car 
| and truck production will not 
hit even a fair total until the 
| last week of this month, when 
all plants will again be in opera- 
tion. 

Combined U. S. and Canada car 
jand truck output last week 


— to an estimated 75,226 


compared with 50,745 the previous 
week. 

General Motors passenger car 
|output in the U. S. last week is 
|estimated at 11,928 compared with 
| 14,194 the week before. 
| Both Buick and Pontiac assem- 
bly lines were idle last week, as 
combined inventory and change- 

(Continued on Page 54, Col. 2) 





| Production 


Automotive News Estimates, 
U. S. Cars, Trucks 


70,985 


21,069 


Last Prev. 1946 
Week Week Week 


For complete production totals 
by makes, see table, page 54. 











Drive to Abolish 

Regulation W 

Shaping Up 
Credit Curbs Bring 


Dealer Reaction 
As Cash Runs Out 


DETROIT.—A general 
drive against Regulation W 
is shaping up in the auto 
industry. 


The long money is fast run- 
ning out, and the high payments 
required under present restrictions 
are bringing strong reactions from 
both new and used car dealers. 


Both new and used car dealers 
favor outright elimination of the 
regulation, as do finance com- 
panies. 

After polling directors of the Na- 
tional Used Car Dealers Assn., J. 
B. Caldwell reported that three out 
of four demanded elimination. 

NUCDA is preparing for a for- 
mal drive against the regulation. 

Federal Reserve Board officials 
report that they see a 50-50 
chance of obtaining permanent 
credit restrictions from Con- 
gress. 

As it stands now, the regulation 
is an executive order of the presi- 
dent under the Trading with the 
Enemy Act of 1917. 

Dealers are disturbed both by 
the general high payments re- 
quired under the 15-month limit 
on credit and the new amendment 
limiting credit on used cars to two- 
thirds of the cash purchase price 
or the guidebook appraisal price, 
whichever is lower. 

Finance companies are equally 
disturbed by the new amendment, 
and one has prepared a chart 
showing the drastic effect the reg- 
ulation would have had on used- 
car sales made last month. 

Most finance men point out 
that they are capable of making 
their own credit restrictions. 
They are not in business to give 
their money away, they assert. 

Here are some of the points 
made in a brief by a finance com- 
pany calling for outright abolish- 
ment of Regulation W: 

The regulation discriminates 
- against half of the families of 
America. The June, 1946, issue of 











‘Further Dip Predivied in teed Car Prical 


cars... all over the country the 
market is dropping. 

“Don Allen knows something... 
|inside stuff on what’s going to 
happen ... so we’re going to take 
| our loss now ... in this first big 
|}sale of °47.” 

The agency offered 146 used cars 
|at price reductions ranging from 
$100 to $400. The price was the 
|same with or without a trade-in. 
Trucks also were included in the 
special sale. 

President Chester Brost of the 
| Buffalo Automotive Trade Assn., 
|Inc., said: 

“It is noticeable there is a down- 
ward trend in the used-car market. 
| Whether it is permanent or a flash 
jin the pan, I do not know. 
| “Approximately a 50 percent de- 
;crease in the prices of older used 
| cars—1936 or 1937 models—has oc- 
| curred,” Brost said. “If they are 


In This Issue 


Automotive Washington .......Page 18 
Dealer Business Counsel ......Page 21 
| Legislative Proposals -Page 31 














(Continued on Page 53, Col. 1) 


jin good condition, they probably 
| would bring about $200 to $250 to- 
|day, compared with $450 or so a 
| Short time ago.” 

| S§miling Jack Chesbro said “the 
long money is gone. It looks to us 
|as though veterans have spent 
|their mustering-out pay, and it 
lseems many people have cashed 
their war bonds and spent their 
money.” 

| * 


Omaha 


| OMAHA.—-Interviews with used- 
j}ear dealers confirm that this town 
is discovering that the used-car 
|market is headed downward. 
The decline is gradual, not rapid, 
nor is any fast decline in the im- 
mediate prospect, according to Ray 
|Hayward, Hayward Motors, presi- 
|dent of the Nebraska Used Car 
|Dealers Assn. 
| He further stated that used-car 
prices generally are 10 percent 
lower than “legitimate” prices of 
two months ago. OPA controls had 
just gone off then. 
One dealer revealed that 
(See USED CARS, Page 53, Col 


* * 


one 
3) 


’ 
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Lawmakers Prepare... 





Plans to Curb Unions 
Mounting Rapidly 


By Mac Gordon 
Staff Writer 
DETROIT.—Proposals for legis- 
fation to curb the excesses of or- 


ganized labor mounted in ava- 
lanche proportions last week as 
federal and state lawmakers 


opened sessions. 

As a result, the UAW-CIO and 
other prominent labor unions be- 
gan to show some restraint in the 
defiance which they had flaunted 
in the parallel drives for a general 
wage increase and retroactive por- 
tal pay. 

It was reported again that the 
auto and steel workers’ unions 
were definitely in a nonstriking 
mood insofar as obtaining wage 
hikes was concerned. The reports 
said that CIO leaders are dis- 
posed to settle for raises of 12 
to 15 cents an hour, or less, to 
avert the necessity for calling 
strikes. This was considerably 
less than the 23%-cent goal first 

set by the UAW. 

Wage negotiations between U. S. 
Steel and the United Steel Work- 
ers, which may set the pattern for 
CIO industries, are scheduled to 
get underway this week at Pitts- 
burgh. The Chrysler Corp. wage 





Dealer ‘Take’ Cut 
On Four Ford 


Accessories 


DEARBORN.—Dealer “take” will 
be reduced somewhat but there 
will be no effect on new-car prices, 
as a result of Ford’s decision to in- 
corporate several factory-installed 
accessories as standard equipment. 

This was pointed out last week 
by a Ford spokesman, who revealed 
that oil filters, oil-bath air cleaners, 
wheel rings and electric clocks are 
now considered standard equip- 
ment on super-deluxe models. 

Oil filters and oil-bath air clean- 
ers will also be classed as standard 
on deluxe models hereafter, instead 
of as accessories. 

The slight reduction in dealer 
income will result from the fact 
that, when billed as factory - in- 
stalled accessories, these items 
brought a larger “accessory” mark- 
up than they will as standard 
equipment under the new-car price 
tag. 





Distribution Curb 


To Stay on Tin 


WASHINGTON. — Pointing out 
that United States imports of tin 
from the Far East during the first 
nine months of 1946 amounted to 
2,474 tons, only about 5 percent of 
the prewar average, the Civilian 
Production Administration last 
week indicated that distribution 
controls on the metal should be 
enaintained until imports from this 
source brought supply more closely 
in relation to demand. 

In prewar days, the Orient ac- 
counted for almost 75 percent of 
tin output, CPA said. 

Midget Incorporates 

Midget Motor Car Co., Inc., has 
been incorporated in Buffalo by 


A. Irving Milch, Elaine T. Devine 
and Eileen Richards. 


talks, viewed as the pace-setter for 
the auto industry, were resumed 
last week. . 

One sign of the CIO’s compro- 
mising mood was seen in state- 
ments made by UAW President 
Walter Reuther in a radio inter- 
view. Asked if the 23%-cent de- 
mand was the UAW’s “final fig- 
ure,” the usually. militant Reuther 
plainly indicated that it was not 
if industry would meet the union 
halfway. 

“We will settle for that figure 
which the facts indicate is a fair 
one,” Reuther said. “We do not 
want higher prices.” 

Although the UAW chief said 
further that a more intelligent ap- 
proach on the part of the business 
was the way to lasting industrial 
peace, it was plain last week that 
congressmen and legislators do not 
agree with him. 

President Truman’s recommen- 
dations for corrective labor legis- 
lation initiated a wave of labor 
bill introductions in both House 
and Senate. Amendments to the 
Wagner act—some tepid, others se- 
vere—as well as measures aimed 
at stamping out the mushrooming 
court suits on back portal pay, 
flooded the congressional hoppers. 

The only sure thing was that 
some form of strike-control bill 
would be pushed through by the 
Republican majorities and signed 
by the Chief Executive. What 
that law would prohibit, re- 
strict and allow, however, re- 
mained anybody’s guess. 

The bill embodying the Presi- 
dent’s -program will be pitted 
against the proposal of Republican 
Senators Ball of Minnesota, Smith 
of New Jersey and Taft of Ohio. 
Committee hearings in both cham- 
bers are expected to be opened by 
next week at the latest. 

Digests of the Truman and Ball- 
Smith-Taft proposals follow. The 
President urged: 

1. Enactment of legislation out- 
lawing the jurisdictional strike as 
“indefensible.” 

2. Prohibition of secondary boy- 
cotts which involve “unjustifiable 
objectives.” 

3. Provision for machinery 
whereby unsettled disputes over 
existing collective bargaining 
agreements may be referred “by 
either party to final and binding 
arbitration.” 

4. Congressional action to set up 
a temporary joint commission to 


inquire into the entire field of la- 
(Continued on Page 49, Col. 1) 


Buick to Offer 
Special Controls 


For Amputees 


FLINT. — Buick announced last 
week it has developed special con- 
trols to enable physically disabled 
war veterans, including amputees, 
to drive 1946 Buick automobiles 
through hand - operated brake, 
clutch, throttle and starter mecha- 
nisms. 

The special controls will be in- 
stalled for World War II veterans 
without charge along with all reg- 
ular controls required for the op- 








eration of the automobiles. 








400,000,000th TIRE BY GOODYEAR. Left to right: 
presents the four hundred i 


in charge of research, 


R. P. Dinsmore, vice-president 
lionth tic tire built by 





Goodyear to Board Chairman P. W. Litchfield and President E. J. Thomas with an 
explanation of how Butrax, wartime development by Goodyear in the field of .accelera- 


ters, brings improved tire quality. 





Auto Leaders at SAE Parley... 





MORE THAN 3,000 persons heard 


Automotive News photos by Marty Pierce 


Secretary of Commerce W. Averill Harriman 


(center) address the annual Society of Automotive Engineers banquet in Detroit last 
week. Here, at a reception prior to the banquet, Harriman talks with Henry Kaiser 
(left), chairman of Kaiser-Frazer Corp., and C. E. Frudden (right), new SAE president 
and consulting engineer, Tractor division of Allis-Chalmers. 





ALSO AT THE SPEAKERS’ TABLE during the SAE banquet were, left to right, C. 
E. Wilson, General Motors president; William S. Knudsen, GM director and chairman 
of Hupp Corp., and Fred M. Zeder, vice-chairman of Chrysler Corp. 





OTHER ATTENDEES included, left to right, 


Ernest Kanzler, chairman, Universal- 


CIT Corp.; Paul Hoffman, president of Studebaker who was toastmaster at the banquet, 


and K. T. Keller, president, Chrysler Corp. 





LEFT TO RIGHT, George Christopher, 


president of Packard; L. Ray Buckendale, 
past president of SAE and vice-president of Timken-Detroit Axle Co., and 0. E. Hunt, 
executive vice-president of General Motors. 





Tripped by Paper Profit? 


Ahrens Warns It 


Can Push Dealer 


Off Solid Footing 


By Bob Finlay 
Managing Editor 

DETROIT. — “Don’t let paper 
profits confuse you,” D. E. Ahrens, 
general sales manager of Cadillac, 
told a meeting of dealers here last 
week. 

Present prosperity can do more 
harm than good, if dealers neg- 
lect good business practices, he 
pointed out. 

J. F. Gordon, new general man- 
ager of Cadillac, told dealers of 
engineering and research progress 
on real postwar cars. 

In addition, he said that Cadillac 
had completed two-thirds of its 
$15,000,000 program of improving 
manufacturing facilities. 

Extremely conscious of the im- 
portance of engineering, Gordon 
said that since the new GM Tech- 
nical center had been delayed, 
Cadillac had persuaded GM to 
move the process-development sec- 
tion into the Cadillac plant. 

Importance of building up the 
selling organization was cited by 
Ahrens, who said Cadillac was 
starting from scratch. The used- 
car department is non-existent 
and the new-car department is 
thin. 

While things look good and Cad- 
illac started the 1947 model year 
with all of its proposed production 


ostensibly sold out, Ahrens said 
that he could remember other 
times when conditions looked won- 
derful—and then the bottom fell 
out. 

Ahrens urged dealers to leave 
the bulk of present profits in the 
business to prepare for tougher 
times. He stressed especially the 
need to build up the service de- 
partment, 

If a dealer needs service space, 
he should get it, Ahrens said, even 
if the dealer has to pay too much. 
Those who have improved service 
facilities got their money out quick- 
ly through increased service profit, 
lhe said. 
| Ahrens said that “55 percent of 
lour trade comes from Cadillac 
| people, and we've got to keep the 
customers happy.” 

“The law of inertia applies to 
| us as well as anyone else,” he as- 
| serted. 

As for customer relations, he said 
|that Cadillac dealers should be 
|leading citizens, should be looked 
| up to. 
| “Yet I know,” he said, “that 
some of you are charging more 
than the suggested selling prices, 
are taking cars in trade at a frac- 
tion of their worth and are gouging 
on service charges. That stuff 
won't go.” 








GM Directors 
Elect 4 New 


Vice-Presidents 


NEW YORK.—The directors 
General Motors at last week: 
meeting elected as vice-presiden 
of the corpor 
tion John F. Go 
don, general ma: 
ager of the Cad 
lac Motor Car c 
vision; Ollie 
Badgley, gener 
manager of t 
Delco-Remy di‘ 
sion; Bdward 
Godfrey, gene: 
manager of t 
Frigidaire d 
vision, and Fre 
erick G. Hughes, general manag 
of the New Departure division. 

Gordon started with Cadillac 
1923 as a laboratory technician, | 
came foreman of the experimen 
laboratory in 1929 and four yer 
later was named motor design e¢ 
gineer. He was chief engineer 
the division from July, 1943, un 
his appointment as general ma 
ager last June. 

Badgley’s service with Dek 
Remy extends over a_ period 
more than 37 years. He was pi 
moted to factory manager in 19 
and in 1940 was appointed gene) 
manager. 

Godfrey first became associat 
with General Motors in 1923, wh 
he joined Delco-Remy. After s: 
ving as superintendent of varic 
plants of that division, he beca) 
works manager of Frigidaire 
1930 and was named general me 
ager of Frigidaire in October, 19 

Hughes has been associated w 
New Departure for more than 
years. He was appointed gene 
manager of the division in 1933 


Garlent Heads 
Motor Wheel as 


Harper Resigns 


LANSING, Mich.—John E. Gs 
lent, executive vice-president 
Motor Wheel Corp. since 1940 a 
associated with 
the corporation 
since 1920, has 
been elected pres- 
ident by the or- 
ganization’s di- 
rectors. 

Garlent suc- 





John F. Gordon 


ceeds Harry F. 
Harper, who has 
been _ president 


and general man- 
ager since Motor 
Wheel’s inception 
in 1920. Harper resigned Jan. 
because of ill health. 

Long associated with the mot: 
and motor parts manufacturing it 
dustries, Garlent was appointe 
executive vice-president in 194 
During the preceding five years, I 
served as vice-president in chars 
of manufacturing. He was fir: 
elected to the directorate in 193 


U.S. Lead Release 
Set to Bridge Gap 


WASHINGTON.—To bridge th 
gap between the recent revocatio 
of controls on lead and the re 
sumption of full scale private dis 
tribution, CPA last week announce 
that it will distribute a small ton 
nage of government-held stocks o 
the metal for January deliver} 
The lead control order (M-38) wa 
revoked Dec. 27. 

This distribution will be mad: 
on the basis of the requests filec 
with CPA up to and including Dec 
20, on Form CPA 95, for January 
delivery. This lead, which will be 
made available from stocks held by 
the Office of Metal Reserve, Re- 
construction Finance Corp., will 
not be sufficient to meet all Janu- 
ary requests, CPA said. CPA fur- 
ther stated that this overall month- 
ly distribution will be the last of 
its kind. Any further distribution 
of lead from government stocks 
will be made only under the emer- 
gency criteria set forth in Priori- 
ties Regulation 34. 


New K-F Dealer 
The Oxford Motor Co., owned by 
John Oxford, in Americus, Ga., has 
opened to sell Kaiser and Frazer 
cars. 





John E. Garle 


~ 
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Dealers tell me 


By John 0. Munn 











Dealers’ or salesmen’s comments, 
addressed to John 0. Mann in care of Automotive 
and the writer's name will be kept in confidence if requested. 


questions or requests may be 
News, Detroit, 


























HE column of Dec. 30 has 

caused quite a lot of reaction. 
Dealers have made money on both 
new and used cars since Pear] Har- 
bor, but evidently they have not 
forgotten the difficulties the trade 
has always suffered on account of 
excessive used car allowances. 

During the depression years 
more than 15,000 dealers went 
out of business, mostly due to 
used car losses. Even before the 
depression there were years in 
which dealer mortality reached 
26 percent due to used car losses. 

Income tax reports in the 1937- 
1938 period prove that dealers 
made only about three-fourths of 
one percent net profit. Immediately 
prior to the war, 1939-40-41, deal- 
ers who reported to the Internal 
Revenue Bureau made an average 
of only 1.07 percent. During the 
same period many dealers reported 
no profit and many reported losses. 
Even now, under present condi- 
tions, some dealers’ statements 
have started to again show a gross 
used car loss. 

* * + 


Commends Fearlessness 


Of Dec. 30 Article 


I WISH there was space to quote 
what a great many dealers have 
to say on the subject. One dealer, 
for instance, remarks: “I was very 
much impressed with your article 
in the Dec. 30 issue of AUTOMOTIVE 
News. The article was right along 
my line of thinking. The only rea- 
son this firm has remained in busi- 
ness for 39 long years is due to 
the fact that, after our first five 
years, we awakened to the fact 
that it is necessary for us to make 
money on used cars if we are to 
survive. I admire your nerve in 
writing so frankly and for the 
fearlessness of AuToMmoTive News 
in publishing your articles along 
this line. This letter is written 
personally, but will sign it by my 
company.” 

Another dealer says: “In the 
Dec. 30 Automotive News, in your 
Dealers Tell Me column, atten- 
tion is called to the past prac- 
tice of over-allowance, and used 
car gross loss. Comment is made 
that, in the postwar era, if deal- 
ers embark on the policy of over- 
allowance, it makes it necessary 
for his neighboring dealer to 
meet his allowance price, with 
the result that neither dealer 
sells more cars, but both pass 
along to the customer profit that 
should go into their business. 
How true this is. 

“Over-allowance on used cars 
was one of the most vicious prac- 
tices followed by the dealers prior 
to the beginning of the war. There 
is no end of trouble, when one 
dealer starts it, and no justifica- 
tion for it as an expedient to in- 


crease new car sales. Take any 





Just Among 


Dealers 


Frep I. Lyte (Ford), New Ken- 
sington, Pa., born Dec. 30, 1900, in 
the same city. Greenwald, the foun- 


der of the com- 
pany of which 
Lyle is now con- 
trolling stock- 
holder, was a ma- 
chinist for the 
Pittsburgh Motor 
Car Co., which 
built the Pitts- 
burgh “6.” When 
they encountered 
financial —T 
ties, Greenwal 
ne ae arranged to buy 
the assets at a sheriff’s sale in 1912, 
and signed a Ford contract in the 
same year. Lyle started with the 
company in 1916 as an apprentice 
mechanic. He spent two years in 
service during World War I and 
returned in 1921 to assume active 
(Continued on Page 47, Col. 1) 








case where an over-allowance has 
been made, and figure the results, 
and see if the dealer profited by 
it. Check what effect it had on 
the morale of the salesman. If a 
dealer over-allows on one car, why 
not all? Then the effect on cus- 
tomers. He figures ‘if I had been 
smart, I would have got more,’ and 
in a year or two, when he comes 
back to make another deal, re- 
membering the over-allowance, if 
he is smart, he takes the dealer’s 
shirt. 
* x * 


Must Sell Cleanup Cars 


At Cleanup Prices 
“CONSIDERING it honestly, and 

4 looking at it from all sides, 
you must agree that it is an un- 
wise practice, but what are you 
going to do, when right now our 
factory representatives are saying 
‘We’re going to have Leadership,’ 
and in the highly competitive pe- 
riod, when we_ get production 
‘you’re going to sell cars, if you 
don’t make a dime on them’? 

“This is the thing that perturbs 
this writer, for this country is 
girding itself on a far greater 
scale than before 1929, when be- 
cause of over production, we ex- 
perienced the greatest stock crash 
of all time, and it will again lead 
to over credit expansion, with the 
used car lots of America filled, and 
ultimate bust for many dealers. 

“Also if ‘The Big Three’ go into 
a@ race, as to who can produce 
the most cars, and if the pros- 
perity of the manufacturer de- 
pends on the prosperity of the 
dealer, as sO many manufacturers 
have taken time to point out, 
then these same factories are go- 
ing to have an opportunity of 
proving that they have some in- 
terest in dealer prosperity, by 
selling clean-up cars at clean-up 
prices. 

“Over-production evils and their 
cures should form a basic theme, 
for not only your column, but the 
next NADA convention should dis- 
cuss it from every angle, for it is 
as certain as rain, that our com- 
pany as well as all others will 
threaten and cancel wherever a 
dealer does not meet and outsell 
in his price class. I can see this 
coming, and this over-production 
strikes fear to every dealer in the 
business. 

* * 4a 


Cutting Dealer Discount 


Through Subterfuge 

. E HAVE been told even by 
a factory official that ‘it is 

good business to sell cars at a dis- 

count, or take long tradeins.’ He 


said ‘volume is what we want, 
with small profit, and it’s good 
business.’ 

“But conscious or stupefied 


they are piling our desks with 
a flood of amazement, disquiet 
and despair. I understand that 
even right now at least: one fac- 
tory is insisting that dealers in- 
crease their donation for factory 
advertising and are already for- 
getting how dealers struggled 
during the war to preserve a 
dealership in tough times, to be 
ready to do a selling job when 
the new cars came. What is the 
point of NADA fighting the gov- 
ernment for restoration of the 
historic dealer discount if fac- 
tories are going to nullify this 
good effort by cutting discount 
directly or through subterfuge. 
“Now the question is: ‘Is auto- 
mobile manufacture tyranny going 
to surpass itself to develop a new 
technique? So we say if this is 
to be a policy of the automobile 
industry, a dog-eat-dog affair, then 
dealers might just as well lock 
their doors and leave the industry 
now. They have had little but hope 
upon which to operate for the past 
five years. Dealer pillage adopted 
as a competitive policy, will be 
the final assurance, that even hope 
is dead. If the ‘Battle of the 
(Continued on Page 14, Col. 1) 








CELEBRATING HIS 30TH ANNIVERSARY as a Chevrolet dealer in Birmingham, 
Ala., W. Sterling Edwards jr. was host to his 88 employes, their husbands, wives and 


sweethearts at the Edwards Motor Co.’s annual Christmas party. 
were distributed to employes in amounts 


bonuses 


On this occasion 
based on their length of service. 


Members of the ‘‘Quarter Century Club,’’ those employes who had been with the firm 
for more than 25 years, received amounts ranging from $176 to $206. These members 
are shown above, left to right, Alfred E. Schaeffer, 28 years; Jake Durham, 27 years; 
Bill Goeller, 26 years, and Edwards, 30 years. Edwards is a director for the state of 
Alabama and vice-president for the seventh region for NADA. 





Pennsylvania Program 


Dealers, Motorists, Carriers to Feel Effects 
Of Wide Variety of Proposed Bills 


HARRISBURG, Pa.— (UTPS) — 
Dealers, trucking interests and mo- 
torists’ groups are watching devel- 
opments at the 1947 session of the 
Pennsylvania legislature, which 
opened last week. Legislation af- 
fecting all groups will be enacted. 

Assured of enactment is a bill, 
already drafted, which will regu- 
late the automobile financing busi- 
ness in the state. Another bill al- 
most certain to become law is one 
raising the gasoline tax. 

New state taxes will be levied by 
the general assembly to finance 
teachers’ salary boosts and an un- 
precedented improvement program 
planned by Gov. James H. Duff. 
One of these taxes will be a one 

or two additional cents on each 
gallon of gasoline. 

Although one of the most prom- 
inently mentioned potentialities is 
a 2 percent sales tax, Duff is 
hopeful of avoiding such a levy 
if other new sources of revenue 
are found adequate. There is a 
possibility that the 4 percent cor- 
porate net income tax will be in- 
creased and the postwar manu- 
facturers’ exemption from the 
capital stock tax repealed. 

It would be impossible to meet 
normal expenses, already inflated 
more than 50 percent, without new 
sources of revenue. Too, there has 
been a huge drop in the yield from 
present taxes. 

The proposed bill on automobile 
financing has been the biggest 
headache to dealers. A special in- 
vestigating committee, headed by 
Rep. Franklin H. Lichtenwalter 
(R), Lehigh, was named by former 


Two Wis. Dealers 
Lose Licenses 


On OPA Count 


MADISON, Wis.— Acting Com- 
missioner B. L. Marcus of the State 
Motor Vehicle department has de- 
nied two Wisconsin automobile 
dealers license to do business in 
1947, it was learned here last week. 

The action followed disclosure 
that the two dealerships, Mitchel 
Street Motor Sales and Dann Motor 
Sales, both of Milwaukee, were con- 
victed in Federal court last month 
on charges of violation of OPA 
ceiling restrictions on automobile 
sales prices. 

Writing to the dealers, Marcus 
warned it would be illegal for them 
to engage in the business of buying 
and selling motor vehicles. 








Dealer Sues Union 


For Hurting Business 

ST. LOUIS.—Charging that 
union efforts to establish a 
closed shop in the Barford Chev- 
rolet Co. had virtually wrecked 
its business, the company filed 
suit against the union last week, 
asking $6,000 damages plus an 
additional $600 a day from Dec. 
27, 1946, until the suit is settled. 

The suit against officers and 
members of the AFL Automo- 
bile, Transport, Chauffeurs, 
Demonstrators and _ Helpers’ 
Union, Local No. 604, is set for 
trial before Judge Raymond E. 
LaDriere in the Circuit Court 
at Clayton, Mo. 








Gov. Martin to look into what he 
termed “sharp practices” on the 
part of some dealers and finance 
companies. 

Hearings were held by the com- 
mittee, in which exorbitant finan- 
cing rates were brought out. Lich- 
tenwalter stated that while he was 
reluctant to provide legislation on 
automobile financing, such a meas- 
sure would protect the legitimate 
dealer. 

Other legislative matters which 
may be suggested by the Pennsyl- 
vania Motor Federation, dependent 
upon a meeting of the group’s leg- 
islative committee Jan. 13 in Phila- 
delphia, include: 

1. Correction of the present sys- 
tem of legislative appropriations to 
the various political subdivisions 
for highway purposes in order that 
the state highway department 
would know how much money 
would be available to it for its 
functions. 

2. A planned highway program, 
covering any reasonable number 
of years from four to 10, and in- 
dicating costs. 

8. Reenactment of the one-cent 
temporary tax for an additional 
two years until a planned high- 
way program is available, during 
which time the entire field can be 
explored and a further basis of 
taxation determined. 

4. A change in the law to have 
fines paid for speed violations, 
which at the present time go to 
the boroughs, go into either the 
general fund or the motor license 
fund. It is believed this would 
eliminate the speed trap racket 
which is now flourishing in many 
parts of the state. 

5. A law requiring traffic to stop 
before it passes a school bus, either 
coming or going. 

6. An increase from the $25,000 
appropriation by the 1945 assembly 
from the motor license fund to the 
department of public instruction 
for the development of highway 
safety education in schools, with 
particular emphasis placed on 
driver training, to $100,000 for the 
next biennium. 

7. Legislation restricting the 
building of roadside stands so close 
to the right-of-way that cars stop- 
ping to purchase merchandise be- 
come a menace and a hazard. 


Dealers in Mass. 


Open Ad War 
On U.C. Gougers 


New England Group 
To Join in Battle 
Against ‘Profiteers’ 


BOSTON.—The Massachusetts 
State Automobile Dealers Assn. 
has denounced what it calls the 
“used-car profiteering racket” in 
paid ads appearing in all Boston 
papers urging buyers to scorn high 
prices. 

Ads read: “Yes, it is ridiculous! 
Every day 1946 automobiles are 
offered at ridiculous prices—if you 
do not pay these prices they can- 
not be sold.” 

The ads were signed by both the 
Boston and _ state associations. 
They appeared on the used-car 
classified page, surrounded by ads 
for used cars offering such ve- 
hicles as a 1946 Cadillac cabriolet, 
driven two miles, for $7,500, and 
a 1946 Ford station wagon for 
$2,425. 

The state group plans to con- 
tinue the campaign and individual 
members in various cities intend 
running similar ads. Connecticut 
and other New England state as- 
sociations will join in the attack. 

Full story of the campaign was 
told on the weekly series “Let’s 
Talk About Automobiles” aired 
over the Yankee Network by the 
dealer associations of the six New 
England states. Future broadcasts 
will continue to stress the “don’t 
pay high prices” theme. 








Sarnia Dealer 
Buys Ad to Flay 
Gas Sale Curbs 


SARNIA, Ont. — J. N. Whitty, 
proprietor of the Imperial City Mo- 
tors here, last week used a whole 
page of the Sarnia Canadian Ob- 
server to plead for revocation of 
the restrictive after-dark gasoline 
trade .laws presently in force 
throughout Ontario and some other 
sections of Canada. 

Addressing his remarks to the 
government authorities in Ottawa 
as well as to the newly-elected 
Sarnia city council, Whitty pointed 
out the restrictive violations of 
personal business freedoms and the 
ill-effects being forced upon the 
Canadian motoring public and vis- 
iting tourists by the law requiring 
gasoline stations to close during 
certain night hours. 

Claiming that wartime practices 
of gasoline economy should no 
longer be held in force, Whitty 
called upon legislators to repeal 
the wartime acts and to open the 
way for individual freedom of busi- 
ness management. 

Concurrent with Whitty’s ‘re- 
marks was the address by Howard 
B. Moore, general manager of the 
Federation of Automobile Dealers 
Assns., when speaking before the 
dealers of British Columbia. De- 
claring that the regulations were 
driving away tourist trade and 
causing a detriment to the entire 
automobile industry, Moore said: 

“Part of that (automotive) ser- 
vice is the gas station which must 
cater to trade at all hours. We are 
selling short our customers when 
we do not provide it.” 





cars. ... 


Sapa 
partment is 
fact 


comes. ... 
Cincinnati 








On the House . . . 


Auto brasshats were not in usual numbers at this year’s SAE ban- 
quet in Detroit; is the SAE setup reverting its prewar standards? 
... Chatted with Henry Kaiser at the affair; he said K-F has a goal 

. of 230,000 cars in 1947, 
holdup now but opined that it’s one thing or an- 
other some time or another. . 
is beginning to make its appearance on some new 


There's been less ballyhoo on the 1947 models 
than the industry has ever witnessed in its his- 
Frank W. Kraemer, collector of in- 
ternal revenue 
not 
market operations of dealers but rather in the 
that dealers 


association suggests to dealers that 
one way to solve workers’ problems at present is to grant a “Cost of 
Living Bonus,” which does not become a part of the company’s wage 
structure and can be eliminated when costs go down. 


declared engines are the 


. . Nylon upholstery 


at Hartford, Conn., says his de- 
interested in possible black 


just aren’t reporting in- 


—PrTe WEMHOFF 
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WE STAND FOR: 
1 1. Fair and equitable contracts between manufac- 
turers and dealers in motor vehicles, parts and ac- 
cessories. 1 2. A fair profit to the dealer on every 
used vehicle accepted in partial payment for a new 
car or truck. 1 3. Every dollar of gasoline taz col- 
lected by state or federal governments applied to 





AUTOMOTIVE 


the building and maintenance of highways. 1 4. The | 


elimination of governmental and bureaucratic con- 

trols over this industry. 1 5. A return to the pre- 

cepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 








Signs: Good or Bad? 


OW that the common enemy (government restrictions) 

is pretty much out of the way, various elements of the 

automotive industry are starting to vent anger on each other. 

Factories accuse dealers of price gouging; dealers accuse 
factories of sales pressure. 

Unions accuse management of unfair dealings; manage- 
ment accuses labor of loafing. 

New car dealers accuse used car dealers of black-market 
practices; the latter accuse the former of blocking attempts 
to lift financing controls. 

Everybody seems mad at somebody else. 

Can these be signs of a return to the good ol’ competi- 
tive days? 

‘Opening Of Congress’ 
HERE was so much meat in an article, “Opening of Con- 
gress,” released last week by NADA that we believe 
dealers everywhere will be interested in several excerpts: 

“General labor, portal-to-portal pay and tax bills will re- 

*ceive initial attention. Of course there will be individual 
bills on all of these subjects dropped into the hopper early 
in the session, but the real Republican organization bills 
which count will not be completed for two or three weeks .. . 

“Unfortunately, there is a disposition in many business 
quarters to dump a bunch of bills on Congress and say, 
“Take these and write a good bill.’”’ Nothing could be more 
shortsighted. Business has been doing this for years and 
then moans, “Congress does not understand business.”’ 

“The labor bill will probably be the Case bill and addi- 
tions. All Republican leaders agree that Congress cannot 
give the country less than the Case bill. Quite a few Demo- 
crats also agree. Big fight will come over whether the closed 
shop shall be outlawed. and foremen’s unions prohibited. 


“House Republicans will make energetic attempts to put 
over their 20 percent straight across the board tax cut and 
probably will get away with it in the House. Chairman 
Knutson thinks both houses will adopt the proposal. Demo- 
crats will battle hard for cuts for the “little fellow” and 
small cuts or none for the boys who pay on $5,000 or more. 
That’s politics, of course. 

“Dealers should not get excited about introduction of 
individual bills on these subjects. They will make good read- 
ing, but many times will be offered just to make headlines. 
Unless a major issue bill has committee sponsorship, don’t 
worry much about it. Also remember that violets probably 
will be blooming on the White House lawn before Congress 
lays finished bills on labor and taxes on the President’s desk.” 


When a prominent executive of | 
one of the Big Three corporations | 


resigned last year he made a state- 
| ment before a group of his friends, 
who were tendering him a fare- 


LET’S 
SHOW 
OUR 
STRENGTH, 
TOO! 


which I have re- 
called many 
times 
“You fellows all 
know,” he 


|tion has paid me 
| bonuses during the past several 
| years. The newspapers have made 
|no secret of the facts. They said 


it ran between $150,000 and $200,000 | 


|each year and they were approxi- 
mately correct. That’s a lot of 
money, and the union organizers 


have made plenty of capital out | 


of the publication of such returns. 

“But you are smart enough to 
know that my 
after taxes, was less than I was 
earning 10 or 15 years ago. Well, 
|i didn’t have to be too bright to 
get out my pad and pencil one 
night and prove to the little wom- 
jan that if I retired, 
|was fired from the corporation’s 
| payroll and we had to live on the 
| mostly in the prewar years, 
| would actually have $18,000 more 
each year to live on! I was actu- 
|ally paying a premium to the gov- 
ernment for the doubtful privilege 
|}of working my fool head off for 
|the glory that was in the job. We 
| decided it just didn’t make sense, 
and that is why you are giving 


me this send-off party this noon!” 
| * + * | 


| NOW THE CASE recited can | 


|be duplicated in every large cor- 
|poration, which pays salaries in 
|the high brackets. It is not easy 


|these individuals, and yet it is a 


fact that all of those who had ar- | 
|rived before the extremely high | 


income taxes became the law, have 
had to dig into their accumulated 


|capital to maintain the standards | 
| of living to which their families | 


| were accustomed. 


| Why do they carry on? Well, the 


|}average successful American loves 
| position gives him and refuses even 
to give serious thought to the pos- 
sibility that it is time for his re- 
tirement. But the rewards in the 
form of “take-home-pay,” which 
was the important incentive dur- 
ing all the long years he and his 
family were struggling towards the 
goal, have vanished. He can play 
the game for high stakes, but when 
he has won the pot, the old man 
with the striped pants and the 
whiskers steps in and splits the 
winnings, not on a gentlemanly 
50-50 basis, but takes nine and 
leaves one of the 10 markers in 
each stack! 
ob * * 


NOW, AT LONG last, with the 
advent of a new Congress, we 
have the chance for a slight revi- 
sion of this wartime law. To re- 
vise downward 20 percent, as is 
now proposed, is only a step in 
the right direction. Maybe it would 
have been better to take a leaf 
from the union boys and ask for 
40 percent, if we were ready to 
settle for 20. The battle to hold 
the reduction now proposed will 
be a bloody one. The forces of 
those who now pay little or no 
individual income taxes, will be 
out in full strength and pulling 
all the stops to arouse sympathy 
for the down-trodden. 

So far there is, I am advised, 
sufficient strength in both the 
House and Senate to effect the re- 
duction, but it behooves everyone 
of us who have been carrying the 
load to tell our representatives that 





a 20 percent cut, effective with 
}the current year of 1947. Let’s 
|show our strength, too!—G.M.S. 





| 

When did YOU get into the automo- 

bile business? If you can qualify up to 

| and including 1921, you should be a 

| member of AUTOMOBILE OLD TIM- 

| ERS. Write Ralph DePalma, chairman 
membership committee, A.O.T., head- 
quarters, Hotel Roosevelt, New York 17. 





well luncheon, |} 


recently. | 


said, | 
| “exactly how much the corpora- | 
in salary and | 


‘carry-home-pay,’ | 


resigned or | 


little nestegg we had accumulated, | 
we | 


to excite too much sympathy for | 


| his job, glories in the power his | 


we have a right to expect at least | 
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‘On Its Own 





This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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| Not a Province 
Frederick W. Marshall, Marshall 
Motors Ltd. (Chrysler), St. Johns, 
| Newfoundland, voices a complaint 
|regarding dealer contacts with 
manufacturers in the United States. 
He says that many times when 
|writing to manufacturers in Unit- 
ed States, he and other Newfound- 
land dealers are referred to Cana- 
|dian agencies. When this is done, 
lit forces them to pay double tariff 
on all goods received, since New- 
foundland is not a province of 
|Canada but a separate country 
with dominion status. 
| Marshall says that the only way 
|Newfoundland dealers can _ sell 
|American goods at reasonable 
prices is to deal direct with United 
| States agencies. 
| x 





* * 


Old Cars Important 

I have read letters in your paper 
quite often about the value to 
|dealers of maintaining a compe- 
| tent service department as an im- 
|portant source of income. 

But it seems to me that most of 
the emphasis has been placed on 
service for new cars. That’s fine, 
but the point I want to make is 
that we must not forget the profit 
|}and potential new-car sales possi- 
bilities in keeping used-car owners 
happy with the results of our serv- 
ice departments. 

Never, in my opinien, were there 
| brighter prospects for service de- 


partments in catering to the needs’ 


of the owners of older cars. I offer 
the following reasons to prove my 
| point. There still are a lot of peo- 
|ple who are not driving new cars, 
}and there will continue to be for 
some time to come. 

This can work out in two ways: 
If, as some predict, new models 
will temporarily be out of the 
price class of many prospects, they 


will keep their old cars. It is gen- 
erally agreed that if production 
continues to be boosted and prices 
|are satisfactory to the public, used 
(ears will fill the gap until the ’47 
|models are easier to obtain. 

Recent drops in used-car prices 
also may influence some of those 
who have been waiting for new 
autos to buy the former if the 
price suits them better. When a 
new car is possible, used-car own- 
| ors are going to remember where 
they got the best service work.— 
Joe SmitH, Chicago. 


Real Value 

I'm glad to see used cars com- 
ing down to somewhere near their 
real value. For too long now, used- 
car dealers have had to live in a 
|land of make-believe as far as 
prices went. 

I don’t like to sell wornout ’42s 
for $1,500 any more than the next 
guy, but try to tell that to the guy 
who sold it to you and he’d laugh 
in your face. 

The public ran the market, and 
we had to play ball or get out of 
business. Now it looks like the 
dealers will have a little more to 
say about the market.—J. M. S., 
Buffalo. 


Coming Events 


JANUARY 
Jan. 13-14— Memphis (Hotel Peabody) 
Sixth annual meeting of Truck-Trailer 
Manufacturers Assn. 


FEBRUARY 
Feb. 17-18—Atlantic City. Annual conven- 
tion of National Automobile Dealers 











Feb. 26-March 2—Houston, Tex. Southwest 
Automotive Show (parts and equipment). 


MARCH 
March 19-20—Des Moines (Fort Des Moines 
Hotel). Annual convention Iowa Auto- 
mobile Dealers Assn 
March 19-22—Houston, Tex. (Rice Hotel). 
Annual convention of American Society 
of Tool Engineers. 
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BUILD the best possible product . . . to give 
the greatest possible value—these are 


prime objectives at Ford. Every material and 
mechanical detail is analyzed and studied with 
these objectives in mind. They govern every 
decision from drafting board to final line. For 
quality and value can’t simply be added to a 
product—they must be built right in every part. 
That’s why... 


lt Takes 
r—45 “Tailor-Made’’ Steels 
fo Make a Ford Car 


Steel is just steel to most people, but metallurgists know 
there are many, many kinds—some tough, some hard, 
some soft, all the varieties in between. Ford metallurgists 
use 45 different kinds of steel in the Ford car, to be sure 
that just the right kind of steel for the job to be done is 
used in every part. For example, there are about 37 
pounds of cold-drawn bars, chiefly in drive shaft and 
screw products. Highly-finished cold-rolled sheet steel, 
1,000 pounds of it, go in body, hood and fenders. Then 
there are 680 pounds of hot-rolled sheet and strip steel— 








FOR D MOT 9O 


Out Front with 
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more malleable but not as highly finished—in such parts 
as floor pans, frames and axle housings. And 25 pounds 
of terne plate (corrosion resistant) for the gas tank. 


Those are the large items. In addition, bearings, engine 
parts and gears require special alloys—nickel, chrome, 
vanadium and the like—some only in small quantities, 
but each one best suited for its particular task. These 
“tailor-made” steels—tailored to the job—are one 
reason that Ford is outstanding for quality and relia- 


. bility. And one reason that “Ford’s Out Front” with the 


public, and Ford Dealers are out front with Ford. 
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Dealers Express 
°47 Optimism 


In Cleveland 


CLEVELAND.—What of 19477 

Well, to a group of this city’s 
dealers, the coming 12 months will 
be good ones, although an element 
of caution is sounded. Here’s the 
ve $ 


rdict: 

RAYMOND G. HERZBERGER, 
West Park Chevrolet: Strikes in 
1947 will be held to a minimum if 
labor and management practice 
tolerance, thus bringing increased 
production and lower car prices, 
The sellers market may end by 
Labor day. 

Cc. J. HARMON, Pontiac: No 
strikes will mean good production 
in 1947, but shortages will still 
prevail. 

J. M. ERDELAC JR., Studebak- 
er: Looking ahead for better 
times, we've purchased new and 
larger quarters at 8003 Broadway. 

J. A. DEVER, Bailey Buick: 
Better production in 1947 with 
strikes at a minimum. 

BILL A. SNYDER, East End 





“Bo we're to have spare tires for 
the new cars we haven't got? That's 


drowning man!” 


Nash: We've added 6,000 square 
feet for a new body department 
to our quarters in anticipation of 
good times. 

J. M. LANCE, George A. Falke 
Co., Ford: Seller’s market to go 
in 1947; unscrupulous dealers will 
suffer. 








like throwing a bathing suit to a 








Dealer Merchandising 


Financing and Insurance Is Held Key 
To a Third of Profits 


HE DEALER who fails to mer- 
chandise financing and insur- 
ance is missing one of his biggest 
bets. Financing men figure that at 
least one-third of the dealer’s profit 
can be traced to financing 


No.6 and insurance. That in- 
ofa cludes collision work di- 
Series rected to his shop by his 


finance company, as well 
as the dealer’s commission and re- 


& | serve. 


It is evident from charts pre- 
pared by finance men that already 
the dealer has lost much of the fi- 
nancing and insurance business and 
stands to lose more as the bankers 
push mightily the bank-agent plan. 

However, the dealer has the 
first crack at the business, 
he can hold it if he does a 
chandising job. But he must 
the customer before he is 
to take delivery. Bankers and 
surance agents are using news- 


ae 


3 


rl 


paper advertising and direct mail 
to beat the dealer to the punch. 

For example, the United States 
National Bank, one of the largest 
banks in Denver, recently ran this 
ad through which it endeavors to 
tie up the customer in advance: 

New autos are coming. You can 
save time and money by making 
ADVANCE arrangements to finance 
your next car. Just phone for our 
Useful Dollar Purchase Plan Ap- 
plication. 

“You don’t even need to know 
the exact price, make of car, or 
name of dealer from whom you'll 
buy—just estimate the amount of 
money you will need. On approval 
of your application, we will give 
you a Purchase Draft which you 
can use to pay the dealer for your 
car. 

“There is no charge for issuing 
you Purchase Draft—no cost to you 
until you use it to pay your dealer. 











cold-formed from May 


At the new Sharonville, Ohio, plant of Electric Auto 
Lite Company, automobile impact sections are now 
being cold-formed from Mayari R high-strength, low- 
alloy steel. 

With its substantially higher mechanical properties 
Mayari R is a natural choice for the manufacture of 
modern bumpers. It has a tensile strength of 70,000 
psi, minimum .. . a yield point of 50,000 psi, minimum 
. . . it resists piercing and battering . . . it has high 
resistance to atmospheric corrosion. 

In addition to its use in bumpers, Mayari R is also 
being used by various manufacturers in truck and 
bus frames, body members, panels and other parts. 
Investigate the possibility of using Mayari R steel in 
your products or your equipment. Write for the 
Mayari R catalog which shows a number of applica- 
tions of interest to the automotive industry. 








two at a time from a single blank of 


BETHLEHEM STEEL COMPANY 


Bethlehem, Pa. 


On the Pacific Coast 


Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 


Cold-forming bumpers at Electric Auto Lite plant. These bumpers are formed 


WITH “FIERY” 





Ye-in. gage Mayari R steel 








}|/Then the amount you use is fi- 


nanced at low bank rates.” 
= * 7 


[eat phrase, “low bank rates,” 
is excellent bait. However, fi- 
nance companies claim that in most 
cases the dealer can offer rates 
just as low. If the dealer gets a 
chance to compare the rates for 
the customer, the dealer can do a 
selling job. 

However, the dealer must make 
that opportunity for himself. 

How can the dealer do it? 

Here is a plan recommended by 
one finance company: 
l Select and train a closer. 


Train closer to smoke out and 

convert the. supposedly cash 
buyer by means of his insurance 
sales effort. To be valid, an insur- 
ance policy must name the lien 
holder. 

For instance, the closer is writ- 
ing up the deal for the customer. 
The customer has been told by 
the bank how to cover up the 
bank , but when the 
closer comes to the place to list 
liens on the title, he innocently 
points out the fact about validity 
of insurance. 

In nearly all cases, the customer 
then admits the source of his bor- 
rowing, and then the closer can do 
a selling job citing the advantages 
of financing through the dealer and 

showing that usually the bank 
rates are not so low as the cus- 
tomer believes. 

Thus the dealer maintains his 
key position. He can’t actually tell 
the customer he knows the buyer 
can’t afford to pay cash, but he 
can smoke him out innocently and 
politely. 

Renewals—Have a clerk contact 

those with insurance contracts 
before they expire. Habit plays an 
important part in insurance buying, 
and if you encourage the customer 
to get the habit of buying from 
you, he’ll keep coming back. 

4. Give your service customers a 

chance to buy insurance from 
you. In many cases, all you have 
to do is to give the customer the 


opportunity. " , 


ILLISION work fed into a deal- 

er’s service shop plays an im- 
portant role in the dealer’s profit 
picture. The dealer can keep that 
business healthy by doing a selling 
job on insurance and financing. 

To show the extent of the deal- 
er’s loss of control of this business, 
one finance company made a study 
of cash sales of one group of deal- 
ers. In 1929, cash sales of new and 
used cars were both 38 percent. 
Then cash sales of both classes 
moved up gradually, with those on 
used cars moving faster and top- 
ping new cars. 

But in 1986, the banks launched 
their drive for the cream of the 
auto financing business, and the 
trend with respect to new and 
used cars was reversed. The line 
showing cash sales for new cars 
moved up until it was at 58 per- 
cent in 1941. The line for used 
cars dipped under new cars, and 
was at 43 percent in 1941. 

It is obvious that these cash deals 
for new cars were not for cash. 
The banks were taking the cream 
of the business. 

That was before the war. 

Now the banks are pressing their 


campaign harder than ever. The’ 


harder they press, the better mer- 
chandising job the dealer must do 
on financing and insurance. 

* «€ * 

As has been said before, the post- 
war model of buyer is extremely 
sensitive, but he can be handled if 
he is handled right. 





Selkowitz Now President 


Of Pittsfield (Mass.) Assn. 

PITTSFIELD, Mass.—Milton Sel- 
kowitz, who was vice-president last 
year, has been elected president of 
the Pittsfield Automobile Dealers 
Assn. He succeeds Ralph M. 
O’Connell. 

Other officers are: vice-president, 
A. R. Birchard jr.; treasurer; A. 
W. Rhoades; secretary, Daniel M. 
O’Connell. 


Dealership Burns 
ROSEAU, Minn.—Fire Dec, 13 
destroyed the Sunsten Pontiac Co. 
building here, seven cars and con- 
siderable stock. 








To feel the pulse of the industry, con- 
sistent reading of Automotive News as a 
necessity 


T 




















| fi- 


fi- 
nost 
ates 
is a 
for 
lo a 


| by 


AUTOMOTIVE NEWS, JANUARY 13, 1947 . 














Tue YEAR 1946 was a year of progress in our 
economy, climaxed by many substantial advances 
toward the restoration of free enterprise as the 
basic principle of American business. 


With the advent of 1947, we are still in the 
stage of catching up with accumulated demand. 
A year ago, pessimists were predicting that the 
cancellation of war contracts and the rapid de- 
mobilization of the armed forces would result 
in ten million unemployed and a widespread 
depression in 1946. 


Contrary to their opinions, this did not hap- 
pen. National income payments to individuals are 
now at the all-time high rate of $167,000,000,000 
a year. Fifty-seven million people are employed, 
which is eight million more than in any other 
peacetime year. As a matter of fact, we have 
already reached and passed the post-war goals of 
even the most optimistic economists. 


As far as the rubber industry is concerned, 
more tires were turned out in 1946 than in any 
other year in its history. However, the rigid 
rationing of tires during the war years resulted 
in such an enormous backlog of pent-up demand 
that, even with the rubber industry running at 
full capacity, there are still not enough tires to 
supply everyone. 


Just when supply will catch up with demand 
depends on many factors. However, unless un- 
foreseen circumstances occur, it is reasonable to 
expect that by next spring car owners will be able 
to get the tires they want when they want them. 


Before the war, the standard of living in this 
country of ours was the highest in the world; and 
it is now higher. Our production capacity was 
substantially increased during the war years to 
provide the armed forces with the materials so 
essential to victory. Now it can be used to turn 
out more goods to reduce more quickly the back- 
log of consumer demand built up during four 
years of war. Our population has grown, expand- 
ing the size of our markets. Never before in our 
history have we had so large a labor force available. 


In other words, we have more people making 
more money and wanting more goods. And 


~LooKING AHEAD 


we have the capacity and the manpower to 
supply those goods in sufficient quantities. All 
of the elements essential to continued prosperity 
are here, if we have the wisdom and the skill 
to make full use of them. 


The potential demand will be tremendous. 
People will want and need the products of a 
very high level of employment. In the unfilled 
needs of our own people we have all of the new 
“economic frontiers” we can develop for many 
years to come. 


Even though our living standards have been 
far higher than any other nation, many of our 
citizens have lived under sub-standard condi- 
tions. If we can find a way to distribute more of 
the good things of life to this portion of our 
population, we shall have a market which in size 
and permanence will far exceed the present huge 
war-born backlogs. 


The people of this country have reawakened 
to the realization that we have the world’s highest 
standard of living, not by mere chance, but 
because we have built upon the foundation of 
free enterprise. Recent developments indicate 
that we are returning to the original concept of 
a free nation, a land in which man may rise as 
high as his will and his skill will permit. 


Now that we are regaining this freedom, the 
mantle of responsibility for providing high 
employment and maintaining and expanding 
the standards of living will again rest upon the 
shoulders of private industry. If free enterprise 
is to flourish, industry must succeed in fulfilling 
these obligations. And a large measure of its 
success will depend on its ability to distribute 
the products of the factory, the forest and the 
farm, economically, efficiently and intelligently, 
so that more people may enjoy more of the good 


things of life. 
Fine fp 


President 


THE FIRESTONE TIRE & RUBBER CO. 














8 
_In the Public Interest .. . 








Dealer Policy Statement 
Completed by NADA 


WASHINGTON.—Following sev-; ments or premiums will be oe | : 


eral weeks of careful preparation 
by a representative committee of 
the nation’s automobile dealers, 
NADA last week made public the 
statement of policy adopted on be- 
half of the organization’s 30,000 
members in meeting the various 
problems incident to the distribu- 
tion of new cars. 

According to Executive Vice- 
President Lee Moran, this state- 
ment of policy “should serve the 
interests of the public in making 
‘clear the practices that are being 
followed by the great. bulk of the 
organized automobile dealers of 
the country.” 

State and local associations 
everywhere, he said, are setting 
up special committees to ac- 
erage the public with these pol- 

icies. Posters outlining them will 
be on display by dealers adher- 
ing to them. 

The statement sets forth that 
it will be the constant endeavor 
of the organized dealers of the 
nation to raise to the highest de- 
gree the standards of retail auto- 
mobile merchandising and that 
through the cooperative efforts of 
local, state and national organiza- 
tions the correction of unbusiness- 
like practices is sought. New cars, 
it is pointed out, will be sold at 
established prices current at the 
time of sale and no bonus pay- 





Moran Foresees 
"47 Deliveries 
At Twice °46 


- OMAHA.— “The nation’s 40,000 
automobile dealers enter the 1947 
business year with expectation of 
being able to 
take care of at 
least twice as 
many potential 
customers for 
new cars as they 
were able to 
serve in the past 
year,” Lee Mo- 
ran, executive 
vice - president 
of NADA, said 
last week at a 
meeting of the 
Nebraska Motor Dealers Assn. 

“With but 2,150,000 passenger 
ears produced in 1946, dealers have 
been able to supply new cars to 
a comparatively small number of 
those having orders on file,” Moran 
stated. “However, if the industry's 
1947 expectations of an output of 
4,000,000 passenger cars are real- 
ized, then a substantial part of 
the most pressing need for new 
ears can be met by the dealers of 
the country.” 

A vigorous warning was sound- 
ed by Moran in commenting on 
the high and inflated prices at 
« Which many individual owners 
* are advertising their cars for 


“Speaking on behalf of the na- 
tional retail automobile industry,” 
he continued, “I want to warn in- 
dividuals who sell their cars at 
these fabulous prices that they 
will experience difficulty if they 
expect dealers to help them get 
delivery on a new car to replace 
one sold by profiteer’s prices.” 











cepted. 
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Starts New Era on Anniversary . 






The statement also sets forth | 0M” 


t having 

With regard to accessories, the 
dealer is obligated by this state- 
ment of policy not to require the 
customer to pure any extra 
equipment not desired by him. 

The association is, at the same 
time, issuing a warning to the pub- 
lic to buy only from an “author- 
ized, factory-appointed new car 
dealer.” Only in this way, 
warning points out, “can you be 
sure that the car you buy is really 
new.” 

“At the same time,” the state- 
ment concludes, “if you purchase 
a used car from a dealer display- 
ing this statement of policy you 
will be assured of service facili- 
ties to care for it.” 

Following is the text of “Our 
Statement of Policy”: 

We want our customers and the 
entire community to know that: 

It is our constant endeavor to 

raise to the highest degree the 
standards, ethics and practices of 
automobile merchandising. 

9 We seek, through cooperative 
efforts of local, state and na- 
tional automobile dealers associa- 
tions, the correction of any unfair 
or unbusinesslike practices. 
3 New cars are being distributed 
fairly and equitably, with every 
consideration being given to our 
community’s interest. 
4 New cars will be sold at estab- 
lished prices current at time of 
delivery, and no bonus payments 
or premiums of any kind will be 
acce} 

Fair and reasonable value is 

given for every used car taken 
in trade—while -we hope custom- 
ers having used cars will, as in 
the past, trade them with us (so 
we in turn may supply more people 
with needed transportation) we 
will still make every effort to pro- 
vide new or used cars to those not 
having cars to trade. 

While we are glad to install 

special accessories (when avail- 
able) which add to the appear- 
ance, usefulness, comfort and con- 
venience of the new car, no cus- 
tomer is required to purchase any 
— ~ al which he does not 


. We are doing everything in our 
power to help eliminate black 
market operations in our industry. 
8 Despite the continued, critical 
shortage of new cars we are 
anxious at all times to talk over 
with you your new car needs. 
9 Regardless of the termination 
of government regulations, af- 
fecting our business, we believe 
the high standards herein ex- 
pressed are sound business prin- 
ciples, and we will be guided by 
them. 
10 Our business is being con- 
ducted on a basis to merit 
public confidence and respect. 
We are members of the National 
Automobile Dealers Association. 











- Disser, with 33 years’ service, was 
speech. 


dianer in the Fort Shelby Hotel in Detroit. Bugas made the principal 


THE NEW FACILITIES of Taylors’, Inc., 19797 Li i 
ee ee eee oe bs ts en pecbesty 00 tw aed feet 


buliding 
with —_, for future expansions, 
facilities. The modernistic 


ears and trucks may be displayed in the 


sales department hes many unusual features 
heating, cathode lighting, non-refiecting windows, and 








with exclusive truck 


which is 65 by 45 feet. 





CONGRATULATORY LETTERS on the formal opening of the Dodge-Plymouth sales 
and service facilities of Taylors’, Inc., 19797 Livernois Ave., Detroit, are read by George 
M. Taylor, chairman, who is celebrating his 33rd anniversary as a Detroit dealer and 
his 14th anniversary as a Dodge dealer. His three sons associated with him in the busi- 
ness look on. Left to right: Hanley Taylor, president; Dawson Taylor, vice-president and 
office manager, and Marr Taylor, service manager. 





Better Labor Effort in 1947 
Expected by Klingler 


PONTIAC. —A continuing high | 


demand for new cars and increased 
employe efficiency resulting in 
gradual output hikes was forecast 
for 1947 by Harry J. Klingler, gen- 
eral manager of Pontiac. 

Klingler told a gathering of Pon- 
tiac division supervisory employes 


Milton Named 
Service Chief 
For Hudson 


DETROIT. — Appointment of W. 
S. Milton as director of service for 
Hudson Motor was announced Fri- 
day by George 
H. Pratt, general 
sales manager. 

Milton, who has 
been with Hud- 
son for a number 
of years—the past 
two years as 
Southwest divi- 
sional sales man- 
ager with head- 
quarters at St. 
Louis—has played 
an important part 
in building Hudson’s postwar dis- 
tributor and dealer organization. 

Milton's promotion, Pratt said, is 
another step in Hudson’s long- 
range program to capture a larger 
share of the new-car market 
through greater emphasis on ser- 
vice by Hudson's strengthened sales 
organization of 3,000 “quality” dis- 
tributors and dealers from coast 
to coast. 


Blume to Head 
Seattle Dealers 


SEATTLE. — Seattle Automobile 
Dealers Assn. last week elected J. 
E. (Jack) Blume of University 
Chevrolet Co. president, succeeding 
Frank L. Hawkins of Commercial 
Automotive Service (De Soto-Plym- 
outh). 

Other officers elected follow: Ly- 
man Thomas (Packard - Seattle), 
vice-president; Harry Rahe (Cen- 
tral Pontiac), treasurer; Dayton T. 
Davies (Davies - Chevrolet), secre- 
tary. 

Elected to the board of directors 
were Hawkins, Blume and Thomas. 








W. 8S. Milten 








‘‘We want you to know that Automotive 
News is the most read and quoted paper 
in our establishment.'’--George Soule, But- 
ler Nash Co., Butler, 





last week on the occasion of an 
annual dinner that “I do not agree 
with the prophets of doom who 
profess to see trouble lurking 
around every corner. 


“I refuse to worry about the 
automobile sales picture as long 
as used cars continue to sell for 
more than new cars,” he said. 

Admitting that Pontiac’s expan- 
sion program was four months be- 
hind because of the long GM strike 
of 1945-1946, Klingler stated, how- 
ever, he did not think that labor 
would call many or large strikes 
during 1947. 

“People have learned the hard 
way,” he said, “that there is no 
progress or prosperity in not work- 
ing.” 





Cause: Chiseling 
K-F May Halt Drawings 


For Workers’ Cars 


WILLOW RUN, Mich.—Abuse by 
employes of the privilege of being 
able to purchase Kaiser and Frazer 
cars will result in withdrawal of 
the plan, W. A. MacDonald, vice- 
president in charge of sales, warned 
the firm’s workers. last week. Pur- 
chase applications are drawn from 
a raffle barrel periodically. 

He said that it is intended “that 
under this privilege an employe 
will retain ownership of his new 
Kaiser or Frazer for at least six 
months.” 





You get the best results in our Classified 
Section, inside back cover. 





f Olds Is Tooval 
‘Of High Output 
As 47s Roll. 


LANSING. — Oldsmobile produc- 
tion of 1947 model cars will begin 
today (Jan. 13), according to D. E. 
Ralston, general sales manager. 

Output will be maintained at a 
rate comparable 
to that achieved 
late in 1946, he 
said. 

“During the 
model year just 
closed, Oldsmo- 
bile manufac- 
tured 119,328 new 
cars,” Ralston 
said. “Because of 
various handicaps 
in the early 
months of the 
year, notably strikes and material 
Shortages, output was greatly cur- 
tailed. In recent months, however, 
volume has been accelerated con- 
siderably. For example, in Decem- 
ber, Oldsmobile production ap- 
proached an average of 1,000 cars 
per working day.” 

During the past year, he said, 
Oldsmobile factories have been ma- 
terially expanded and production 
capacity increased. 

“If we are not handicapped by 
recurring strikes in supplier plants 
and materials continue to become 
more easily available,” he said, “it 
is possible that we will be able to 
increase production during the lat- 
ter half of 1947. 

“The general outlook is favor- 
able and we in Oldsmobile are 
hopeful of being able to maintain 
the upward trend achieved late last 
year. Oldsmobile dealers have a 
substantial backlog of orders on 
their books, despite the output we 
achieved in late 1946.” 


Marks, Kitson 
Nickel Join 
Ford Tractor 


DEARBORN.—James H. Marks, 
former executive vice-president of 
the Packard Motor Car Co., has 
joined the Dearborn Motors Corp. 
as a consultant to co-ordinate the 
procurement and engineering of 
farm implements, Frank R. Pierce, 
president, announced last week. 

At the same time, Pierce re- 
vealed the appointment of Arthur 
H. Kitson, former eastern regional 
manager for Harry Ferguson, Inc., 
to his sales staff, and Vernon E. 
Nickel, former assistant manager 
of the marketing and organization- 
al department at Nash-Kelvinator, 
as director of consumer research. 
. Marks, who had been with Pack- 
ard for 30 years, will serve on the 
executive staff of the newly-formed 
company which will succeed Harry 
Ferguson, Inc., as distributor for 
Ford tractors on June 30, 1947. 


Pontiac Opens 


Service Session 


DETROIT.—L. W. Ward, general 
sales manager of Pontiac Motor, 
called all Pontiac zone service man- 
agers and service instructors to 
the home office last week for re- 
view of the 1947 service program 
and demonstrations of the latest 
technigues in mechanical and ap- 
pearance reconditioning of used 
cars. Mechanical innovations in the 
1947 model also were studied. 

















SEVEN MEMBERS of the Ed James dealership (Studebaker), Long Beach, Calif., 
‘ormance 


receiving money awards from James for outstanding y 


8S. 3. Orawford, $150 for courtesy; James. 
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| Ready fora 
|BUYERS’ MARKET! 


LES BACON & JACK LAUGH- 
LIN MOTOR SALES—a combi- 


nation of experienced automobile 


* r men—now backing Hudson for 




















future success and profits in 
Los Angeles. 


| AT RIGHT—night view of 
“ “Les & Jack’s” modern new 
building. Below—their spacious 
showroom at announcement time. 







‘verve 


weer ovr ww Ft 


HENEVER new car supply overtakes demand 
YY —whenever a sellers’ market changes to a buyers’ 
market—it will find Hudson ready. 











Typical of the way Hudson has prepared on a:nationwide 
basis for the competitive battle ahead are the establish- 
ments of three new Hudson dealers shown here—all of 
them in the Los Angeles, Calif., area. 


Modern, attractive buildings. Good identification with 
_ standard Hudson signs. Ample showrooms for new car 
display. Expanded service facilities, finest equipment, 
trained mechanics. Balanced stocks of genuine Hudson 


parts. Modern facilities for merchandising used cars. 


All over the country, Hudson’s long-range program has 
been moving steadily forward to its objective—a coast-to- 
coast organization of 3,000 quality distributors and 
dealers, equipped and staffed to sell and service quality 


LEIMERT PARK MOTORS—a partnership 
of two outstanding automobile dealers who, 
BR in 1945, chose Hudson—of all franchises, as 

the one in which they would invest for the 


future in Los Angeles. : ae ’ 
cars in volume, at competitive prices. 





The New Year holds a bright promise for this fine dis- 
tributor-dealer organization, to whom Hudson pledges a 





continuance of “sled-length” co-operation—in product, in 


advertising, and in sound selling help. 


HUDSON. 


HUDSON MOTOR CAR COMPANY 





FREEMAN & FREEMAN—Experienced automobile merchandisers, 
who are set up to serve buyers in this fine new building, in which they 
established Hudson headquarters about a year ago. sak a DETROIT 14,..MICHIGAN.... . 
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2 Dealer Groups 


In Virginia Form 


. es 
Associations 
RICHMOND, Va.— Automobile 
dealers in the northern section of 
Virginia have formed the North- 
ern Neck Automobile Dealers Assn. 
and elected Thomas D. McGinnes 
of so eager as president, H. N. 
Edwards of Farnham, vice-presi- 
dent, and “Melvin C. Moss of Kin- 
sale, secretary-treasurer, it was 
announced here last week. 
Members of an executive com- 
mittee were elected as follows: 
Herman Treakle, Lancaster; Frank 
Kilduff, Northumberland; Earl 
Richmond; Robert Mur- 


the 
president, Aubrey Cotten of 
the Cotten Auto Sales as secretary- 


The Norfolk-Portsmouth Auto- 








mobile Dealers Assn., at its annual 
meeting in Portsmouth, elected the 
following officers for 1947: W. T. 
Goode jr., Goode Oldsmobile Co., 
Portsmouth, president; 
Roughton, Meekins-Roughton Mo- 





**‘We want you to know that Automotive 
News is the most read and quoted paper 
in our i ag ~ — “epee Soule, But- 


’47 Program Outlined 





ALBANY, N. Y¥.—With the 1947 
gna session now underway, 
New York State Automobile 


affecting the industry. 

Chief among the bills for which 
the organization will be working 
will be a measure calling for pe- 
riodic inspection of motor vehicles 
at state-approved stations. This 
measure was suggested last year 
at the governor's safety confer- 


, |ence, but the bill died in committee. 


M. H. Yager, legislative chair- 
man of the state dealers, said he 


. | felt the measure was still of ex- 


and G. W. Knighton, Goode Olds- 
mobile Co., Portsmouth, secretary- 


treme importance, since so many 
old cars were still on the road. 
“Until new cars are 








tor Co., Norfolk, vice-president, | ier Nash Co., Butler, 





TRANSMISSIONS 
TIMING CHAINS 
OVERDRIVES 
SYNCHRONIZERS 
CLUTCHES j 
UNIVERSAL JOINTS 
ORIVE SHAFTS 
CARBURETORS 
RADIATORS 
TAPERED 

WHEEL DISCS 


PRODUCTION 


Executive Offices, Chicago. These units form Borg-Warner: sornG & BECK + BORG-WARNER INTERNATIONAL 


BORG WARNER SERVICE PARTS 
STOVE + INGERSOLL STEEL + LONG MANUFACTURING + LONG MANUFACTURING CO., LTD. 
CARBURETER +« MECHANICS UNIVERSAL JOINT + MORSE CHAIN + MORSE CHAIN CO., LTD. 


* B-W SUPERCHARGERS, INC. 


¢ CALUMET STEEL + DETROIT GEAR + DETROIT VAPOR 
* MARBON « MARVEL-SCHEBLER 
* NORGE « NORGE-HEAT 


NORGE MACHINE PRODUCTS + PESCO PRODUCTS + ROCKFORD CLUTCH + SPRING DIVISION ° WARNER AUTOMOTIVE PARTS 


WARNER GEAR CO., LTD. WISCONSIN TRANSMISSION 





i Inspection Bill Pushed 
Again by N. 


Y. Assn. 


be inspected to determine the - 
mechanical 


condition of their 
equipment. 

“At present New York state is 
the haven for old crates which 
are unable to pass the inspection 
tests of Massachusetts, Connecti- 
cut, Pennsylvania, New Jersey and 
other states. Our state, too, should 
protect the safety of both pedes- 
trians and drivers by removing un- 
safe cars from the road.” 

Other measures which the asso- 
ciation hopes to have passed in- 
clude: 

1. Provision for a simple but 
sound title to motor vehicles. At 
present New York motor vehicle 
titles are not acceptable in many 
states, and often dealers and inno- 
cent buyers are stuck in the pur- 
chase of cars with liens and en- 
cumbrances. 


said the association felt the mo- 
tor vehicle laws could be en- 


3. Tightening of the new dealer 
responsibility law with more pro- 
visions for enforcement, and addi- 
tion of amendments necessary to 
assure dealer registration and 
dealer plates for legitimate deal- 
ers only. This measure was en- 
acted into law last year with vig- 
orous backing by the state asso- 
ciation. 

4. Provisions for identification of 
cars previously used as taxicabs 
and public conveyances to protect 
unsuspecting buyers from buying 
these worn-out vehicles. 

5. A reduction in the unemploy- 
ment insurance taxes to provide 
a true merit rating plan and pro- 
tect responsible employers from 
paying unnecessarily high costs. 

‘6. A fiat $10 registration fee 
for all passenger cars to facili- 
tate the transfer of cars, help in 
used-car sales and save money 
for the motorist. 

7. Permanent registration plates 
and deferment of registrations un- 
til April 1. 

8. A long-range program for a 
modern highway transportation 
program in the state. 

9. Reduction of compensation in- 
surance and other business taxes 
for those businesses having good 
management and experience. 

Plans to introduce four bills to 
curb the high accident and death 
rate on New York state highways 
were announced by State Senator 
Thomas C. Desmond, Newburgh 
Republican. 

The bills will: 

1. Require semi-annual inspec- 
tion of automobiles and trucks 
by state-approved private ga- 


rages. 

2. Require applicants for drivers’ 
licenses to secure “fitness certifi- 
cates” from a physician at least 
once every three years. 

8. Require compulsory liability 
insurance for all car owners in- 
stead of making it optional until 
the driver has had his first acci- 
dent. 

4. Require applicants for driv- 
ers licenses to pass driving tests 
under night conditions. 

Sen. Desmond said accidents in 
New York state during 1946 ran 
35 percent ahead of last year, with 
an even higher accident rate ex- 
pected in 1947. When final figures 
are tabulated, he added, they will 
probably show that more than 2,100 
people lost their lives on state 
highways during 1946. 





Fire Razes Dealership 


In Tonawanda, N. Y. 

TONAWANDA, N. Y.—The Hen- 
derson-Milliard Sales and Service 
auto showroom and garage here 
was destroyed in an explosion and 
fire that swept the three-story 
brick building and two nearby 
structures, causing damage esti- 
mated at $50,000. Cause of the fire 
was not determined. 


‘Dealers Tell Me,"" by John O. Munn, 








is an open forum for the expression of 
dealers’ opinions. 





TEP a 





r 


’ 















PILE 


FABRICS 


“I’m always glad to see a car with pile fabric 
come in for trade. Pile fabric increases the 
worth of a car as much as $30 or $40, with 
reconditioning expense practically nothing. 
Retrimming and repairs are almost never 
needed and a few cents for shampooing re- 
juvenates this beautiful fabric quickly.” 


ES, MR. BISHOP—and dealers all over the coun- 
try will agree with you! Not only has pile fabric 


served car owners with greater wearability and beauty, 


but dealer-wide experience shows that this upholstery 
adds thousands, even millions of dollars, to re-sale 


and trade-in values. 


AUTOMOTIVE NEWS, JANUARY 13, 1947 


\ : 
Our experience shows 
there's extra protit in 


Today the new Goodall Blended-for-Performunce 
“Velmo” pile fabrics hold even greater promise for 
both car dealers and owners. Retaining all the basic 
superior qualities of pile fabric, Goodall now offers 
an even greater measure of durability . . . improved 
designs ... new softness, too, that gives the greatest 
degree of “‘slideability” consistent with maximum rid- 


ing comfort. 


Automotive Drviston 
1703 Fisner Bumpinc + Derrorr, Micaican 





} 





12 


AUTOMOTIVE NEWS, JANUARY 13, 1947 





Davis Scoffs at ‘Bust’... . 





Public Cool to Light Car, 
Ford Finds in Survey 


(Continued from Page 1) 


market, which had some appear- 
ances of a boom, to a buyers’ mar- 
ket, which will, in my opinion, be 
far from a bust.” 

“As a matter of fact,” Davis as- 
serted, “I contend that the kind 
of a buyers’ ‘market we now face 
is a healthy market—a market 
where emphasis will be on the con- 
sumer.” 

However, he contended, Ameri- 
cans have got to avoid the present 
wild scramble for money wealth 
and to substitute product wealth. 

Other important points made by 
Davis were: 

The “new American market” is 

a different market and increas- 
ingly a higher quality market. 

In investigating public attitude 

toward a simpler, smaller, low- 
priced car, Ford got answers that 
indicate people don’t want to sac- 
rifice the car features they have 





been accustomed to—for example, 
riding quality and general com- 
fort. 

We must have increased distri- 

bution efficiency as well as in- 
creased worker efficiency. 
4 While before the war people 

bought two used cars for every 
new car, the ratio probably will 
be one to one for at least several 
years. 

The new auto salesman must 

be something of an economist 
to explain to people that “the 1946 
dollar may be worth only 75 cents 
as compared with the 1941 dollar, 
but for every dollar of 1941 income 
the consumer today has $1.55 in- 
come to spend. 

We have new instruments to 

achieve lower distribution costs, 
among them improved techniques 
of consumer preference analysis. 


By U.S. Rubber Co. 





Three Are Named 


NEW YORK.—Fred 8S. Carpenter 
has been appointed director of 
manufacturing, Eugene J. Dailey, 
assistant director of manufactur- 
ing, and Edward J. Higgins, direc- 
tor of development for United 
States Rubber Export Co., Ltd., it 
was announced last week by L. C. 
Boos, president and general man- 
ager of the export company. 

Carpenter, who will be in charge 
of all factory activities for the 
export company, has been with U. 
S. Rubber since 1913 in various en- 
gineering, chemical, tire division 
and export company positions. He 
has been general manager of the 
tire division and formerly was fac- 
tory manager of the Los Angeles 
tire and synthetic rubber plants. 


Pa. Parts Depot 
Leased by GM 


HARRISBURG, Pa. — (UTPS)— 
Ground has been broken in Scran- 
ton for a $150,000 building of 34,000 
square feet, to be leased to General 
Motors Corp. as a parts distribut- 











HIGH OVER THE HUGE MASS of lights which set the New York skyline ablaze 
carries its to ¥ 


at night, the Ford ‘‘Adship”’ 
carries flash mes: 
gines,”’ ‘‘Ford 6,”’ and 


in the Ay og order: 
“Ford V-8."' The message ‘‘Two Great Engines”’ is 170 feet long 
protect 


and the largest letters are 30 feet high. This huge airship which was used to 

the Atlantic seacoast and Allied convoys during World Wat II now carries regular 

nip tan aan cae te ee eee ca cee es ce tee The 
of approximate! 


airship was originally purchased by the Navy at a cost 


ly $400,000. 





ing center for northeastern Penn- 
sylvania, New York and New Jer- 
sey, it was announced last week 
by the Pennsylvania Department 
of Commerce. 





‘Dealers Tell Me,"’ 
is an open forum 
tasters’ orinions. 


by John O. Munn. 
for the expression of 








Here's how to 
make a hit” with 





the ladies 


If you leave it to the ladies, they'll pick the car with 
push-button starting almost every time. And that’s a smart 
tip for more sales for you. Both men and women appre- 
ciate the extra convenience of the handy button within 
easy sight and reach—eliminating the necessity of groping 


for hard-to-reach pedals. 


The use of Bendix* Drive in push-button starting makes 
possible the elimination of a great many pieces of linkage 











—a most important item in saving costs. There is no 
possibility of damage if the starter button is pushed while 
the engine is running—a feature owners are sure to 


appreciate. 


Add push-button starting to the list of outstanding sales 
features on your cars—but when you do, make sure it is 
push-button starting with Bendix Drive—for that is the 
simplest, most convenient, and most economical way it 


can be accomplished. 


*REG. U.S. PAT. OFF. 





“Bendix 


‘Drive 


ECLIPSE MACHINE DIVISION 
of Bendix Aviation Corporation 
ELMIRA . 


NEW YORK 


AVIATION CORPORATION 








Auto Executives 
Listed Among 


Top Earners 


WASHINGTON.—Several Michi- 
gan industrialists figured among 
the top earners of the nation for 
1945, according to the U. S. Treas- 
ury. 

Listed among top automotive 
earners were K. T. Keller, presi- 
dent of Chrysler Corp., $100,950; 
Rensselaer W. Clark, Hayes Manu- 
facturing Co., $107,562.13; Harvey 
C. Fruehauf, Fruehauf Trailer Co., 
$97,596.20; Roy A. Fruehauf, $78,- 
615.46; Ernest R. Breech, Bendix 
Aviation Corp., $79,999.92; Fred M, 
Zeder, Chrysler Corp., $85,500 

The motion picture and enter- 

tainment world led the pace of 
earnings, with the comedy team 
of Bud Abbott and Lou Costello 
splitting $469,170. Other stars fol- 
lowed closely in individual earn- 
ings. 
Individually, Thomas J. Watson, 
president of International Business 
Machines Corp., topped the list with 
earnings amounting to $425,548. 

The federal income tax ascends 
from a $40,000 bite on earnings of 
$70,000 to $406,600 on earnings 
amounting to $500,000. Earnings 
are listed as income in the form 
of salary, bonus or other compen- 
sations. 


Buick Produces 
158,728 Units 
Of 1946 Model 


FLINT.—Buick’s 1946 model pro- 
duction reached a final total of 
158,728 units, Harlow H. Curtice, 
Buick general manager and vice- 
president of General Motors, an- 
nounced last week. 

Buick completed 1946 manufac- 
turing operations and closed down 
last Monday for inventory. Curtice 
said Buick’s 1946 model output, 
which included 23,665 units during 
December, was less than half of 
the volume achieved during the 
1941 model year. 

The inventory shutdown, Curtice 
said, will be completed by Jan. 13 
when Buick swings into produc- 
tion of 1947 models. 

“Although our 1946 production 
was far short of our prewar capac- 
ity,” Curtice said, “we can look 
forward to an improved output 
during 1947 if the men in our own 
plants and those of our suppliers 
remain at their jobs and turn out 
the materials that are needed. 

“It is to be hoped that union 
leaders will adopt a sane policy 
in this respect as another round 
of wage increases with resultant 
price increases will impede our 
progress toward full productivity.” 

Curtice said Buick’s reconver- 
sion and modernization program 
should be completed during the 
first quarter of 1946, giving Buick 
facilities with which to expand 
production substantially, “once ma- 
terials become available in ade- 
quate quantities.” 


Hal Lynch to Build 

Hal Lynch Motors, 724 Hogan 
St., Jacksonville, Fla. will con- 
struct a one-story frame and metal- 
covered shed for repair in the rear 
of their location. A wall of con- 
crete block will be placed along 
the property line. The work will 
cost $5,000. 
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22000 Line ilems 
TRUCK PARTS 


at 45% to 75% off list 
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PERPETUAL INVENTORY LIST SHOWS: 








(1) Code Number 

(2) Mfr's Catalogue Part Number 
(3) Mfr's Part Description 

@) Unit of Pricing 


(5) Quantity 
(6) Mfr’s Catalogue List Price 










Every WAA Regional Office Has This Buying Aid 


It’s easy now to order your truck parts— 
and at huge discounts! All the information 
you need is compiled in one compact vol- 
ume which is kept up to date by means of 
a revised inventory every eight weeks, 
with supplements on critical items issued 
every two weeks. The inventory list of 
- lus truck parts includes a/] makes and 
els as used by the armed forces. 


You can tell at a glance what we have, 
how much of it, and the manufacturer’s 
list price. All this information, checked 
and revised monthly, is maintained by the 
Automotive Parts Section in each WAA 
office, but is centrally compiled in Detroit. 


HOW TO ORDER—Go or write to your 
nearest WAA Regional Office. « Ask for 
the Automotive Parts Section. « Examine 
the inventory. « Check this catalogue and 
make up your own list by manufacturer's 
part number. « Place your order on the 
spot for prepaid shipment. « That's how 
simple it is! (If you are unable to visit your 
Regional Office, inquire by mail or tele- 
phone whether parts you are interested in 
are available. Be sure to designate manu- 
facturer’s name and part number.) 
























All orders are subject to existing site regulations and to prior sale. 


War Asseré Api NISTRATION 


Offices located at: Atlanta « Birmingham ' GOVERNMENT 

Boston » Charlotte « Chicage « Cincinnati \) OWNED Fe conga sper Philadel- 
Cleveland « Dallas « Denver « Detroit + Fort 1“ f phia « Pertiand, Ore. » Richmond + St. Lovis 
Worth » Helena + Houston + Jocksonville “S SURPLUS #& = salt Leke City + Sen Antonie « Sen Francisco 
Kansas City, Mo. « Little Rock » Los Angeles 2 ee Seattle + Spokane + Tulsa 704-5 
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TOLEDO.—Appointment of Wal- 
ter D. Appel as chief engineer for 


nounced last week by Delmar G. 

a building ee en- ees vice-president and director 
its building at 1570 8. Park engineering. 
Buffalo, at a cost of $8,000. Appel, who has been assistant 


FOB FACTORY 








in charge 
product development for Willys- 
Overland. 


Hudgins Chartered 
Hudgins Motor Corp., Newport 
News, Va., with maximum capital 
of $125,000, has been formed here 
to do an automobile business. J. C. 
Hudgins of Newport News is pres- 
ident. 


Auto Men at Odds 
On Light Car 


By A. H. Allen 


TWO SOMEWHAT opposing viewpoints on the light- 
weight car came to the surface last week. Walter Appel, 
new chief engineer of Willys-Overland, told the SAE that 
the industry must build lighter, more efficient and more eco- 
nomical cars to provide transportation in which the cost of 


the vehicle, as well as the o 
eration and maintenance, fal 
within the means of millions 
in this country. 

Slightly contrarywise, Jack Davis, 
of Ford, told a Boston audience 
that explorations made by his com- 
pany indicated poeple do not want 
to sacrifice car features they have 
been accustomed to, such as riding 
quality and general comfort, nor do 
they want a car so light that it 
will not have the roadability re- 
quired by the average driver. 

Davis maintains the public is 


new and 
higher standards 
of luxury and 
quality in motor 
cars which it 
wants, and is pre- 
pared to pay for 
them to a certain 


—r economy 
car vital to 
oe prevent loss of 
foreign markets and to “prevent 
the flooding of our own shores 
with economical transportation 
built in foreign countries at low- 
er labor rates.” 

The latter fear, in this observer's 
opinion, is groundless, even if labor 
worked for free abroad. Foreign 
materials and particularly. produc- 
tion equipment are quite a few 
steps behind those in this country, 
which would make comparable 
quality of foreign cars question- 
able, and beyond that the service 
problem alone would be enormous. 

+ + + 
Plating Program 
Reported Off ° 

REPORTS IN trade circles are 
to the effect General Motors has 
cancelled a program of new plating 
equipment for Chevrolet and Pon- 
tiac, involving thousands of dollars 
and large amounts of copper which 
had already been purchased. 

This may be related to the can- 
cellation of the tool and die pro- 
gram for the “A” body in the 1948 
Chevrolet-Olds-Pontiac lines which 
was washed up ‘completely. Over 
2,500 tons of finished dies were sold 
for scrap at $32 a ton, involving a 
loss which must have run into the 
hundreds of thousands. 





tation and checks and balances.” 


a * * 
Just Good Enough 
Held Best 


SPEAKING of specifications and 
designs and the like, a prominent 
metallurgist has said the best de- 
sign is one which is “just good 
enough,” since if it were any better 
the designer would be 
someone’s money, and if it were 


any less he would be out of a job. 
* . - 


Why, for example, should a new 
car buyer have to pay extra for 
such items as a rearview mirror, 
glove box light, rear compartment 
light, visor mirror, foam rubber 
seat cushions, oil bath air cleaners, 
“safety” type steering wheels, li- 
cense plate frames, clocks, two-tone 
paint, etc.? 


You get the best results in our Classified 
Section, tnside back cover. 
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By 4 to 1 The New York Times is 
first choice of New York Automobile Dealers 





Automobile dealers, like local retailers everywhere, 
have their own formula for measuring advertising pro- 
ductivity. Automobile dealers judge from the critical 
point-of-purchase. Their evaluation is based on sales, 


and sales alone. 


What do they think of New York newspapers for new 


car advertising? 


In a recent survey*, 55.8% of New York City automo- 


bile dealers named The New York Times as their first 





choice among all New York newspapers for new car 
advertising. 


Here’s how New York City automobile 


No close-margin selection, The New York Times was a 
a $ E dealers rate New York newspapers as 
decisive favorite. More than four times as many auto- 


mobile dealers preter The Times as preter any other “first choice” in effectiveness for new car 


New York newspaper. advertising. 
In New York’s suburbs, too, the story is similar. Sub- were “om BY 
urban automobile dealers favor The Times over all other 

The New York Times 55.8 
New York newspapers for new car advertising. 

Second Newspaper 13.7 
Interesting to know and important'to remember whe: Fae Mowspoper p94 
mapping New York sales campaigns. Fourth Newspaper 8.8 

Fifth Newspaper 2.0 


The New Pork Times bits i 


“ALL THE NEWS THAT’S FIT TO PRINT” 
Eighth Newspaper 1.0 


Ninth Newspaper 1.0 


%* Independent survey conducted by Recording & Statistica! Corporation 
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Auto Race Purses 
Hit New High 
ing 1946 


CHICAGO. — Seventy-eight auto- 
mobile racing events paid a fotal 
purse of $304,432 to winners during 
the 1946 season, Col. Arthur W. 
Herrington, chairman, told mem- 
bers of the contest board of the 
American Automobile Assn. at their 
fall executive meeting last week. 

-This purse, approximately 50 
percent greater than that paid in 
1941, represents prize money dis- 
tributed at both championship and 

non-championship events under 
AAA sanction. 

Over 3,600 miles were run at 
both dirt track and championship 
events, paying approximately $84.50 
per mile average. The 1941 mile 
average was slightly over $55. 

“This increase over the last pre- 
war year of racing is due largely 
to the trend towards paying purses 
on the basis of percentage of the 
gate, prevalent in the automobile 
racing field today,” Col. Herring- 
ton pointed out. “National cham- 
pionship races on the one-mile dirt 
tracks were, for the first time, 
sanctioned on the basis of a guar- 


anteed purse against a percentage 
of the gate. As a —s of this, 
the prize money has just about 


ment. 
Races of this class—together with 
the Indianapolis “500”—paid ap- 


for the season. 


Neb. Farmers to Fight 


Scott’s Appointment 

LINCOLN, Neb.—Angry farmers, 
protesting against the reappoint- 
ment of Wardner G. Scott as state 
engineer and head of the highway 
department, will make an effort 
to defeat Scott for confirmation by 
the unicameral legislature. Gover- 
nor-elect Val Peterson renamed 
Scott, the critics declare, after 
promising that, if elected, he would 
“bring in an outstanding engineer” 
for the ‘job. 3 

Scott was: first appointed in 1941 
by Gov. Dwight Griswold. An ef- 
fort by Senator Harry Gantz to 
“investigate” Scott was headed off 
in the 1943 unicameral. 








‘‘We want you to know that Automotive 
News is the most read and quoted paper 
in our establishment.'’—George Soule, But- 


doubled what it would have been | > 
under the minimum purse arrange- | © 


proximately $177,000 of the total | ; 








Tysinger Forms Firm 
Tysinger Motor Co., Inc., Hamp- 
, with maximum capital 
of $100,000, has been formed to 
conduct an automobile business. J. 








ler Nash Co., Butler, Pa. 





L. Tysinger is president. 





Scooters Here to Stay 


Makers Form Association, Study Problems 
Facing Industry 


DETROIT.—That vehicle, which 
is smaller than a motorcycle but 
larger than a bicycle, is no longer 
a curiosity on the streets. 

In fact, according to Karl Treen, 
executive secretary of the Inter- 
national Powercycle Assn., Inc., of 
Harvey, Ill, there are now about 
500,000 powercycles or ‘‘motor 
scooters” in use in cities through- 
out the nation. 

Further, Treen says, there are 
at least 25 factories in the U. S. 
which will produce approximately 
one million motor scooters this 
year while foreign makers will 


.|likely import another 200,000. 


“Soon,” says Treen, “they will 
be on the streets like ants.” 

And, he adds, “They aren’t going 
to be banished from the streets by 
saying they are in the way. The 
motor scooter has the same right 
on the streets and highways as a 
ten-ton truck does. 

“They are here to stay and will 
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increase in number as they have 
in Europe.” 

Treen describes the motor scoot- 
er (or powercycle) as a good means 
of personal transportation. They 
are healthful, convenient, econom- 
ical and dependable, he says, when 
they are equipped with proper 
brakes, good lights and other safe- 

devices. 


some manufacturers are exploit- 
ing the motor scooter industry 


That is why the International 
Powercycle Assn., Chicago, was 
formed. A manufacturer fs not eli- 
gible for membership in the asso- 
ciation unless his motor scooter 
is a completely factory assembled 
unit which conforms with the fol- 
lowing association regulations: 

1. The motor scooter must not 
exceed 175 pounds in weight. 

2. Have a maximum speed of 
not more than 35 mph. 

3. Have internal expanding type 
brakes of at least four inches in 
diameter. 

4. Headlights and rearlights must 
not be dependent on a battery not 
powered by a generator. 

The associatio: 


With its goal ‘to protect the pub- 
lic and the motor scooter industry, 
the association hopes to convince 
state motor vehicle departments 
that the motor scooter should be 
restricted and that none should be 
licensed unless the manufacturer 
has complied with the principal 
safety requirements. 

At present, most states apply the 
same regulations to motor scooters 
that are in effect on motorcycles. 
The association is asking states 
to reclassify the motor scooter and 
also collect records on accidents 
in which it is involved. 


tion. 

He points out that the utility of 
the motor scooter can be of espe- 
cial value to a garage or service 
department of an automobile deal- 
ership. 

“When there is the need to call 
for a car which is in running or- 
der,” he explains, “an employe can 
be sent out on the motor scooter. 
All he need do is hitch the scooter 
to the rear bumper of the car by 
means of a hitch, and then tow 
the scooter back.” 

—Bernix THOMAS 





Tool Engineers 
Pick Houston for 


Annual Meeting 


DETROIT.— The American So- 
ciety of Tool Engineers has an- 
nounced that its 1947 annual con- 
vention will be held March 19-22 
at Houston, Tex. Convention head- 
quarters will be the Rice hotel. 

Harry E. Conrad, executive sec- 
retary of the engineering group, ex- 
pects a record attendance of some 
2,500 tool engineers from every in- 
dustrial area in the United States. 

“The fact that our semi-annual 
convention scheduled for Pitts- 
burgh last October was cancelled 
on account of strikes and other 
domestic disturbances in the Pitts- 
burgh area, will boost our attend- 
ance at Houston,” Conrad said. 

Conrad disclosed that a special 
train might be chartered to take 
ASTE members from the Middle 
West and other industrial areas to 
Houston. It is almost a certainty 
that one or miore large transport 
airplanes will be utilized on a char- 
ter basis to carry tool engineers 
to the Texas meeting, current plans 
reveal. 





‘“‘Dealers Tell Me,’’ by John O. Munn, 
is an open forum for the expression of 
dealers’ opinions. 
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Reading time: 
1 minute, 57 secands 


I a ee 


Diphtheria hit me when I was seven years old 
and for the next three years I could hardly see a thing. 
When my eyes cleared, thanks to Aunt Margaret and the 
doctors, I made the most of their recovery. That failure 
of my eyes made me keen to make up for the lost time. 


Another kind of failure came in college. 
I flunked almost everything my first year, was practically 
ousted from school, disgraced with my family. Well, you 
can bet it never happened again. That experience made 
me start over, and make good—even made me go after a 
master’s degree in ~ ; 
accounting and man- 1? at PONS 
agement. a 
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. 
After five years of good N 
progress, we thought we were : 
ripe for the big leagues. We went 
to Dodge for a dealership. 


W hen the Dodge folks looked over our man- 
agement and earnings they seemed surprised at our 
success, — congratulated us. After several months of 
anxious waiting we received and celebrated our Dodge 
dealer appointment. It was a red-letter day. I became a 
partner in the new firm. In six years I was able to buy a 
major interest when the boss and senior partner retired. 


DODGE PLYMoury pe 
7 COLLSHUN WORK omy PuiNTina 
TTS 


en on my fate took a hand, as it 
usually does. I’m in the automobile business today because 
I always liked it and because the city of my youth and 
schooling was a great automobile center. I worked in the 
factories while going to school. When I graduated I 
found a job on the outskirts of town, with a new garage 
and dealership, just starting in business. The Boss said, 
‘Jim, you supply the book learning, I'll donate the 
experience. Let’s go!’ 


Onur first capital was so small we couldn’t even 
afford a heating plant. The first 
winter I kept the books with 
my overcoat and galoshes on. 


4 Now (twelve years later) the account books 
show the business to be worth almost half-a-million 
dollars. It covers half a suburban block. I have two 
financial partners. As I review all this I’m not cocky. I feel 
I know a few things for sure,—failure can be a great 
tonic; Dodge is a very great car; the sense of unshackled 
Freedom to succeed should always remain the Great Amer- 
ican heritage. Yes, I know these things by experience.” 
Another true story of individual 
initiative and enterprise from the 


records of Dodge Division, Chrysler 
Corporation. 


——Tt 
nes 
dette 3 





“PLYMOUTH * DODGE * DESOTO 
CHRYSLER * DODGE “Job-Rated” TRUCKS 
Products of Chrysler Corporation 





ao 


18 


AUTOMOTIVE NEWS, JANUARY 13, 1947 











AUTOMOTIVE WASHINGTON 








New Congress Pushes 


Labor Law Revisions 





By William Ullman 
Washington Correspondent 
THE NEW CONGRESS has the task of giving legislative 
expression to the change in popular sentiment registered in 
the turnover in the November elections. That reversal at the 
polls has been interpreted widely as, in part, a public reac- 
tion against production-destroying strikes and against gov- 


ernment control of the econ- 
omy. 

Since the November elec- 
tions, the Administration has has- 
tened the end of war-imposed con- 
trols and the swing toward free- 
dom for enterprise. How much fas- 
ter, and farther, the new Congress 
will go on this road remains to be 
seen. Indications are that Congress 
will recognize the majority wish to 
settle down to uninterrupted work 
and for an environment favorable 
to competitive enterprise. 

The increasing flow of supplies 








since the ending 
of OPA controls 
and industry-crip- 
pling strikes is 
moving to restore 
better balance 
with extraordi- 
nary demand and 
to cause a level- 
ling off in the ris- 
ing price trend. 
This points the 
we wi way to the most 

effective cure for 
the nation’s economic ills and the 








hangover of shortages following 
wartime distortions of supply and 
demand. 


In the heavy calendar of work 


a statistical standpoint, the 
publicans 


45. In the last the party 
lineup in the Senate was 39 Re- 
publicans and 56 Democrats. 


The House will have 245 Repub- 
licans and 187 Democrats. In the 
last House, there were 192 Repub- 
licans and 239 Democrats. 

Under the Legislative Reorgani- 
zation act, Senate committees have 
been reduced from 33 to 15 and 
House committees have been tele- 
scoped from 48 to 19. 

The act also provides that the 
appropriating and taxing commit- 
tees of the Senate and House must 
make a report by Feb. 15, setting 
a ceiling on appropriatiens and 
recommending how much revenue 
should be raised. The same act 
sets an automatic adjournment 
date of not later than July 31 for 
each session of Congress. But 





there is a proviso that the date 
may be postponed by affirmative 
action of Congress itself. 

* + + 
Committees Expected 
To Favor New Laws 

ALL INDICATIONS point to cor- 
rective labor legislation of some 
description. But few there are bold 
enough to predict the exact type of 
bill that will find favor in Con- 
gress. 

Basic to a consideration of labor 
legislation is the lineup of commit- 
tees. It appears that there no long- 
er will exist the bottlenecks in the 
Senate and House labor commit- 
tees that formerly existed. In view 
of the mandate the Republicans re- 
ceived on Nov. 5, new committee- 
men will be those who will be 
amenable to corrective legislatian. 

It can be that Congress 
will give serious consideration to 
amendments to the Wagner act 
which would (1) give an employer 
the right to petition for a collec- 
tive bargaining election, the same 
as employes; (2) require employes 
and their representatives to bar- 
gain collectively with the employer; 
(3) declare physical force, threats, 
coercive language, mass picketing 
and sitdown and slow-down strikes 





TYPICAL EXAMPLE: THE B. 





F. GOODRICH 


TIRE THAT OUTWEARS PREWAR TIRES 


SS ge J. MORISSETTE of Ogdens- 
burg, New York (at left in the 
upper picture), points to one of his 
B. F. Goodrich tires that-still isn’t worn 
out after 38,377 miles. Mr. Morissette 


writes: 


“I have received 38,377 miles from 
these tires in very difficult service on all 
types of roads. Many long trips were 
made at consistent high speeds. Also 
the car was used in my plumbing busi- 
ness, carrying heavy loads thousands 
of miles at a time, over country and 


unpaved roads. 


“This mileage is far in excess of pre- 


war tires used. While former tires broke 


down in service, these tires were never 
removed except to repair a puncture. I 
can truly say that your new tires most 
certainly can and do outwear prewar 
tires as stated in your advertising, since 
I have proof of this.” 

When the pictures were taken, Mr. 
Morissette’s speedometer read 72,018 
miles. When the tires were put on, the 
mileage was 33,641. 


B.F.Goodrich 


Supplies of tires are still limited, of 
course. Even today’s increased produc- 
tion cannot keep up with the demand. 
This is particularly true of the B. F. 
Goodrich tire that outwears prewar 
tires. It’s best to check your needs with 
your B. F. Goodrich dealer well in 
advance. He'll do his best to keep you 
rolling until he can get new tires for you. 


The B. F. Goodrich Company, Akron, Obio. 





FIRST IN BUBSER 





to be an unfair labor practice; (4) 
remove the provision which permits 
supervisory employes (foremen) to 
organize for collective bargaining 
with their employer. 


Republicans propose to 

utlaw the closed shop, but the 

manner in which this would be 
done has not been agreed upon. 

Many members of Congress, re- 
gardiess of party affiliation, are 
swinging around to the belief that 
compulsory arbitration — perhaps 
through a labor court or tripartite 
public body—must be resorted to in 
strikes affecting the public inter- 
est, health and safety. The recent 
experience in the coal strike has 
added fuel to these fires. 

Labor has long been opposed to 
any form of compulsory arbitration 
and business, too, has expressed 
opposition to the forms of compul- 
sory arbitration that have been 
advanced. That is not to say that 
Congress would not enact some 
such form of settlement for “public 
interest” cases. 

It is to be assumed that the na- 
tional reaction to labor’s excesses 
which was manifest on Nov. 5 will 
continue. It must be remembered 
that the electorate not only voted 
for a Republican Congress but in 
four states the voters imposed new 
restrictions on labor and in three 
states they outlawed the closed 
shop. 

* * 


Early Legislation Seen 


In Portal Pay Drive 


THE COUNTRYWIDE conster- 
nation generated by the portalto- 
portal pay suits has focused na- 
tional attention on possible legisla- 
tive remedies in the 80th Congress. 

Legislation designed to alleviate 
portal-to-portal burdens no doubt 
will receive early consideration. 
The principal problem is that of 
the retroactive effect of the Su- 
preme court’s decision in the Mt. 
Clemens case. The court, by that 
decision, in effect reopened and 
abrogated all employment contracts 
since the enactment of the Fair 
Labor Standards act in 1938. 

is disagreement as 
to what, if anything, Congress 
can do to mitigate the stagger- 
ing liabilities currently facing all 
industry, the conviction is gain- 
ing that Congress can 
provide relief in spite of the ar- 
gument that the right of action 
given employes under the Wage 
and Hour law is a property right 
and as such cannot now be taken 
away or restricted. 

Among the remedies being con- 
sidered—-and believed to be within 
the power of Congress—are: With- 
drawal of Federal court jurisdic- 
tion to pass upon such causes of 
action now pending or filed in the 
future; granting immunity from 
liability for actions of employers 
where done in good faith reliance 
upon administrative rules and reg- 
ulations or enforcement practices; 
regulation of the penalties or liabil- 
ities which federal or state courts 
could impose in either pending or 
new suits filed, and making spe- 
cific provision that in suits of the 
character here in question the 
court’s rulings should have pros- 
pective effect only, and not retro- 
active, as against employment con- 
tracts already completed. 

” = & 


What Theyre Saying 
Along the Potomac: 

While the President’s address 
last Monday—mostly generalized— 
covered the whole range of foreign 
and domestic affairs, Congress lis- 
tened most intently to the 2,000 
words he devoted to his No. 1 
point: Greater harmony between 
labor and management. 

As one reportial observer saw 
it, a foreigner, looking down on 
the House chamber, woukd have 
had difficulty telling which was 
the Republican and which the 
Democratic side. Both were friend- 
ly where President Truman was 
concerned. From both sides came 
applause and laughter, and pretty 
much in equal measure. 


Dan’s Motor Sales 
A certificate of partnership has 
been filed for Dan’s Motor Sales, 
1455 Niagara St., Buffalo. Partners 
are Dan Klukach and Edward Hex- 
imer. 
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British Auto News 


Car Output Nears 1935 Level; 
Exports on Increase 


By David Wood 
Staff Correspondent 

LONDON. — British car produc- 
tion has nearly reached the month- 
ly average for 1935. During Oc- 
tober, a total of 27,767 autos was 
turned out, compared with the 
monthly average of 29,110 in 1935. 
Exports reached 11,747, which in- 
cluded 3,803 under 8 hp and 6,047 
between 8-12 hp. Overseas buyers 
wanted only 127 models of more 
than 20 hp. 

The increasing tempo of British 
exports is shown in the monthly 
figures for 1946: January, 2,514 
(6,319 produced); February, 5,438 
(10,701); March, 6,388 (12,419); 
April, 7,357 (15,348); May, 8,341 
(18,113); June, 9,637 (20,365); July, 
7,218 (16,269); August, 9,077 (20,076) ; 
September, 8,504 (20,612). 

The following were the chief 
markets for British cars during 
October: South a 704; India, 
708; New Zealand, 638; Denmark, 
609; Portugal, 483; Holland, a 
Switzerland, 877; Argentina, 266. 
Value of car exports for the 
month exceeded $8,500,000. 

Biggest buyer of commercial 
chassis was Australia with 457 
units. 


* + * 


Concessions Won 


From Government 

The export cry has brought two 
concessions from the government. 
Although Supply Minister John 
Wilmot figures that Britain’s steel 
shortage next year will come to 
500,000 tons, he has gone into re- 
verse on the steel cut announced 
for automotive manufacturers. His 
new allocation means that British 
factories will be able to fulfill their 
schedule, and all talk of reducing 
personnel has ended. 

The method of car taxation is 


The Royal Automobile 
Club’s horsepower formula is to 
go and the new tax will be based 
on the cubic capacity of cylinders. 

The backroom boys are already 
busy at their boards designing big- 
ger, more efficient, and more en- 
during engines. 

Having coaxed the government 
to go so far, the makers are still 
asking for the whole loaf. ‘They 


- want every form of engine tax 


dropped in favor of a gas tax. It is 
argued that a few cents paid at 
the pumps on each gallon would 
produce the same total tax and 
would be a logical penalty on men 
who use their cars a lot. 

> . . 


Three Firms Plan 
New Models 


Although manufacturers and dis- 
tributors now have orders on their 
books for an equivalent of a three- 


Vt. Road Board 
Demands Raise 
In Fund Grant 


MONTPELIER, Vt.— Vermont’s 
public highways came through the 
war in fairly good condition but 
increased state appropriations must 
be provided now if vital improve- 
ments and deferred maintenance 
are to be financed, according to 
the thirteenth biennial report of 
the State Highway board sent to 
members-elect of the 1947 legisla- 
ture. 

This report, covering the two- 
year period from July 1, 1944, to 
June 30, 1946, surveys the results 
of four years of war restrictions 
and presents a detailed statement 
of actual highway needs and esti- 
mated costs for the state, state 
aid and town systems in Vermont 
based on constantly increasing de- 
mands and costs of highway work. 

The highway board recommends 
that study be given to increasing 
motor vehicle registration fees, 
particularly for the heavier trucks 
in order to secure additional high- 
way revenue. 

The board also recommends that 
the construction of certain dan- 
gerously inadequate bridges on the 
state highway system be financed 
by bonding. 





year supply of new cars, Bentley, 
Jowett and Lagonda have an- 
nounced that they are introducing 
something soon. 
Gresham Cooke, director of the 
Society of Motor Mfrs. and Traders, 
has worked it out that Britain will 
produce 162,000 cars next year. In 
1937, the home market alone took 
311,000. 
> * 7 

Enviously the British motorist 
hears that the German Volks- 
wagen, which the manufacturers 
disdain to produce, is being sold 
by Military Government to Ger- 
man civilians at $500. The cheap- 
est car in Britain is the Ford 
Anglia, an 8 hp job, naga $896 
plus $256 purchase tax. . 


Neither British manufacturers 








nor motorists were impressed by 
synthetic rubber tires and no time 
has been lost in getting back to 
100 percent natural. But the Min- 
istry of Fuel and Power is now 


can be burned instead of coal 





considering another idea. It has {of rubber ‘produces 5,000 cubic feet 
been -found that scrap synthetic | of gas, 90 galions of furnace oil, and 
6% ewt. of carbon residue for slow 
(which is in short supply). One ton | combustion stoves. 


True Family 
Fruehauf Foreman Gets 
Magazine Honor 


FARGO, N. D.—P. W. Metz, serv- 
ice foreman of the Fruehauf Trail- 











and story in the homemaker sec- 
tion of the January, 1947 issue. 

Various cities of the United 
States have had their featured 
families but the Metz family is 
the first North Dakota represen- 
tation. 


Michael Elected Head 
Of Springfield Dealers 





ed president of "the Springfield 
Auto Dealers Assn. 

Other officers include Jack Ever- 
sole,’ vice-president; 
William Kessling and Sherman 


Boyle, directors, and W. F. Dagon, 
secretary-treasurer. 








ta Want Ad Dept., inside back cover. 








Temperature and oil dial 


On 15 different makes of new cars 
there are 58 separate parts made of 
Du Pont “‘Lucite’’ 

The parts shown here are on one of these new 
cars. Here is a practical kind of beauty— 
practical because the optical properties of 
‘*Lucite” and its ability to edge-light help 
provide the driver with instant answers to 
urgent questions concerning speed, fuel sup- 


Speedometer dial 


Parts shown above molded by: Hoosier Cardinal 
Industries 





(born button); by General 


and ammeter and speedometer dials) ; Erie Resistor Corp., Erie. ., Gndicator dials). 


Gasoline and ammeter dial 





Beauty 47 WORK ... on another new car 
with Du Pont ‘“LUCITE“’ 


ply, temperature and other driving essentials. 

And in addition, ‘‘Lucite” acrylic resin 
retains its beauty and its clarity for years. 
For “‘Lucite” resists moisture, sunlight, and 
weathering. It has high tensile and flexural 
strength. 

Du Pont ‘‘Lucite”’ is available in your 
choice of colors or in colorless transparency . 
Write for booklet, ‘‘Heat-Resistant‘Lucite,’” 
E. I. du Pont de Nemours & Co. (Inc.), 
Plastics Dept., Room 211, Arlington, N. J. 


) “Hydra-matic’ Indicator dial 


Corporation, Evansville, Ind., 
Co., Elyria, Ohio, Ma ag Aa eo gasoline 





Horn button 


Plastics 
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Is something wrong with ad- 
? 


vertising 
J. R. Davis, vice-president in 
of Ford sales, says it 


— Auto Advertising - 


Today’s Advertising 
Called Stodgy 
By Bob Finlay 


“There is need for more of the 
unusual—even 


—for greater 

He said that advertising 
often found in 
upholstered ruts 


for the spectacular 


is too 
comfortable, well- 


has be- 


: 











spirit of youth and optimism, 
which is the America of today. 
“I think, too, there is a great 


has/| waste in advertising and as part 


of the overall need for more ef- 
fective distribution to these great 
new postwar markets, we will also 
need greater efficiency in our ad- 
vertising. 3 

“We will need this greater effi- 
ciency not only to help bring our 
distribution cost down, but also 
because we are confronted today 
with a more difficult problem in 
spreading our advertising dollar 
than ever before.” 

Davis revealed that Ford has just 
completed what it believes is most 
comprehensive advertising media 
survey in the automotive business. 

“We thought,” he said, “it was 
good business to spend as much as 





$50,000 to determine how best to 
spend $10,000,000.” 


WIR Switch 


G. A. Richards, president and 
principal owner of WJR, Detroit, 
WGAR, Cleveland, and KMPC, Los 
Angeles, has revealed the change 
of advertising agencies handling 
WJR campaigns from Campbell- 
Ewald Co. to the Stanley Boynton 
Advertising Agency of Detroit. 


BBD&O Picked 

Batton, Barton, Durstine & Os- 
born, Inc., has been engaged by 
Standard Oil Co. (Indiana) to de- 
velop and conduct a program of 
institutional advertising. The com- 
pany’s product advertising will 
continue to be handled by McCann- 
Erickson, Inc. 


Irony 
Ironically, probably more man- 
t men have seen UE-CIO 
pro da film than union men 
—at least in the automotive capi- 
tal. 
Auto companies have been show- 
ing it to their public relations men 
and others to offer a study in CIO 














had only one Detroit labor show- 
ing because the right wingers 
see the Communist line running 
through like the Red river. 
There are pleas to get the Yanks 
out of China, attacks on Churchill 
for pulling troops out of Italy to 
fight in Greece, and on “alleged 
U. 8S. imperialism,” as well as 








Put Yourself 





.-- You'll need and want these 
protective services! 


They make for greater peace of mind while motoring . . . they 


safe-guard in emergencies. 


With this Plan, you enable a customer to buy, finance and 
insure a car right beside your desk— in one simple transaction— 
while you control the sale all the way. By making it |possible for 
you to offer extra value to your customers, not available through 
banks or local financing institutions, the “Helpful Hand” of 
Universal C.1.T. helps you to maintain a continuing customer 


relationship. 


*s, 









Customer Group Life Insurance 





moaning for the lost OPA—all 
right down the Red alley. 

As far as propaganda techniques 
go, the union pulled out all the 
stops—Bill’s take-home has been 
cut, baby needs a new pair of 


shoes, the voice of Roosevelt as 
the camera focuses on his tomb- 
stone, that of Lincoln with the 
camera on the Lincoln Memorial. 

It’s keyed to the simple mind— 
strictly bad propaganda well done. 


Popular 


Nash dealers are increasing their 
demand for newspaper ads offered 
in a mat service program, accord- 
ing to N. F. Lawler, Nash adver- 
tising director. 

To date, 408 dealers have ordered 
7,514 mats for use in local news- 
papers. Nash is currently offering 
21 eye-catching advertisements in 
a long term business developing 
campaign, Lawler said. The mats 
are available to dealers at no cost 
through the advertising department 
at Detroit. * 


Making Tires 


The story of rubber tire making 
—from raw material to finished 
product—is presented in a new 
Walt Disney technicolor film, “The 
Building of a Tire,” which has just 
been released by Firestone Tire & 
Rubber Co. 

Copies of the film may be oeb- 
tained from Association Films (for- 
merly YMCA Motion Picture Bu- 
reau? offices in Dallas, New York, 
Chicago, and San Francisco. Re- 
quiring 28 minutes running time, 
the film is available only in 16 mm. 


Reinstates 

Hastings Mfg. Co. has reinstated 
its 52-week contract with the 
American Broadcasting Co. cover- 
ing sponsorship of “I Deal in 
Crime,” through Keeling & Co. of 
Indianapolis as the agency. 


Names 

Appointment of Donn Sutton, for- 
mer newspaper syndicate editor 
and war correspondent, as public 
relations counselor for the Borg- 
Warner Corp., is announced by C. 
S. Davis, president. Sutton was 
editor-in-chief of NEA Service. He 
has established and will direct a 
news bureau for Borg-Warner in 
the corporation’s executive offices 
at 310 S. Michigan Ave., Chicago. 


Grit Publishing Co., Williams- 
port, Pa., has appointed the Chi- 
cago office of Osborn, Soolare, 
Meeker & Co. as its national ad- 
vertising representative. The New 
York, Detroit and Philadelphia of- 
fices of Osborn, Soolare, Meeker 
& Co. have represented Grit for 
a number of years. 





Eye to the Future 
Dealer Uses Mails to Tell 
Of Policy, Delays 
AKRON.—As part of a program 
of public relations, the Ferguson & 
Wells Co., Hudson distributor at 
Akron, O., is sending out letters 
designed to maintain traditional 
courtesy relationships with the 
automobile buying public, accord- 
ing to 8S. B. McDermott, general 

manager of the firm. 

“The purpose of these letters, 
which are mailed to all customers 
having unfilled orders on file, is 
to assure the that we are 
playing the game fairly,” said Mc- 
Dermott. 
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every day to a buyer’s market and 
when it does strike it will strike 
fast and those dealers who are 
operating their businesses on a 
sound, flexible system of control 
will be the ones that will detect this 
change in markets quicker than 
those who figure these full profits 
used cars will last 


Up 54% Over °45 

EFORE the war and in normal 

times in our business, the slo- 
gan was “Base your future on the 
experiences of your past.” Well, 
that would be nice going for auto- 
mobile dealers if they could base 
their future car profits on the ex- 
perience of the past year, but you 
know as well as I that these large 
car profits cannot continue when 
we get back in a buyer’s market. 

However, I would recommend 


ments that I have received for 
analytical purposes show an in- 
crease in customer labor sales 
in 1946 over 1945, and this in- 
crease is still holding good in 
the latter months of 1946 as 
compared with the monthly aver- 
age sales for the first 10 months 
of 1946. The average increase in 
customer labor sales for the 10 
months of 1946 over the same 
period in 1945 was 54 percent, 
while the month of October, 
1946, showed an increase of 15 
percent over the average month 
for the first 10 months of 1946. 
Where your increase in customer 
labor sales performance is less 
than these average increases, I 
would suggest you take immediate 
steps to bring your customer fol- 
lowup record up to date and to 
make a study of customer repair 
orders with a view to determining 
which customers have discontinued 
coming in for work in both the 10 
months of 1946 and as compared 
with the same period in 1945 and 
for the month of October, 1946, and 
as compared with the first part 
of 1946. i 
No Great Variation 
In Parts Prices 


WHEN you have completed this 

study I would suggest a letter 
of thanks for their past patronage 
be written to each customer and 
a special invitation be extended 
them to come back to your service 
station. Also it might be well to 
ask them in this letter if they were 
entirely satisfied with the work 





Dealer Business Counsel 


Customer Labor Sales Up 54% in 1946, 
15% in Month of October 


you performed on their car the 
last time they were in your shop 


Remember, many of these custom- 
ers probably havbe a super service 
station right in their neighborhood 


ay od it is possible they have 
a small independent shop handy 
where they get some extra special 
attention. 

From now on the average deal- 
er’s time, attention and money 
will be more or less taken up 
with new and used car sales, and 





cost prices are not subject to great 
variations as they are in the new 
and used car business. Every ef- 
fort should be made by all dealers 
to at least show some increase in 
service and parts business in 1947 
over 1946. 





Partnership Formed 


A certificate of partnership has 
been filed for B & H Motors, Buf- 
falo. Partners are Carl Heller and 
Philip Bookbinder. 











MMD 
A Motor-Minded Doctor 


Prescribes Sure Cure 

NEWBERRY, 8. C. — Nelson- 
Burdette Motor Co., Nash dealer at 
Anderson, 8S. C., received the fol- 
lowing letter from Sid Denton, rep- 
resentative here for the First Texas 
Chemical Mfg. Co. 

“The enclosed prescription was 
given to me by the doctor and he 
says the sooner I get it filled the 
better my health will be. He advises 
having it filled at your place as he 





knows he always gets the real _ 
‘stuff’ ” 


The prescription, from Dr. R. E. 
Livingston, of Newberry, reads: 
“Nash Ambassador Six—sedan or 
coupe. One only. Use 12 months 
and repeat as directed.” 
P. 8.—He got the car. 


Ellis Returns 
Jack F. Ellis has returned to the 





head of the service department, a 
position he held from 1935-1942. He 
left the firm to be service engineer 
for the Marmon-Herrington Co. 





IN WIND, RAIN, 


Facts Favor Your 


SNOW OR HAIL ° 


YOUR FREIGHT GETS THERE BY 


in the 
“Union Pacific West’. 


Of special interest to the 
Automotive Industry 


Fact. 1. Since V-J day, hundreds of in- 
dustrial and commercial concerns have 
located factories, warehouses and dis- 
tribution facilities on the Union Pacific 
right-of-way in the western states served 
by the railroad. 







prares H 
Monn 4 
fi, 





=, 





Fact 2. This vast territory is rich in 
raw materials, natural resources, skilled 
and unskilled workers . . . with ideal liv- 
ing conditions, good schools, and plenty 
of space for future expansion. 


UNION 
PACIFIC 





Se 


RAIL! 


Future 





Fact 3. Travel surveys show vacation- 
ists favor the western area by a wide 
margin. Result—greater interest in the 
West leading to permanent residence... 
growing markets, more manpower for 


industry. 


San 


Fact 4. Over its Strategic Middle 
Route, uniting the East with the West 


Coast, Union Pacific provides unex- 
celled rail transportation. 


be Specific - 


say Union Pacific’ 





Union Pacific will gladly furnish confidential in- 
available 


industrial sites hav- 
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In the Hopper 








Dealers in Manchester, N. H., 


Face 2 New City Taxes 

Automobile dealers in Manches- 
ter, N. H., are interested in two 

ble municipal taxes which 

ve been mentioned by Mayor 

Josaphat T. Benoit in a move to 

tap additional sources for new city 
revenue. 

One possibility is a sales tax and 
the other an occupancy tax. Un- 
der the latter pian, annual licenses, 
costing perhaps $100, would be is- 
sued for Manchester’s 1,600 busi- 
ness establishments. 

* * * 


Diversion Supporters Ask 


$10 Vehicle Tax in Minn. 


Imposition of special state taxes 
on trucks and automobiles as an 
emergency revenue raising meas- 
ure has been suggested to Gov. 
Luther W. Youngdahl of Minne- 
sota. Proponents of such a tax 
pointed out that at $10 for each 
.ear and truck, the state could ob- 
tain an extra $8,000,000 a year. 

Despite a state constitutional 


provision alloting license fees to 
the highway department, some leg- 
islators expressed belief a way 
could be found by which the pro- 
posed extra assessments could be 
diverted to general purposes. 
* * 


Gas Tax Hike Urged 
In Maine Legislature 


Enactment of an increase of 2 
cents per gallon in Maine’s gaso- 
line tax rate has been recommend- 
ed to the 1947 Maine Legislature 
by the State Legislative Research 
committee, which estimated that 
an adequate highway program will 
require new revenue of $2,600,000 
a year. 

Predicting revenue deficiencies of 
$24,800,000 for the 1948-49 biennium 
for which the new legislature must 
make appropriations, the commit- 
tee suggested a sales tax or in- 
come tax, or combination of both. 
It was estimated a 2 percent retail 
sales tax would yield at least $6,- 
000,000 per year, while various in- 
come tax schedules were suggested 
with yearly revenues from $3,000,- 


000 to $9,000,000 a year, depending 
on rates and euemptions. 


Tenn. Governor Proposes 


Two Percent Sales Tax 

Gov. James N. McCord of Ten- 
nessee has indicated he will recom- 
mend a 2 percent sales tax to the 
75th Tennessee General Assembly 
when it convenes here. The chief 
executive was quoted as saying 
such a levy would yield about $20,- 
000,000 annually. 

. + * 


* 
Propose Coast Highways 
In Wash. Legislature 
Two four-lane highways, one 
shortening the distance from Se- 
attle to Portland by 19% miles 
and the second connecting Puget 
Sound cities with Ellensburg east 
of the Cascades, were included in 
proposed 12-year highway develop- 
ment program, to be recommended 
to the Washington state legisla- 
ture by Clarence E. Shain, state 
director of highways. 
* + * 


New Retail Tax Urged 


By Tennessee Governor 


Gov. McCord of Tennessee has 
recommended enactment of a 2 











percent retail sales tax to raise an 


F 





A PLAQUE IS PRESENTED to F. Wells Shearer, right, of Shearer Chevrolet Co., 
St. Louis, in recognition of the dealership’s contribution to the Community Fund. H. W. 
employes commi presentation. 


Howe, of General Motors, chairman of the 


ittee, made the 





estimated $20,000,000 annually for 
increased aid to education, munici- 
palities, social welfare and other 
purposes. 

If approved by the 1947 Tennes- 
see Legislature, the new levy will 
go into effect July 1, to start the 
new fiscal year. 

* o * 


N. H. Governor Says ‘Borrow’ 


To Finance Highway Cost 
Borrowing rather than higher 
taxes to finance highway construc- 
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tion was advocated by Gov. Charles 
M. Dale in his inaugural message 
to the New Hampshire Legislature. 

“Highways are essential to all 
phases of economic life in New 
Hampshire,” he declared. “The 
winter program alone _ requires 
more than $1,000,000 a year. I do 
not approve higher tax charges. 
The only alternative is borrowing. 
The legislature should consider 
this problem carefully.” 

* + * 


Mass. Governor Sees 
Need for Sales Tax 


Massachusetts will have to levy 
new taxes to meet mounting defi- 
cits and conditions that have cre- 
ated “the most challenging period 
in our history,” Gov. Robert F. 
Bradford declared in his inaugural 
address, 

He told a press conference later 
that a 2 or 3 percent sales tax 
might be “a possibility” toward 
meeting a potential $75,000,000 defi- 
cit confronting the state and its 
municipalities. 

* 


Central Licensing Bureau 
Proposed for Oregon 

Among the bills to come up at 
the Oregon legislature is a meas- 
ure to provide a central state li- 
censing agency, primarily for the 
licensing of autos, trucks and 
other vehicles. 

Licensing is now vested with 
Robert S. Farrel, secretary of 
state, while licenses for trucks 
and buses are issued by public 
utilities commissioner. It is under- 
stood that Farrel will oppose this 
proposal. 

s- = 
Increased Gas Tax Seen 
Unlikely in Illinois 


Although money problems are 
expected to dominate the 65th gen- 
eral sessions of the Illinois state 
legislature, opinion is general that 
the legislators will levy no new 
taxes, 

One proposal, which would raise 
tax on gasoline from 3 to 4 cents 
per gallon in order to improve 
farm-to-market roads, appears to 
have only the slightest chance of 
passage, it is reported. 

- 


Wis. Legislators Weigh 
End of Segregation 

New tax measures and repeal 
of the state’s 1945 highway fund 
segregation law are expected to 
be proposed during the 1947 ses- 
sion of the Wisconsin legislature. 
Several legislators have announced 
they were considering introducing 
bills to amend the segregation law 
so that the highway fund could 
be tapped for some money for 
other state purposes. Enacted in 
1945 over Gov. Goodland’s veto, the 
law places all highway revenues, 
such as the gasoline tax, motor ve- 
hicle licenses and ton-mile tax into 
a special fund dedicated to high- 
way construction and maintenance. 


Police Test Facts 
In Booklet Form 


CHICAGO.—A 32-page booklet 
covering the results of the Inter- 
national Assn. of Chiefs of Police 
Traffic Safety Check program is 
now being produced. A quantity 
will be available for distribution 
and the IACP are anxious to learn 
in advance the number that will 
be needed by various branches of 
the industry. 

There is no charge, as funds for 
its production and _ distribution 
have been provided by Firestone 
Tire & Rubber. Advise IACP, 1704 
Judson Ave., Evanston, Ill, the 
number of copies needed. 





—e~ 








Seamer ASS 


ae OB OS ae Oe IF.s 


me Oh 


‘te @ihRaAn 


SBreermrer Mo 


See 


mu 8 @ © 


' oe he 


e tt wie Pens een ee 


le et ed ode ee ee eee ee 


Se el 


AUTOMOTIVE NEWS, JANUARY 13, 1947 ‘ 








‘ canal — a tourist mecca visited by 750,000 
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He Knows Albany from A to Y—and 7 


 actang you have said, offhand, that Albany is one of the 
most strategically located markets in the United States? 
That this inland “empire” has direct water connection with 
every port in the world? That it’s a point of convergence for 
six major rail lines — a terminus for a busy 525-mile barge 


people every year? 


Actually, Albany is the focal point for a vast 
world of trade and travel. East, the current 
flows to Boston — North, to the Adirondack 
resorts and Montreal — West, to Buffalo 
and the Great Lakes — South, to the city of 
New York. 






To know Albany marketwise takes a lot of getting around, 
a ready welcome with key executives in a score of different 
lines, quick access to authentic research sources. In the 
Hearst Advertising Service are men to whom this work is a 
career — “reporters with a nose for sales” —men who know 

Albany as only newspapermen can know a 


CALL THE great and teeming market. 


H-A-S What these men have evolved — what they 
MAN are observing daily about Albany and its 
importance as a market —is yours for the 
asking. That goes not only for Albany, but 
for all the other nine key points listed be- 
low. Call the H-A-S man now. 





Hearst ADVERTISING SERVICE 


HERBERT W. BEYEA, Manager 
959—8th Ave., New York 19, N. Y.—Offices in principal cities 


Representing : 
New York Journal-American + Pittsburgh Sun-Telegraph + Chicago Herald-American 
Baltimore News-Post-American + Boston Record-American-Advertiser + Detroit Times + Albany Times-Union 
San Francisco Examiner + Los Angeles Examiner + Seattle Post-Intelligencer 
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EVROLET, 


In the first year of postwar production, Chevrolet 
continues to hold the first-place position it has 
occupied so consistently during more than a dec- 
ade of leadership in the automotive industry. 


Overcoming obstacles and handicaps that 
have beset the industry, and that held Chevrolet 
at a standstill throughout the first quarter, 
General Motors’ largest division again earns 
first place in the production parade. 


Here is a production achievement for which 


Chevrolet can thank its manufacturing experts, 
men who have labored mightily to offset 
disturbing and disheartening conditions. Despite 
a three-month strike-enforced shutdown and 
the continual hampering restrictions that have 
plagued production throughout the year, Chev- 
rolet production personnel in plants across the 
country have established an enviable record. 


Chevrolet dealers may well take pride in their 
association with the industry's consistent pro- 
duction pacemaker. 


CHEVROLET MOTOR DIVISION, Genera! Motors Corporation, DETROIT 2, MICHIGAN 
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1946 PASSENGER CAR PRODUCTION 
1946 TRUCK PRODUCTION 


: 1946 COMBINED PASSENGER CAR 
AND TRUCK PRODUCTION 


OS foe and 
CHEVROLET 
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12.Million for Trucks... 


AUTOMOTIVE NEWS 


70 Million Car Tires 
Is Goal for 1947 


WASHINGTON, — Tire . produc- 
tion for 1947 call for over 
70 million passenger car and mo- 
torcycle tires and more than 12 
million truck and bus tires r- 
ing more than one million 4 
tons of American-made and na- 
tural rubber, it was estimated here 
last week by the Civilian Produc- 
tion Administration of the Office 
of Temporary Controls. : 

Announcing that an estimated 
6,400,000 passenger and motor- 
cycle tires were built during last 
November, CPA put 1946 produc- 
tion at 67,100,000 units, or 16,- 
000,000 more than the previous 
— record of 51,000,000 in 


Although the estimated produc- 
tion of passenger car and motor- 
cycle tires fell three percent short 
of the 69,150,000 unit goal for 1946, 
the rate of manufacture climbed 
e year from 4.2 millions 

to about 6.5 millions 

r, or to an annual rate 
000 units, CPA officials 





in the record prewar year of 
1940. The truck and bus tire goal 
for 1946 was 13,680,000 units. Pro- 
‘duction of about 2,000,000 tires 
more than this goal was in re- 
sponse to continuing unprecedent- 
ed demand, CPA officials said. 


As greater quantities of na- 


built with about 18 percent natural 
and 82 percent American-made 
rubber. At the close of the year, 
the proportion was about 38 per- 
cent natural and 62 percent syn- 
thetic. 


Larger passenger car tires are 


N. J. Firms Seek 
Refund From 
U. S. for Pay Tax 


TRENTON, N. J.—Congressional 
action was urged last week by the 
Manufacturers’ Assn. of New Jer- 
sey to correct a condition under 
which it claims the federal gov- 
ernment made a “profit” of ap- 
proximately $39,000,000 since 1936 
from the three-tenths of 1 percent 
payroll tax that New Jersey em- 
ployers pay under the unemploy- 
ment compensation section of the 
Social Security Act. 

An association bulletin said that 
employers pay the three-tenths of 
a percent in addition to the tax 
ranging up to 2.7 which they con- 
tribute to the State Unemployment 
Compensation fund. The state fund 
is controlled by the Federal So- 
cial Security Board. 

“That three-tenths of 1 percent 
of total taxable payrolls,” the bul- 
letin said, “was generally support- 
ed to go back from Washington 
to the State Unemployment Com- 
pensation Commission for use as 
expense money for administration 
of the State Unemployment Com- 
pensation law.” 


Cary to Head Up 
Willys Planning 


TOLEDO.— Commodore Robert 
W. Cary, US.N., retired, has been 
appointed director of the plan- 
ning up, office of the president, 
for Willys-Overland Motors; James 
D. Mooney, president and board 
chairman, announces. 


Cary’s appointment followed his 
x ‘ fh 


Legion of ° 


merous other 


now permitted as high as 67 per- 
cent natural rubber, small and me- 
dium size may be made with 23 
percent natural rubber; truck tires 
of 11:00 inch cross section and 
above may be made with as much 
natural rubber as desired and from 
67 to 94 percent may be used in 
other sizes of truck tires. 

At the beginning of 1946, the 
natural rubber which could be 
used in the various sizes of pas- 


senger car tires was 2.5 percent | ' 


and in truck tires from 2.5 to 67 
percent. 

As the year endef, natural and 
American-made rubber were being 
consumed in the manufacture of 
rubber products at the all-time 
record rate of about 100,000 tons a 
month as compared with the con- 
sumption of about 55,000 tons per 
month—virtually all natural—in 
1940, CPA said. 
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Hovey Has New Home 


Hovey Motor 


Sales 


(Pontiac), | ey 





Red Ascending 


One Out of Four Pick 
lt on Studebakers 


SOUTH BEND.— First ranking 
of postwar automobile colors, made 


ers of new Studebakers, shows a 
= ype increase in the popularity 
of 


Maroon and holiday red, two of 
the colors available on 1947 mod- 
els, draw one vote in four, giving 
the so-called dark group virtually 
an even break with the lighter 
hues. 

An analysis of owner tastes over 
the last five months reveals a grad- 
ual gain for darker colors due en- 


Colors on the Studebaker list in 
order of their most recent rank- 
ings follow: 1—black; 2—Alleghany 

; 8% Shenandoah green; 4— 


gray 
holiday red; 5—maroon; 6—Coro- 
- | nado 


gray; 7—Navaho tan; 8— 
Osage blue. 


Others are profiting from AN Want 
Ads, why not you? Bee instde backcover. 
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Road Contract 


Lettings High, 


But Construction Lags 


WASHINGTON. —The nation’s 
highway program lagged during 
1946 because of labor and material 
shortages, high bids, and lack of 
adequate engineering personnel in 
state highway departments. But 
despite these handicaps, the Pub- 
lic ds Administration said, the 
dollar volume of work contracted 
pe tag oem the level of con- 

ings for road work in 
pone lh years before the war. 

Public Roads Commissioner 
Thomas MacDonald pointed out, 
however, that many of the large 
projects placed under contract dur- 
ing the closing months of the year 
will not be advanced to the active 
construction stage until spring. 

Reports received by the Fed- 


1946 for improvements on 43,600 
miles of roadway at a cost of ap- 
proximately $740,000,000. 

This figure included contracts for 
work on 17,900 miles of highway 
in the federal-aid primary and 





secondary road systems, at a cost 
of $512,000,000. Projects financed 
entirely with state and local funds 
called for expenditures of $228,- 
000,000 for improvements on 25,700 
miles of road. 


As examples of progress in in-/| 


dividual states, Pennsylvania 
placed 1,117 highway projects un- 
der contract between Jan. 1 and 
Dec. 28: The projects comprised 
1,715 miles of road construction 
costing $57,700,000. 

In the same period California 
awarded contracts for 344 projects 
on 1,025 miles of highway at a 
cost of $53,700,000. Texas let con- 
tracts for 685 projects costing $52,- 
600,000, on 4,650 miles of roadway. 
A large portion of the mileage 
placed under contract in Texas, 
MacDonald said, was for improve- 
ments on secondary or farm-to- 
market roads. 

The Federal-Aid Highway act 
of 1944 authorized an appropria- 
tion of $500,000,000 in each of 
the first three fiscal years fol- 
lowing the war to assist the 





The amount of road work placed 
under contract in 1946 was not 
controlled by funds which were 
available for a larger program. 
Other factors controlled the situa- 
tion. Unstable economic conditions 
and scarcities of labor and ma- 
terials were reflected in high con- 
tract prices which increased hog 
in effect, reduced the volume of 
construction, it was stated. 

Shortages of labor and materials 
may continue to delay the high- 
way program in 1947, but the states 
should proceed with plans for proj- 
ects that can be put under con- 
tract when conditions are favor- 
able, the public roads commissioner 
su 





‘Dealers Tell Me,’’ by John O. Munn, is 
an open forum for the expression of deal- 
ers’ 


On Wall Street... 





Automotive 


Stocks Gain 


Favor in Finance Houses 


By Dana Stuart 
Staff Correspondent 
NEW YORK.—Stocks of auto- 
mobile manufacturers are gaining 
favor among Wall Street financial 
houses and investment advisory 
services. They urge care in the 
selection of the companies and the 
timing of the purchases, but think 
partial commitments for a longer 
term can be made now without 
too much danger. 
Contributing to this restrained 
optimism on automotive securities 
is the improved Er of these 
stocks as a group in recent mar- 
kets. The lists of “candidates for 
1947 market leadership” now mak- 
ing their appearance in brokerage 
house letters contain a good rep- 
resentation of automotive issues. 
“Our favorite stock groups for 











~opuction a Last Start 





































large and small... . 


It’s only in fable that the tortoise wins! And you, as an experi- 
enced businessman, know the advantage of a fast start in today’s 
race for tomorrow’s markets. 
If you are thinking of expanding your production, modernizing 
eee ee relocating your business or 
a new enterprise—look to the War Assets Administration 

roe for help in getting that vital headstart. 
The War Assets Administration has hundreds of ready-built 
plants for sale or lease . .. Plants that ran magnificently to win a 
war, and are in prime condition for peacetime running . . . Plants 
Plants you may take over fully equipped— 


or without machinery . .. Plants you may buy or rent as a whole, 
or occupy in part under a multiple tenancy arrangement. 

Right now, when restrictions and material shortages make it 
so hard for you to build the business home you need, one of 
these immediately available surplus plants will help you solve 


that problem. 


If you can qualify as a “small business”, you will find that a 


high priority is available for your purchase of a plant through the 
Reconstruction Finance Corporation. Our regional offices will 


advise you how to obtain this priority certi- 
fication. Get in touch with the nearest War 
Assets Administration office listed below. 


Write, phone or call for the PLANT- 
FINDER, a fully indexed, descriptive cata- 
log of Government-owned plants. 





War ASSETS ADMINISTRATION 


OFFICE OF REAL PROPERTY DISPOSAL 


Offices located at: ATLANTA + BIRMINGHAM + BOSTON + CHARLOTTE - 
CLEVELAND + DALLAS - DENVER - DETROIT - FORT DOUGLAS, UTAH - HELENA - HOUSTON 
JACKSONVILLE - KANSAS CITY, MO. LITTLE ROCK « LOS ANGELES + LOUISVILLE - MINNEAPOLIS 
NASHVILLE - NEW ORLEANS - NEW YORK - OMAHA ~+ PHILADELPHIA + PORTLAND, ORE. 
RICHMOND ~ ST. LOUIS - SAN ANTONIO - SAN FRANCISCO + SEATTLE - SPOKANE + TULSA 





CHICAGO - CINCINNATI 


SURPLUS PLANTS 


181-5 








Stock Price Av 
on Seats. Ser 
Week Week 
10 cars, trucks ... 30.75 30.60 45.10 
10 parts, access. .. 31.80 31.55 46.15 
5 tires, rubber ... 52.50 53.00 62.30 
25 automotives ... 37.40 37.20 49.20 





eae ee ee ee 
ber, Jackson & Curtis. 
R. A. Rotnem of Harris, Upham 


equipments and canning com- 
panies.” 

Norman Funk, writing for EB. F. 
Hutton & Co., discussed automo- 
tive stocks at some length. He 
said, in part: 

“Special strength in the motor 
stocks is an especially hopeful sign 
at this juncture, in view of the 
cyclical character of the motor in- 
dustry, and its primary importance 
in the national economy. Because 
of a long chain’ of adverse cir- 
cumstances, the motor industry ex- 
perienced a subnormal earnings 
year in 1946. If important strikes 
can be avoided, the ae pg for 
1947 should be very bright. Many 
students of the industry believe it 
to be in a good position to resist 
the effects of a period of special- 
ized readjustment in trade ac- 
tivity. 

“As motor stocks have 
through a long period of de 
even when the general market was 
showing strength, their technical 
position should be solid. 

“Accessory stocks did not fully 
participate in the recent advance 
but their market position and 
trade outlook seems at least as 
good as that of the motor com- 
panies proper. 


United Auto Wottias toe tebess 
ful solution of economic prob- 
lems industry, and to the 
of any fair settlement 
of its demands.” 


wage 
It should be pointed out, how- 
ever, that others in Wall Street 
are somewhat more skeptical re- 
garding Reuther’s good intentions. 


Individual Sales 
Of New Cars Put 
At 300 in St. Louis 


ST. LOUIS. — New automobiles 
are being sold in this area at $300 
to $500 more than the original pur- 
chase price by individual owners or 
used car dealers, according to re- 
ports. One man was found to have 
placed his orders for 1946 models 
with 16 dealers and having resold 
four at a substantial profit before 
his scheme was discovered. 

Ray McCarthy, president of a 
dealership, estimated that recently 
there have been as many as 300 to 
400 new automobiles for sale at one 
time on used-car lots in St. Louis. 

“The used-car dealers are not to 
blame, because they do not — 
the difference,” McCarthy sta 
“Tt must be remembered they had 
to give the man who sold them the 
machine a price that also was more 
than the original cost. The public 
is hurting itself by paying these 
premium prices. It keeps price lev- 
els high and the persons who really 
need the cars are not able to get 
them.” 

McCarthy denied that new car 
dealers place automobiles on used- 
car lots for resale to avoid the 
manufacturer's price restrictions. 
These dealers, he said, can: make 
a comparable profit by a series of 
tradeins originating with the sale 
of a new car. 


Miller Moves 
Leland Miller, Waitsburg, beg 
has been appointed dealer 
Kaiser-Frazer cars and moved ute 
his new dealership. 
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Sloate Chevrolet Co. Hartford, 
Conn., has announced the purchase 
of a large tract of land which faces 
on Myrtle and Spring Sts. Plans 
for a new building will be an- 
nounced soon. 


* * > T 
Crane Has New Service 
The Crane Motor Co. South 
Bend, Wash., has opened a new 
service station and repair shop, 
specializing in Ford automobiles. 
* . . 


Turkeys and Cash 

F. J. MecRorie, president, Mc- 
Rorie-Sautter Motor Car Co., Utica, 
N. Y., entertained the entire per- 
sonnel of the firm at the Maen- 
nerchor. A turkey dinner was 
served and a bonus awarded each 
employe. 





Dealer Doings 


Martin Truck Celebrates of Vashon was listed as head of 
30 Years As Reo Outlet 9S me hes KPa 


The Martin Truck Co., Indian- 
apolie, saitined Indians distributer | Dengler Heads Youth Unit 


for Reo trucks, is celebrating 30| Gerald N. Dengler (Chevrolet), 
years of continuous service. Page- | Fredonia, N. Y., heads the newly 
size newspaper advertisements and |°rganized youth council in Fre- 
pictures of Reo trucks bought from |@0nia, which has undertaken a 
the Martin Truck Co. by 18 busi- | Program to provide a recreational 
ness or industrial firms were fea- |PTogram for the children of the 
tured with the explanation that | Community. 
these firms had purchased approx- Ray oF 
imately $400,000 worth of Martin Wilson in New Building 
trucks. Wilso: b - 
The news feature also listed nine Sigmeut).” saneen woe hes 
central Indiana Reo truck dealers: | opened its new buildi 4 al 
McLain Implement Co., Anderson; eiaendes ierpebatenent Ot Eiiianin 
Gem City Motor Sales, Frankfort; | Meredith as sales manager. The 
Demerly Sales Co. Lafayette; G/firm also handles International 











——EEE 


* * + 


New Home for McDaniel 


Construction is now nearly com- 











& H Motor Sales, Marion; Caldwell | trucks. Corps using Berry is operatin Sales (Mercury-Lincoin). 
—_. Sales, oe os > 2 ge + en om a. aS Leonel. A > SS = > pleted on the new home 4 Mc- 
tr, No ernon; Merz Daniel Motors (Hudson), Oregon 
Saies &Bervic, Muncie; Foy R:| _ Bobbi Outlet in Ve, | Sts-Hnwer Junction, Vt, as dealer| rash har boon clested moriger'| city, Ore. Don MaDaniel Is bead 
Kirklin, Rushville, and Landis Mo-| Bobbi-Car Sales Co. of Vermont, oa" ga mers. of the firm. 
- eaeaa ge Apr nk he ane a Moreland Is Elected Wher: Want_to buy or sell new or used 
an 
Corp. in the distribution of the Sloate Chevrolet Buys cars? Classified Want Ads see inside 


Krell and Berrell new Bobbi-Kar in the state, has| Joe Moreland, owner of More- back ? will sol our problem. 
Gala H olid. ay lt appointed Peter Burnell, 197 Pearl land Motors (Ford), Puyallup, Harry M. Sleate, president of ta Want Ad Dept., inst le back cover. 


Krell Buick, Inc. and Berrell 


D, entertained employes and off- SERVING THROUGH SCIENCE 


Soe ORIGINAL 











©. A. Lindem, district manager 


Miller, district r 
for Buick, Mrs. Miller, and Scotty 
Burns, Fisk Tire Co., Mrs. 









a new Chevrolet town 


60% of Profits 
Gibbons Bonus Given 
To 134 Employes 
Representing approximately 60 


|| Boyd H. Gibbons has been distrib- 

’ uted among 134 workers at the 
downtown Los Angeles Ford deal- 
ership. 

Each member of the Gibbons per- 
sonnel, ranging from employes with 
Gibbons for 23 years, to those only 
recently hired, received bonuses 
based upon seniority and position. 

+ * 


Markel Motors Chartered 


Markel Motors, Inc., has been 
formed at Oshkosh, Wis., to oper- 
ate an auto dealership, garage and 
service station. Three hundred 
shares of stock at $100 per share 

ve been authorized by the state. 

incorporators are Edward M. 
A. H. Gruenewald and 


. * 
Hike Capital Stock 
Humphrey Chevrolet Co., Mil- 
waukee, has filed papers with the 
secretary of state for an increase 
in the capital stock of the corpora- 
tion from 800 shares at $100 par 
value each to 1,600 shares of the 
same par value. 
e - & 


Garrett Addition 


Garrett’s (Chrysler), Raymond- 
ville, Tex., has leased a new build- 
ing adjacent to its present loca- 
tion and will use it for the tire 
and accessory sales. 

+ o 6 


Dodge Names Blenkes 
For the first time in the commu- 


nity’s history, Knox, Ind. has a 
Dodge-Plymouth dealership, Blenke 


areal UNITED STATES 


Vashon Motors Formed 
Recently incorporated in Vashon, 
Wash., with capital of agg Plead 


Automotive Sales Division 
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Dealer 





Doings 








3 Dealerships in Indiana 
File Incorporations 


The following incorporations 
have been filed with the Indiana 
secretary of state: 

Brown Chevrolet, Inc., 211 8S. 
Carter St., Seymour; 1,000 shares 
of no par value capital stock; in- 
corporators, J. Brown sr., R. J. 
Brown jr. and C. Leone Brown. 

Willcox Motor Co., Inc., 
Spring St., Jeffersonville; 1,000 
shares of no par value capital 
stock; incorporators, Shirley J. 
Willcox, Ruth M. Willcox and Rob- 
ert J. Prentice. 

Hardings, Inc., Lowell; 1,000 
shares without par value; incor- 
porators, Emil Harding, 
Harding and _Utaremee Harding. 


Barclay of L. A Completing 


Building for Service 

Ben Barclay Motors (Ford), Los 
Angeles, will soon announce the 
completion of a new brick and 
steel building on the firm’s two- 


140 





acre site. The new building is to 
house the firm’s body, fender and 
paint departments, and an entire- 
ly new department upholstering, 
seat covers and tops. 

+ * * 


White Names Metheny 


In Charleston (S.C.) Area 

White Motor Co. has named the 
Charleston Truck & Trailer Co. as 
its distributor in the Charleston 
(Ss. C.) area. This company, of 
which Herbert H. Metheny is prin- 
cipal, will provide truck headquar- 
ters for the counties of Kanawha, 
Boone, Clay and Putnam. 

* 


Rowe Is Elected Head 
Of Chicago DeSoto Dealers 
Arthur Rowe, of Rowe, Young & 
Cooley, was elected president of 
the DeSoto Dealers Assn. at the 
annual meeting of this Chicago 
area organization. Other officers 
elected were Harold Nodell, of No- 
dell Motors, vice-president, and 
Charlies Hermanek, of Dorchester 





.(Ind.) dealership for Kaiser-Fraz 


Motors, as secretary. Rowe is a 
director of the Chicago Automobile 
Trade Assn. 


Smart Color Plan Used 
By Holt in Kokomo 
Olin R. Holt Co., new Kokomo 


er, has opened at 2529 N. Wash- 
ington St. The showroom, 41 feet 
wide and 31 feet deep, is decorated 
in light tone colors of ivory, or- 
chid and pink and is equipped with 
fluorescent lights. 

Another nearby building will be 
used for a farm implement busi- 
ness which Holt will conduct for 
the Kaiser-Frazer organization. 


Monarch Buick Brochure 


Plugs Service Know-How 


Monarch Buick Co., Indianapolis, 
Ind., has produced a colorful eight- 
page brochure setting forth the 
features of its service and repair 
departments. The brochure plugs 
Monarch’s service personnel and 
facilities, including its control 
tower system for the management 
of customers’ cars. 

R. Krafft is president; 





Kenneth E. Highley, director of 


service department, and Clayton 
Higginbotham, parts manager. 
. * + 


Bobbi Car Distributor 


Named in Wisconsin 

The Bobbi Motor Sales Co. has 
been appointed distributor for the 
new Bobbi car in Wisconsin. O. H. 
Kaiser is president and general 
manager of the Wisconsin organ- 
ization. 


> e 
Sloan Reveals Plan 
For Service Expansion 
Jd. Leo Sloan, manager of Dough- 
erty County Motors, Inc., Albany, 
Ga., has announced the proposed 
erection of an automobile sales 
and service plant on the Radium 
Springs Rd., construction to begin 
as soon as materials are available. 
sd a * 


Success Stories 
Chrysler's ‘Alger’ Booklet 
Goes to Stockholders 


DETROIT.—How the retail auto- 
mobile business has served as the 
background to success for many 
ambitious young men from all 
walks of life is told in a booklet 
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being sent today to stockholders 
by K. T. Keller, president of Chrys- 
ler Corp. 

By individual true stories of = 


their own ambition, the 
booklet, “Of Interest to Young Men 
Considering Their ” points 
out that opportunity will continue 
to Me in the automobile business 
in the busy years ahead. 
Keller pointed out that the book- 
let is a compilation of paid ad- 
vertisements which have been run 
by the company in automotive 
trade journals over the past few 
years. 
+ * 


Bergeron Soon to Build 


$100,000 Home in Elkhart 

Bergeron Motor Co. Bilkhart, 
Ind., will soon erect a $100,000 two- 
story sales and — building 
at the corner of W. Marion and 
Third Sts. 

a * . 
Wocdall Gets Charter 

Articles of incorporation have 
been filed with the Indianapolis 
secretary of state by Woodall Mo- 
tors, Inc., 2150 Wabash Ave., Terre 
Haute, formed to deal in motor 
vehicles, trailers and automotive 
equipment. The corporation has 
1,000 shares of capital stock valued 
at $10 a share. Incorporators are 
A. E. Woodall, Lorraine G. Wood- 
all and Paul O. Hertwig. 


+. a7 a 
Powers Motor Sales 


Articles of incorporation have 
been filed for Powers Motor Sales, 
Inc., 227 8S. Jefferson St., Hunt- 
ington, Ind., with M. A. Powers 
as the resident agent. The capital 
stock consists of 1,000 shares with 
no par value. The incorporators 
are M. A. Powers, Gladys Pow- 
ers and James W. Tygert. 


az . * 
New Texas Firm 


Washington County Motor Co. 
has been chartered at B 
Tex., with a capital stock of $20,- 
000. Incorporators are Charles E. 
Cade sr., Charlies E. Cade jr., and 
William P. Cade. 


Ellsworth Plans Opening 
Ellsworth Motor & Implement Co. 
(K-F), Ellsworth, Wis., is planning 
a grand opening, with motion pic- 
tures, music and a lunch for all 
comers. 
* + 


Central Has Cars 


Central Service, Rhinelander, 
Wis., operated by Frank Richards 
and Bruce Anderson, has the new 
Kaiser and Frazer cars on dis- 


play. 
. - * 


Rush in Kendallville 


Articles of incorporation have 
been filed for Rush Motors, Inc., 
Kendallville, Ind., with John C. 
Roman as resident agent. The cap- 
ital stock consists of 250 shares 
with $100 par value. The incorpora- 
tors are John C. Roman, H. M. 
Roman and a Bhai 


* 


Brant Porm in Ind. 


Articles of incorporation have 
been filed for Brant Motors, Inc., 
Third and Monroe Sts., in Decatur, 
Ind., with Willard E. Brant as 
resident agent. The capital stock 
consists of 100 shares with no par 
value. The incorporators are Wil- 
lard E. Brant, Genevieve O. Brant 
and Ora F. Brant. 

* * . 
Charter S. C. Firm 

The South State Chevrolet Co., 
Inc., of Chester, S. C., has been 
granted a charter by the Secre- 
tary of State. Authorized capital 
stock is $30,000. Principals are J. 
A. Cochran, president, and T. V. 
West, vice-president. 

= * 


Enlarges Facilities 
White Auto Sales, Inc., 404 Lin- 
coln Ave,, Ben Avon, Pa., will have 
more than 20,000 square feet of 
floor space in its new building as 
a result of extensive improvements. 
* 


Holiday Bonus 

W. H. Pennington, owner of Pen- 

nington Motors, Inc., 327 W. Salem 

Ave., Roanoke, Va., announced that 

his employes had received a 
Christmas bonus. 
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by H. D. Tompkins, vice-president 
in of sales, of Firestone 
Tire & Rubber Co. 
Speaking before the National 
Assn. of County Agricultural 
disclosed that 
“substantially in- 
its production facilities at 
Akron, Memphis and Los Angeles 
had opened new tire plants 
at Des Moines, Ia., and Pottstown, 


pu 


Passenger car tires should be- 
come readily available by April or 
May, truck tires one or two months 
and farm tractor and im- 

tires in 
Tompkins said. 


F 


February or 








DRAWING OF the new dealership of Dahil Motors, Inc. (Ford), to be constructed @ 
Davenport, Ia. 





of industry’s raw materials now 
come from the farm. Industrial 
research, he stated, has played an 
important part in this. 

“We are trying to expand the 
market for farm products and thus 
create more opportunities and 
more profits for the farmer,” 
Tompkins said. “We are trying to 
lighten his labors by providing 
tires and other products which en- 





those movements which will help 
guide future generations of farm- 
ers toward a fuller and happier 
way of life. 


“By co-operating with agricul- 
tural organizations we fee] that 
we can accomplish a great deal 
in helping to make farmers more 
prosperous, more productive. Since 
we are working toward the same 
ends, whatever we do to help each 











Auto Personnel 





Donnelly Resigns Post; 
Reed Named Successor 
health has oon grag Se 


‘|A. Donnelly, Autocar Sales & 


vice vice-president in Chicago, to 


offer his resignation, acco: ~ age 


Edward F. Coogan, vice-presi 
Donnelly is a veteran of the motor 
truck industry in Chicago. 

L. F. B. Reed has been appointed 
to succeed Donnelly. He has been 
the Chicago branch manager for 
Mack for the past five years, and 
before that, he was for five years 
Mack manager in St. Louis. He has 
taken charge of the Autocar Illinois 
district, with headquarters at the 
Chicago branch. | . 


Smelker Named to Post 







































































The interests of agriculture and |able him to do more work in less|other also helps the farmer. And By Harry Ferguson 
industry are identical, Tompkins |time with less effort and at lower/that is exactly what we are both| Promotion of William W. Smelk- 
pointed out, stating that 65 percent ‘cost, and we are glad to support’ striving to do.” er to the position of assistant gen- 
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Maney burs holes tn their pockets 
it REDBOOK, New Jersey / 





And there’s nearly $223,000,000 of 
Redbook family income, after taxes, in 
New Jersey. 

Small wonder that they spend 
nearly $40,000,000 for food. 

Apparently they simply can’t get by 
a drug store without seeing something 
they. want — over $4,000,000 spent 
that way. 


Their tongues are hanging out for 


new cars, tires, refrigerators, furni- 
ture and floor coverings. They're burn- 
ing up 26 million gallons of gas in 
their present cars. 

And the $116 pro-rata page rate to 
reach every Redbook home in New 
Jersey is low. Imagine being able to 
hit them 12 times for $1,392—50,000 
homes with $223 million burning for 
action! A market like that rates a 
place on your advertising list. 


vert REDBOOK, US.AL® 


Send for the Redbook State-by-State analysis of family buying power. 
Write or phone Redbook, 444 Madison Ave., New York 22, N. Y. 


coming young 
book National 








REDBI 


YOU HAVE TO LIKE A SHOW 
TO PAY $4,000,000 
TO SEE IT! 


That's how excited 1,650,000 up-and- 


interesting to national advertisers because 
they have $6,000,000,000 left after taxes— 
and they spend it. Tell them about your 
product 12 times a year in full black and 


)OK 


families are about the Red- 
Show, And they’re pretty 


white pages 








Advertisement prepared by 
ANDERSON, DAVIS & PLATTE, wc. 


eral sales manager of Harry Fer- 
guscn, Ine., is announced by Philip 

Page, general sales manager. 

Smeiker has been with tty 
Ferguson, Inc., since 1940, serving 
as field engineer and service maf- 
r in Kansas City for two years, 
followed by assignments in the 
service and sales 4 nts in 
ro home office in roit since 
1042, 


Woolman Vice-President 


Of Lacey-Webber Co. 


Lynn F. Woolman has been ap- 
pointed executive vice-president of 
the Lacey-Webber Co., Kalamazoo, 
Mich., according to R. B. Lacey, 
com: aye 

Lacey-Webber manufactures 
plastic molded products, including 
such items in the automotive field 
as Freezgides, Bat Service Lamps 
and Batry-Gides. 
. 


Fullerton Promoted 
By Allen Electric 

Kent Fullerton, who has repre- 
sented Allen Blectric & Equipment 
Co. in the Michigan and northern 
Indiana territory for the past 14 
years, and during the war period 
handled its subcontract business, 
has been appointed sales and ad- 
vertising manager of the company. 


Harvester Names Willis 
As Vice-President 


Ivan L. Willis has been elected 
vice-president in charge of indus- 
trial relations of the International 
Harvester Co., it is announced by 
John L. McCaffrey, president of 


the company. 
* » 


Nash Names Rohlf 


In Milwaukee Area 


William D. Rohlf has been named 
assistant zone manager in the Mil- 
waukee area for Nash-Kelvinator 
Sales Corp., replacing R. V. Mer- 
rick, who has been transferred to 
Detroit. 

+ 7 a 
Willys of Canada Appoints 
Davies As General Manager 

George M. Davies, administrator 
of services for the Wartime Prices 
and Trade Board, left the govern- 
ment service Jan. 1 to become gen- 
eral manager of Willys of Canada, 
the company announces. Davies 
was formerly in the automobile 
— at Windsor and Oshawa, 


* & * 
Dyer Resigns Post 
With Zenith Corp. 
Walter H. Dyer has 
from his position as sales manager 


McConnell Heads Purchases 
Of Federal-Mogul Service 
Richard K. McConnell, formerly 
of Grand Rapids, Mich., has joined 
Federal-Mogul service, division of 
Federal-Mogul Corp., as purchasing 
director, it was announced last 


week. 
> * * 


Liska Promoted 


the chemical and 
laboratories. Dr. Liska replaces Dr. 
J. H. Dillon who recently became 
director of the textile research 
foundation and textile institute at 
Princeton. Dr. R. F. Dunbrook, 
who was chief of the polymer re- 
search branch of the Office of Rub- 
ber Reserve until recently, has now 
resumed his prewar responsibilities 
at the research laboratories, where 
he and Dr. O. D. Cole are assistant 
directors of research in their re- 
spective fields. 

« 


* * 
Galvin Names Povlsen 
P. V. Galvin has announced the 
appointment of Paul K. Povisen as 


assistant to the president of the 
Galvin Mfg. Corp. of Chicago, mak- 





ers of Motorola home and car 
radios and automatic car heaters. 
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Regular Sessions in 44 States . . . 


Tax Boosts, Highway Financing 
Head Legislative Proposals 


posals being 
states are listed in the following 
article. The balance will appear 
in next weeR’s issue. 
WASHINGTON.—Increased high- 
way user taxes, methods of financ- 
ing highway programs, constitu- 
tional dedication of highway funds 
to highway purposes, and increased 
sizes and weight to conform to 
lowest maximum recommendations 
of American Association of State 
Highway Officials are among the 
more important matters that will 
be considered by the 44 state legis- 
latures meeting in 1947. 


Only four state legislatures— 
Kentucky, Louisiana, Mississippi 
and not have regu- 
lar sessions this year. 

According to the National High- 
way Users Conference, highway 
planning together with methods of 
financing long range highway plans 
will be a main issue in the ma- 
jority of legislatures. 
user conferences in every state, 
NHUC said, will be militant 
against tax increases that are not 
justified. 

Proposals for increases in gaso- 
line taxes are expected in the Dis- 
trict of Columbia and in at least 
27 states: Alabama, Arkansas, Cal- 
fornia t Colorado, Connecticut, Del- 
aware, Illinois, Indiana, Maine, 
Maryland, Massachusetts, Michi- 

gan, Minnesota, Missouri, Montana, 
Diaesten, New Hampshire, New 
Jersey, New Mexico, North Da- 
kota, Rhode Island, South Dakota, 
Tennessee, Texas, Utah, Vermont 
and West Virginia. 

Increased tion fees prob- 
ably will be introduced in at least 
18 states: Alabama, Arkansas, Cal- 
ifornia, Idaho, Illinois, Iowa, Mich- 
igan, Nebraska, New Hampshire, 
North Dakota, Rhode Island, Ver- 
mont, and West Virginia. Efforts 
to increase local sharing of state 
highway user taxes are reported 
from several states. 


Anti-diversion amendments 
have passed one legislature in 
the states of Indiana, Massachu- 
setts and Tennessee. They will 
be voted on again by the legis- 
latures which convene in 1947. 
Amendments are expected to be 
introduced in 13 states: Alabama, 

Connecticut, Delaware, 

Illinois, Maryland, New 
Jersey, New Mexico, New York, 
South Carolina, Utah and Wis- 


Size and weight limits in most 
states, except those in the West, 
are substantially below the lowest 
maximum limits recommended by 
the American Association of State 
Highway Officials. In the majority 
of states both lengths and weights 
will need to be increased substan- 
tially to meet those recommenda- 
tions. 


The Highway Transportation 
Congress recommended that NHUC 
use its facilities through its con- 
tacts with State Highway User 
Conferences to develop a revision 
of motor vehicle laws and regula- 
tions by bringing them into con- 
formance with the Uniform Motor 
Vehicle Code. This is in accord 
with the “Action Program” of the 
President’s Highway Safety Con- 
ference. State Highway User Con- 
ferences, already functioning on 
numerous legislative matters, are 
urging analysis of existing motor 
vehicle laws to determine instances 
of non-conformity with the Uni- 
form Code. 

This information will be placed 
in the hands of state officials, leg- 
islators, governors, and non-offi- 
cial groups in a position to stimu- 
late uniform legislation. In states 
where it appears that more time 
or study may be desirable’ before 
enactment of the entire code, em- 
phasis will be given to Act V, 
which contains most operational 
safety features, such as rules of 
the road, traffic signs, signals and 
markings, equipment and inspec- 
tion of vehicles. 

Extension of reciprocity may be 
considered in nine states: Ala- 
bama, Arizona, Kansas, Maine, 





Missouri, 


ontana, New Mexico, 
North £ 


and Wyoming. 

State by State 

A detailed state by state list of 
prospective legislative issues as re- 
ported to the National Highway 
User Conference follows: 

ALABAMA—(1) Increase gaso- 
line tax. (2) Anti-diversion consti- 
tutional amendment. (3) Repeal 
mileage tax on common and con- 
tract carriers. (4) Reduce multi- 
plicitous county and municipal 
highway user taxes. (5) Increase 
license fees on common and con- 
tract carriers. (6) Decrease li- 
cense fees on passenger cars. (7) 
Implement state policy with re- 
gard to reciprocity. (8) Change 
truck registration basis from man- 
ufacturer’s rated capacity to net 
or gross weight basis. (9) Regula- 
tion of highway transportation in 
the Mmterest of safety. (10) Reduce 





state and county license fees im- 
posed on automobile dealers. 

ARIZONA—(1) Liberalization of 
reciprocity. (2) Increase sharing 
of state highway fuads by mu- 
nicipalities. (3) Reduce counties’ 
share of highway funds. (4) 
Amendment of motor vehicle laws 
to conform to Uniform Code. (5) 
Amendment of sizes and weights 
- line with AASHO recommenda- 
tions. 


ARKANSAS—(1) Anti - diver- 


$12,000,000 

nually for highway fund. 24 In- 
crease sizes and weigh ac- 
cordance with AASHO bo Fina 
mendations. 

CALIFORNIA — (1) Increase in 
gasoline tax, or other highway user 
taxes. (2) Numerous amendments 





7 


to motor vehicle laws recommend- 
ed by Advisory Committee on Mo- 


tor Vehicle Legislation. (3) Amend- | registering 


ment of. certificate of title law. 
(4) Amendment of law. 


c 
gallon. (2) Amendment 
vehicle laws to conform to Uni- 
form Code. (3) Increase size of 
highway patroh 
CONNECTICUT — (1) Increase 
gasoline tax. (2) Change method 
of distributing state-aid to towns. 
(3) Anti-diversion constitutional 
amendment. (4) Increase length of 
tractor-semi-trailer to 45 feet and 
gross weight to 50,000 pounds. 
DELAWARE—(1) Increase gaso- 
line tax. (2) Creation of separate 
highway fund. (3) Anti-diversion 
constitutional amendment. (4) In- 
crease weight of  tractor-semi- 
trailer to 45,000 pounds. 
FLORIDA—(1) Further local 
sharing by counties and munici- 
palities. (2) Reduce mileage tax 
on for-hire carriers. (3) Refund 
tax on gasoline used off highways 
by farmers. (4) Method of provid- 
ing additional school funds. 
GEORGIA — (1) Anti - diversion 
constitutional amendment. (2) Ex- 
empt aviation gasoline from tax. 
(3) Creation of Constitutional 
Highway Board. (4) Method of 





providing increase in teachers’ 
aries. (5) Change in method 


trailers. 
cae, 


IDAHO~-(1) Increase 
tion fees for passenger 
Pro to repeal present reci- 
procity law. (3) Action on 1 cent 


tional amendment. (3) Anti-diver- 
sion law. (4) Regulation of 
state truck rates. (5) Statewide 
compulsory inspection of motor ve- 
hicles. (6) Increase fees for trucks 


feet or more wide. (8) Enabling 
legislation to permit cities to con- 
trol pedestrians. (9) Strengthen 
driver’s license law. (10) Strength- 
en speed zoning 


(14) 
Diversion of counties’ and cities’ 
share of gasoline tax for traffic 
police. (15) Increase personnel of 
(Continued on Page 32, Col. 1) 
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AIN’T HAY!” 
any "BILLIONAIRE 


BIDDY" 


Yet that’s the daily cash income of poultry 
farmers in these United States. Which is 
why the poultry farm market is well up on 


the list of so many leading national adver- 


tisers. If you want to “make hay” in this 


market too, now’s the time to get all the 
facts about Poultry Tribune — America’s 

leading specialized FARM MAGAZINE 
—read, remembered, and responded to 
by half a million of the nation’s 


high-income poultry farm families. 


hth 
TRIBUNE 


You can’t afford to leave a ““Two Billion 
Dollar Hole” in your Farm Magazine 
Schedule. 1945 cash farm income from 
Poultry and Eggs was $2,577,000,000. 


(Source U.S.D.A.) 


Your FARM Magazine List Is Not Complete Without “oaéeézy TRIBUNE 


















Member: 

AGRICULTURAL PUBLISHERS’ ASSOCIATION 
AUDIT BUREAU OF CIRCULATIONS 

WATT PUBLISHING CO., Mount Morris, [iL 


Representatives — New York: Billingslea and Ficke. 
Chicago: Peck and Billingslea. 
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As 44 Legislatures Meet . . 





Taxes, Road Finance 
Head Proposals 


(Continued from Page 31) 


state police. (16) Increase sizes 
and weights to conform to AASHO 


recommendations. 

INDIANA—(1) Increase gasoline 
tax. (2) Second passage of anti- 
diversion constitutional amend- 
ment. (3) Increase sizes and 
weights to conform to AASHO rec- 
ommendations. (4) Increase bus 
width to 102 inches on pavements 
20 feet or more wide. (5) Rebate 
on non-used license plates. (6) In- 
crease local sharing of state gaso- 
line and license fee revenue. (7) 
Re-codify motor carrier regulatory 
laws. (8) Return to highway fund 
of $13,000,000 diverted in 
years. (9) Amend motor vehicle 
laws to conform to Uniform Code, 
and recommendations of Highway 
Safety Conference. (10) Enabling 
act for municipal traffic control 
ordinances. (11) Require pedes- 
trians to walk to left of pavement 
in rural areas. (12) Increase state 

by at least 100 officers. (13) 
Re-establish present voluntary 
Traffic Safety Commission as full- 
time state agency. (14) Establish 
permanent individual drivers’ rec- 
ords, centralize issuance of drivers’ 
licenses and hire more examiners 
and hearing judges. 

IOWA—(1) Increase in truck li- 
cense fees. (2) Repeal of compen- 
sation tax on trucks. (3) Compul- 
sory inspection of motor vehicles. 
(4) Proposal for limit of 60 
for daylight dri and 50 at 
night. (5) Increase sizes and 
weights to conform to AASHO 
recommendations. (6) Appropria- 
tion to increase highway patrol 
from 160 to 200 men. 


‘tax as first step P 

reciprocity. (2) Amendment of re- 
cently enacted 1. cent gasoline tax 
to exempt therefrom 
in agricultural pursuits. (3) In- 
crease sizes and weights to con- 





form to AASHO recommendations. 
MAINE—(1) Increase gasoline 
tax and extensive revision of state’s 
tax structure. (2) Measure to make 
permanent, temporary reciprocity 
provided in 1945 which will expire 
Dec. 31, 1947, unless extended. (3) 
Increase gross weight from 40,000 
pounds to 50,000 pounds. (4) In- 
crease maximum ‘length to 50 feet. 
(5) Allow 6-inch increase in width 
to permit use of low pressure tire 
equipment. (6) Amendment of mo- 
tor vehicle laws to conform to Uni- 
form Code. 
MARYLAND—(1)*Increase gaso- 


past | line tax. (2) Anti-diversion consti- 
tutional amendment. (3) Repeal of | dows. 


2 percent titling tax. (4) Equitable 
distribution of highway funds to 
political subdivisions. (5) Proposal 
that cost of maintaining state po- 
lice other than amounts for polic- 
ing highways be paid from gen- 
eral fund. (6) Tighter control of 
tax refunds for gasoline not con- 
sumed on highways. (7) Reduc- 
tion in present 1/18 cent passenger 
seat per mile fee on buses. 
MASSACHUSETTS — (1) Second 
passage of anti-diversion amend- 
ment. (2) Increase gasoline tax. 
(3) Amendment of motor vehicle 
laws to conform to Uniform Code. 
Gas Tax 


Higher 

MICHIGAN—(1) Increase gaso- 
line tax, or registration fees. (2) 
Increase bus width to 102 inches 
and length to 40 feet on pave- 
ments 20 feet or more wide. (3) 
Increase maximum length to 60 
feet. (4) Increase. tandem axle 
weights. (5) Allocation of revenue 
from sales tax on automotive prod- 
ucts to highway fund. (6) Increase 
local sharing of gasoline tax rev- 
enue. (7) Change age for issuing 
learner’s driver’s license from 14 to 


used |16. (8) Amend motor vehicle laws 


to conform to Uniform Code and 
President’s Highway Safety Con- 











ference recommendations. (9) Au- 
thorize zoning of land use on road- 
sides outside of corporate limits of 
cities. 

MINNESOTA—(1) Increase gas- 
oline tax. (2) Increase width of 
buses to 102 inches: (3) Addition 
of mileage to state primary road 
system. (4) Reallocation of gaso- 
line tax revenue. (5) Increase sizes 
and weights in accordance with 
AASHO recommendations. (6) 
Highway construction program. 
(7) Measure to provide more funds 
for county roads. 

MISSOURI—(1) Increase gaso- 
line tax. (2) Creation of “all wea- 
ther” roads for benefit of rural 
letter carriers, school bus routes, 
and milk routes. (3) Increase 
weight of tandem axles. (4) Amend 
registration law to permit registra- 
tion of trucks according to num- 
ber on frame. (5) Liberalize reci- 
procity provisions. (6) Seek full 85 
percent credit for common carriers 
in cost of their license plates from 
Public Service Commission. (7) 
Abolition of “open range” law. (8) 
Remove collection of sales tax on 
automobiles from dealers and place 








Above is a typical Hope Metal 
Bin used in the parts depart- 
ment of automotive dealers. 
These bins were made to fit car 
manufacturers’ specifications as 
to number and size of compart- 

- ments, drawers, shelves, etc. 
This can be done to fit your 
requirements. 


HOPE METAL 





A re? ope Yt: te 


Handy box drawers furnished 
with three dividers per drawer. 
No sharp corners. Stops prevent 
drawer being pulled out of 
bins. 


Bins shipped built up. Baked 


enamel finish. Colors: Light 
grey, dark grey, olive green. 


PRODUCTS CO. 


PATENTED 
ADJUSTABLE DIVIDER 





1. This patented divider re- 
quires no bothersome nuts, bolts, 
clamps or screws. Available in 
straight or slope type. 





2. Simply slip the back end 
under the metal flange. 








3. Press down on the front 
end—presto—it snaps into posi- 
tion. 





slip or slide—and is easily 
changed to another position. 





it in state revenue department. (9) 
Change present form of highway 
commission to an eight-man com- 
mission. (Vetoed by governor dur- 
ing last session). 

MONTANA—(1) Increase gas- 
oline tax and dedicate 
to county road use. (2) Imple- 
ment driver’s license law, and re- 


(5) Adoption of size and weight 
recommendations of AASHO. (6) 
Amend certificate of title laws. 
(7) Provide financial responsibil- 
ity system. (8) Enabling act to 
create Highway Safety Council. 

(9) Adjustment of present regis- 
tration fees. 

NEBRASKA—(1) Increase gaso- 
line tax. (2) Increase registration 
fees. (3) Provide a use tax. (4) 
Provide a ton-mile tax. (5) Com- 
pulsory inspection of motor ve- 
hicles. (6) Increase sizes and 
weights in accordance with AASHO 
recommendations. (7) Measure to 
stop diversion of highway funds 
to old age assistance program. (8) 
Expansion of highway patrol. 

NEVADA—No legislation of par- 
ticular interest to highway users 
is expected. 

NEW HAMPSHIRE — (1) In- 
crease gasoline tax. (2) Increase 
registration fees. (3) Increase prop- 
erty taxes on motor vehicles. (4) 
Increase axle weights from 18,000 
to 22,400 pounds, and gross weight 
from 40,000 to 50,000 pounds. (5) 
Amend operators and chauffeurs 
license requirements and provide 
examination of all applicants. 


Curbs on Rubber 
Are Relaxed 


WASHINGTON.—Rubber manu- 
facturers no longer will be re- 
quired to obtain permission to con- 
sume natural rubber, butyl and 
GR-S, the general purpose syn- 
thetic, and thus will be free to 
determine what permitted prod- 
ucts they will make from the quan- 
tities of these materials they ob- 
tain, CPA has announced. Author- 
ity to “accept delivery” of rubber 
must still be obtained from CPA, 
however. 

CPA emphasizes that manufac- 
turers still may produce only rub- 
ber products which are specifically 
permitted by the rubber order, R-1, 
and must still observe the specifi- 
cations listed in the order. Manu- 
facturers will still be required to 
obtain authorization both to ac- 
cept delivery and authorization to 
consume natural rubber latex, 
which remains in extremely short 
supply. 


U. S. Tire Sales Office 


Opened in Newark 

NEWARK, N. J.—A new U. S. 
Tires district sales office has been 
opened here at 988 Broad St. to 
provide improved sales service to 
tire distributors in northern New 
Jersey and Staten Island, it is an- 
nounced by W. D. Baldwin, sales 
manager of U. S. Tires division of 
United States Rubber. 

William F. has been ap- 
pointed Newark district manager. 
Regan, who joined the company in 
1916, has been assistant district 
manager for U. S. Tires at the New 
York branch. 











U. S. Office Issues 
Report on Reich 
Auto Industry 


WASHINGTON.—Lack of stand- 
ardization is an outstanding char- 
acteristic of German passenger car 
and truck chassis design, accord- 
ing to a report now on sale by 
the office of technical services, De- 
partment of Commerce. 

The report was prepared for OTS 
by Austin M. Wolf, consultant for 
the New York State division of 
standards and purchases, following 
a visit to Germany late in 1945. 

German small motor car owners 
have not been conditioned to ex- 
pect the excellent performance and 
sleek design taken for granted by 
Americans, the report states. On 
the other hand, owners of the large 
motor cars are accustomed to 
every luxury. There is no middle- 
class car. 

Mass production of motor ve- 


.| hicles, in the American sense, is 


unknown in Germany, according to 
the report. 





“Dealers Tell Me,”’ . 
Munn, is an open forum for the 
expression of dealers’ opinions. 








THIS TIMELY BOOELET 


FR 8 & 


Here's a booklet that’s as timely as 
tomorrow—jam packed with proved 
ideas for promoting your Service De- 
partment. It contains methods, forms 
and materials necessary to make in- 
telligent customer follow-up pay you 
dividends in sales and profits. 


Get this booklet, or any of the 9 other 


R & R files containing information re- 


garding forms and materials on their 


vital subjects. You don’t even need to 


write a letter—just check off your 


wants on the list below, attach it to 
your letterhead, and mail to 


© The Reynolds & Reynolds Company 
® Dayton 7, Ohio 


Please send information on the 
subjects checked 


C] Selling Your Service De- 
partment 


(J Service Dept. Operating 
Forms 


CC] General Office Forms 
(1) Accounting Aids 
-() Paper Tools for Handling 
Car Sales 


() Parts & Accessory Control 

C) Credit and Collection Forms 
C) Dealer Stationery & Checks 
C] Payroll Systems and Forms 


() Factory Designed Account- 
ing Systems 
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The Other Side of the Picture 


Davisson Named Head 


Of Shreveport Assn. 


SHREVEPORT, La.— Claude L. 
Davisson, of Wray-Dickinson Co., 
has been elected president of the 
Shreveport Automobile Dealers 
Assn. He succeeds R. T. Andress, of 
Andress Motors. 


THIS O18 SUNKER. 
loomed TL TELL 


It’s a Car, Too 


‘Autoplane’ Falls Under Motor Vehicle Rules, Says 
Connecticut’s Attorney General 


HARTFORD, Conn.—The advent 
of the airplane, designed also to 


Also elected were Claude Holmes, | be 


of Holmes Pontiac, vice-president, 
and T. Willie Hutchins, of Hutch- 
ins Motors, secretary-treasurer. 


These New Items 


SAVE: 1»: 


+ Work 
WAYNE TOW BAR 


~ Money 


ONE MAN Drives, 
Tows and Steers Both Cars 


@ Attaches to any bumper, center or off center, 
including tion models, 

@ Towed car follows perfectly over any road, 
a corners, cannot swing out in traffic. 
Absolutely safe. 

@ Steering wheel of towed car remains unlocked 
and unattended. Ideal for 4-wheel trailers. 


@ Slickest thing you ever [ORDER DIRECT 
saw! Your money e 


if not satished. 


WAYNE TRAILER WITCH 


) 


Fite all 2 and 4-wheel trailers. Use it on any car or truck 
bumper, or tractor. Can be used with or without ball 
joint, Just unscrew ball joint [> RDER DIRECT. 
and use pin or bolt. All ONLY $7.50 
steel, guaranteed. If bent or F.0.8. * Factory 

broken, we will replace Free: Retails at $9.95 


HANDY ANDY SCOOTER 


MANY USES IN 
GARAGES . . . HOMES 
.-» SERVICE STATIONS 
Move your tools without 
lifting them! Makes handy 


seat or parts reat. All-steel 
electric - welded _utility 
+. + With- 


ORDER DIRECT... 


ONLY $ 5 .95 
F.0.8. ~ Factory 


CAMPBELL’S GARAGE CAR HEATER 


y . For easy winter starting. Save 
e > cars’ battery and motor. Plug in 

$b sled ie faa ctze any light socket. Place under 
hood. 


Automatic heat control, ad- 
justable. 6 ft. cord. Fast sell- 
er now! 


WAYNE HUB CAP REMOVER 


SKVES 


One flip of handle and hub cap is off! 
TIME! “ . 


Prevents battering hub cape and chip- 
ping wheel paint. Heavy steel, rust 
proofed. Retails at $1.35. GUARAN- 
TEED. 


Lote of six <= $4.50; F.0.B, Factory 


SEND IN YOUR ORDER TODAY 


H. D. CAMPBELL CO. 
355 6th. St., Rochelle, |itinols 


“auto-plane,” has posed 

for Commissioner John T. McCar- 
thy of the State Motor Vehicles 
Department. 

McCarthy passed the problem 
along to Attorney General William 
L. Hadden. He wanted to know 
whether state statutes defining a 
motor vehicle to be operated on 
the state highways permit opera- 
tion of this type of vehicle. He also 
asked that if such a vehicle is 
permitted on the highways, should 
it be inspected as to its safety 
features prior to issuance of a reg- 
istration. 

Attorney General Hadden ruled 
that the vehicle when it is oper- 
ated on the highway, “is for that 
period of operation no longer an 
aircraft.” 

As to inspection, the dttorney 
general said that the law as ap- 
plicable to new or used features 
of a motor vehicle would apply. 
That is, a new vehicle (not reg- 
istered previously) is excepted from 
the inspection rules, but a used 


Auto Transport 
Law Revisions 


Urged in Maine 


PORTLAND, Me.—Liberalization 
of Maine laws relating to highway 
transportation of new automobiles 
was urged by R. E. Beiser, general 
manager of the National Automo- 
bile Transporters Assn., in an ad- 
dress here last week at a meeting 
of the Maine Motor Vehicle Assn. 

Pointing out that 62 percent of 
all automobiles and trucks manu- 
factured in 1939 were delivered to 
dealers either by driveaway or 
over-the-road trucking at a saving 
of $59,000,000 over other means of 
transportation, Beiser declared 
that the Maine association should 
seek revision of statutes by the 
1947 Maine legislature to facili- 
tate such shipping in this state. 
During the war, he said, over-the- 
road shipment of motor vehicles 
was permitted in Maine under a 
temporary permit. 

Need for general liberalization 
of statutes governing truck trans- 
portation was stressed by the 
speaker. Emphasizing that early 
limitations on the size of trucks 
using Maine roads were based on 
older models of trucks, he said 
that modern equipment with dif- 
ferent axle spacing and more 
wheels could be used, if the sta- 
tutes were revised, with no more 
danger and no greater road dam- 
age. 

Reciprocity agreements with 
other states also were urged by 
Beiser. “Only complete reciprocity 
can completely eliminate barriers 
to trucking commerce throughout 
the nation,” he asserted. 

T. F. Creedon, eastern regional 
representative of the National Au- 
tomobile Manufacturers Assn., told 
members of the Maine trucking 
group that it would take manufac- 
turers several years to replace 
equipment now rapidly wearing 
out. 


West Side Buys Lot. 
The West Side Buick Co., &t. 
Louis, has purchased a lot front- 
ing 152 feet at 4540 Delmar Blvd. 
It will be used as a car display 
lot, it is understood. 


one not previously registered in 
the state must be inspected as to 
safety features prior to issuance 
of a registration. 

The attorney general also said 
that if the commissioner of motor 
vehicles should consider the whirl- 
ing propeller of the “auto-plane” 
a hazard to the public safety, he 
could bar it from the state’s high- 
ways. 

The request by the commissioner 
came after one of the “auto-planes” 
landed near Groton last month and 
was driven over the Groton-New 
London highway bridge. When op- 
erated as a land vehicle, the wings 
of the plane are folded inward 
against the fuselage and the ve- 
hicle runs on three wheels, the en- 
gine and propeller providing the 
motive power. 


Court Upholds Ohio Tax 


On Harvester Trucks 
WASHINGTON. — The United 
States Supreme court has ruled 
that the state of Ohio may tax 
the International Harvester Co. 


Following the recent death of J. 
B. Townsley sr., plans for the re- 
organization of the J. B. Townsley 
Motor Co., Gainesville, Tex., re- 
sulted in a partnership with J. B. 
Townsley jr., and Paul Morgan as 
equal partners. 
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Gar Wood Adds 
Two for Sales 


WAYNE, Mich—W. H. Ham- 
mond, vice-president in charge of 
sales of Gar Wood Industries, Inc. 
unces two additions to his 
: Robert F. Whitworth as di- 

sales coordinator, and 
W. Murphy as branch sales 





visio 


production and inspection of more 
than 1,250,000 vehicles for the De- 
troit Ordnance District. Prior to 
entering the Army he had been 
associated with Great Lakes Steel 
Corp. Murphy, who served as a ma- 
jor in the Marines, was formerly 
general sales manager for cereals 
of the Albers Milling division of 
the Carnation Co. 


Fleet Sales Chief 
E. Claude Simmons has been 
named fleet sales manager for Ben 
Griffin Automobile Co., Dallas, Tex. 


JOHN BEAN MEG. CO. 


4, MICHIGAN 


LANSING 
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Hartwick, Nehalem Valley Motor 





Want to buy or sell new or used 
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Motors Corp. will consider 
Hidden Cost Parle —— |Goodyear Starts 
from the automotive standpoint. ° 
President of Re Steel Heads Speakers Panel || iems of the rubber industry, will | Saf Tubes 
. E iti be Paul W. Watt, manager, fac- ety 
At First Materials Handling Exposition 
tory service departments, B. F. N Tire & Rub- 
.—C, M. White, Re- , ing nearly every industry and from | Goodrich Co. he a i Core a 
public Steel Corp. president, heads|all sections of the country will it again is in production of Life- 
the list of 40 industrial leaders who | attend. S | guard safety tubes for both pas- 
- will sey lems relating = At the opening w. — Safety aiesmen ,|senger buses and trucks and punc- 
gg Pe i materials - simplified pT Tag on he. Truckers Urged to Support - ak aot rs both fruck 
at the first Materials Han-| peau of Standards, Department 1947 Safety Program For almost five years, during the 
Exposition in Cleveland, Ww will 
3 of Commerce, Washington, PORTLAND, Ore.—Speaking here war period, production of these 
gp Oe ea ‘ discuss government to- | last week at a four-day conference products was curtailed or suspend- 
White will — on “Industry’s| ward standardization of mate- | .¢ motor carriers from 11 western ed, except for high priority mili- 
Hidden Cost: terials Handling” | rials handling partic- states, Ted V. Rodgers, president tary purposes. 
at a dinner in Hotel} ularly pallets. of the American Trucking Assns., Lifeguards, according to Frank 
Cleveland, Jan. 15. On Wednesday morning, C. F.| declared the industry must im- Griesinger, Goodyear’s manager of 
erg ge | and afternoon discus- | Kells, director of education, Elec-| press its drivers with the import- tube sales, eliminate the hazard 
sions, by executives drawn |tric Industrial Truck Assn., Pitts-| ance of their role as the principal of blowouts from high speed bus 
from # cross section of industry, | burgh, will preside. E. J. Mills,/ contact between the public and| “Joe’s a great one for adver-|and truck operations. They consist 
will be conducted. A program of su r, tne” the trucking industry. tising !” of a two-ply cord tire built inside 
motion pictures dealing with | field Tg ogo a age He urged full support by the in- of a conventional appearing tube. 
a eager ; eee ee aan peak ‘centralized’ control of | %Stry of the 1947 highway courtesy | Strickler Dealership Describing the puncture-seal 
ing the four days. materials handling. E. I. Burke, and safety program sponsored BY | Destroyed by Fire tubes, Griesinger said: “They are 
The first to be de-|manager of shipping, Republi; | Bob Cutler, assistant to the pres- KENNEWICK, Wash—Fire, of apes ty making’ bolist ‘bea! 
voted eae to materiale _~ prow tg Penge cnsom T 3 ve ident of Consolidated Freightways, eee” Enon. Res Foo cag tubes for military x They are 
pn - = By heey a by the |icy committee, and Charles M.| here, was named chairman of the/ UV" ot including cars and |0f the plastic sealing type and are 
field. They are the American Ware- Parker, secretary, committee on — conference of ATA for machinery. The loss included a built to exceed government speci- 
housemen’s Assn., the Association re conyers — ° - » Her- | $25:000 supply of parts. The dam-|fications for this type of tube. 
of Lift Trucks and Portable Hle-/ oon Iron, ald Bisel tet discussion | ma Gite Pertiand Pendleton Mo. |°S° is partly covered by insurance! “Puncture-seal tubes are recom- 
the Caster and Floor Truck |. “Iron-Steel, From Bulk Ore| tor Transport Co., president; Frank |Sccordimé to W. H. Strickler.) mended for service where punc- 


tures are frequent and cause road 
delays, but under conditions where 


ote. Ade Freight Co., vice-president, and 
Materials Institute. Ad- morning, “* ; 
vance registration indicates that| Loney, director, works Jack Jarvis, Fruehauf Trailer &| cars? Classified Want, ‘Your. problem. continuous high speed is not a fac- 
management executives represent- , Body division, Gen- | Equipment Co., treasurer. g@Want Ad Dept., inside back cover.|tor in operations,” he said. 
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New Passenger Car Registrations, 33 States for Nov., 1946-41 


Studebaker 


trations, 35 States for Nov., 1946-41 
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By 
Jack Weed 











was MY FACE red a week ago! 

George Taylor, the big Dodge 
dealer out Livernois way in De- 
troit, was having an open house to 
celebrate the opening of his new 
building—and what a building. But 
more of that later. 


My invitation had written long 
d across one corner, “I’m look- 
ing for you, Jack.” Then to make 
sure I'd be there, George sicked 
Al Nute of Ross Roy on me with 
instructions to bring me out, if Al 
had to hog-tie me to do it. A¥s my 
old “go duck hunting but catch 
perch” pal that I told you about 
a@ year ago. 

When I got out to George’s 
place, there was another truck 
pioneer waiting to take me in tow 
—none other than Forrest Akers of 
Dodge. Well, we looked the place 
over, had our mugs shot, saw one 
of the best propaganda pictures— 
“Our America”—and one of the 
best truck salesman training films 
I ever saw, and then did a little 
gabbing about old times. 

* * * 


I HAD MADE the crack that I 
had known George ever since he 
first opened a Ford dealership in 
north Detroit and had done a fine 
job on industrial tractor selling to 
contractors and such, but he looked 
at me reproachful like and said: 
“You’ve known me 10 years longer 
than that.” 

Isn’t that a hell of a spot to put 
@ guy, now I ask you? 

He said, “I knew you when you 
worked for Bill Rowley selling 
dresses.” And he had wanted to get 
Bill, now a Ford dealer, out so that 
we could have a “rag peddlers” 
reunion. That dates back to about 
1912. 

George owned and operated the 
Imperial Garment Co. when I made 
one of my three or four attempts 
to get out of the automobile busi- 
ness and went to work for Bill, 
then general manager of the Amer- 
ican Girl Garment Co., dragging 
three trunks from Pittsburgh to 
Denver. I might still be in the 
“rag” business if I hadn’t gotten 
hurt in a train wreck and had to 
quit the road for a while. 

* . * 

GEORGE and his son Hanley 
have a nice setup—modern to the 
minute — sloping windows in the 
showroom that prevent shadows 
from hiding the vehicles on display 
—induction heating throughout— 
water drainoffs in the modern ser- 
vice station—big customer park- 
ing lot—lots of room for truck 
storage and repair—and such offices 
for him and his son, as nice as 
dens in your home if you can afford 
Oriental rugs and deep upholstered 
furniture. , 

And novelties galore—a big mul- 
ticolored ball that hangs from the 
ceiling in the showroom that re- 
flects every tiny bit of light—posts 
in the showroom completely clothed 


in tiny mirrors from floor to ceil- 
(See BACKSHOP, Page 41, Col. 1) 
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Lube Rack Held 

Best Spot to 

Regain Goodwill 
25 Service Checks 


Suggested to Help 
Preserve Old Cars 


DETROIT. — One of the 
best places, where the dealer 
can start a program to regain 
the goodwill of his customers 
and the car owners of his 
neighborhood is at the lubrication 
hoist. Here it is also that much 
goodwill is lost, because here it is 
that the owner may lose confidence 
in the dealer’s service organization 
to do a good job. 

Practically all dealers admit that 
during the past three or four 
years, the automobile business has 
lost goodwill that was freely given 
7 the public during the early war 

ays. 


of the car 
lic by prices for 
used cars or by the 
lic for a killing” service 
station on o 


didn’t overcharge 
in for a big used car business.” 

And that same dealer, whose 
ethics of business may be above 
reproach, may be one of the deal- 
ers in his community most guilty 
of the charge of destroying good- 
will among car owners. 

His shop destroyed that good- 
will by destroying the confidence 
that the owner placed in the deal- 
er to keep his car going until new 
cars were being produced in quan- 
tity again. Lack of supervision of 
the repair work being done and 
lack of interest in the customer’s 
complaints, destroyed the goodwill 
—the confidence—that the owner 
had in the dealer’s desire “to take 
care of him.” 

Generator bearings went out and 
allowed windings to be cut be- 
cause the oil cups were neglected; 
batteries went bad because the 
water level was allowed to drop 
too low; fan belts broke out on 
the road because the operator al- 
lowed a car with a badly cracked 
or worn belt to go out without 
calling it to the attention of the 
owner, and bushings wore prema- 
turely because there was no fit- 
ting on the bearing, and the opera- 
tor neglected to put one in—and 
so, no lubrication to that bearing. 

Car owners expect their serv- 
ice shop to look out for these 
things—the great majority of 
owners who buy lubrication and 

don’t look 


oil 
(Continued on Page 38, Col. 1) 


Like Old Times 


Chicago Dealers Issue 


Warranties Again 


CHICAGO.—Sign of a comeback 
by private industry: 

With the doom of OPA, Chicago 
Automobile Trade Assn. is again 
supplying dealers in this area with 
“CATA Approved Used Car War- 
ranty” forms. 

James F. McManus jr., 





presi- 
dent, announced last week that the 
warranties will soon be available 
to members in quantity lots, each 
bearing an imprint of the dealer’s 
name, address and telephone num- 
ber. 

McManus added that the used- 
car warranty was popular with 
dealer members “before the ad- 
vent of the OPA used-car price 











ceiling regulation.” 











Liberalize ASIS Attendance, 
Exhibitors Demand 


FUTURE ASI shows must be opened up to a larger 
segment of the maintenance industry, or they will cease to 
be the big rallying points for all that is new in parts, shop 
equipment and accessories for resale in the automotive 
industry, it is acknowled in a recent bulletin to its 
members by the Motor & Equipment Mfrs. Assn. 

The bulletin says: “Responses to the several bulletins 
sent manufacturers this year about the restrictions im- 
posed on attendance of non-member jobbers at the Atlan- 
tic City ASIS make it unmistakably clear that exhibitors 
are virtually unanimously in favor of admitting member 
wholesalers for the first three show days but opening the 
ASIS its last three days to all non-member jobbers of rec- 
ord, as was done with this show prior to the 1946 ASIS. 

“In an industry where the non-member jobbers out- 
number the member wholesalers by about 5 to 1 and 
the member jobbers habitually depart from the show 
on or before the first three closed days are over, and 
with the manufacturers bearing the heavy expense of 
the ASIS, there is no valid reason for any further at- 
tempt to have the show exclusively for member job- 
bers, freeze out the non-member wholesalers, or util- 
ize the Automotive Service Industries Show as a high 
pressure jobber membership oe 

‘The associations have 51 weeks of every year to pro- 
mote membership. Every energy should be devoted during 
show week to make the ASIS the most satisfactory me- 
dium possible for exhibitors and the merchandising of 
their products. 

“For these reasons—and to avoid what happened to 
non-member jobbers at this year’s show—. , when 
the meeting is held to another ASIS agreement, 
will stand by its position t the ASIS give member 
wholesalers the first three days for their attendance and 
that ALL NON-MEMBER JOBBERS OF RECORD RE- 
CEIVE INVITATIONS TO ATTEND THE ASIS DUR- 
ING ITS LAST THREE DAYS.” P 


THIS BULLETIN not only confirms the reporting in 
AUTOMOTIVE News of manufacturer thinking at the last 
ASI show, but also tends to one with a suggestion made 
over a year ago by this publication regarding this tre- 
mendous aftermarket display which costs the exhibitors 
up to an esimated $10,000,000 in displays, manning the 
booths and entertaining the customer visitors during 
the week. 

AUTOMOTIVE News has said several times that the ASI 
show has outgrown its sponsorship and that today it has 
become, through sheer merit and need, the market place 
of the entire automotive aftermarket. 

Automotive News, however, has gone further than 
the MEMA and suggests that the ASI show be opened 
to wholesalers among the franchised car and truck 
dealers as well as “jobbers of record.” 

This would not stop NADA from going ahead with its 
service procedure and shop equipment show, which is 
planned for the 1948 convention, but it might eliminate 
the necessity of the NADA show becoming a counterpart 

duplicate of the ASIS as far as parts and accessory 
manufacturers are concerned. 

There is a need for the t of show and educational 
meeting that NADA has in mind, for after all the car and 
truck dealers are the prime customers of the shop equip- 
ment and testing tool makers. The car dealers are the first 
to introduce these new machines and equipnfent in the 
trade. ® * > 


WHILE SUCH a show would be both interesting and 
instructive to many dealers, the ASI show is built up to- 
day primarily as a “jobbers” show and everything is 
eared to the wholesaling of maintenance material through 
the recognized channels. 

Since this show was first started, a major change 
has come into this picture, whether it is recognized by 
the sponsoring associations or not. During the past 
few years there has grown up among the franchised 
dealers a group of parts and accessory wholesalers 
whose volume is as great or ter than that of the 
pe sang of the member jobbers of the sponsoring 
np r associations. 

these “dealer jobbers” are admitted to the ASIS, it 

is believed in many quarters that drastic competition that 
would be harmful to both groups may be avoided. 











Replacement Sales 
Expected to Top 
$944 Billion 


Car Dealer Shops 


Due for $1)% Billion 
In Customer Labor 


DETROIT.—Car dealers are 
headed straight for a bonanza 
year this year of 1947 in the 
sale of customer labor, re- 
placement parts and accesso- 


ries. It should be the largest year 
the industry has ever had—a P rd 
n 


registers from their service shops 
alone. 

This figure is based on estimates 
by the leading authorities in the 
industry. These authorities include 
the Automobile Manufacturers 
Assn., Automotive & Aviation Parts 
Manufacturers, Inc. and the re- 


proximately 55 percent of the ser- 
vice dollar volume last year—and 
should again this year, in spite of 
an estimated new-car and truck 
production of some four to five 
million vehicles. 

In fact, according to the initial 
returns from a survey of dealer 
operation that is now being made 
for Automotive News, car dealers 
should increase their percentage of 
the total service business by at 
least 5 to 10 percent, as they have 
added sufficient additional service 
shop space to take care of at least 
5,000,000 more service customers. 


One is the question of availability 
of material to make the replace- 
(Continued on Page 39, Col. 1) 


| Alemite Chief 
Predicts Peak 
Equipment Sales 


CHICAGO.—Sales of the Alemite 
and Instrument lines in 1947 should 
be greater than in 1946, according 
to Frank A. Hiter, vice-president 
of Stewart-Warner Corp. 

“As a supplier of components to 
the automotive industry—instru- 
ments, speedometers and gauges, 
lubrication equipment, and other 
devices—we are anticipating sus- 
tained demand from manufactur- 
ers, subject of course, to uninter- 
rupted production in their plants,” 
Hiter said. 

“In the pleasure boat and marine 
fields, also, indications point to 
high production schedules.” 

He predicted that industry at 
large, if not shut down by work 
stoppages or materials shortages, 
would continue to be a large pur- 
chaser of lubrication equipment for 
in-plant use as well as for stand- 
ard equipment on its products. 

“Sales of lubrication service 
equipment for car dealers,” Hiter 
pointed out, “service stations, other 
automotive service establishments, 
through our distributors and their 
jobbers, should exceed any previ- 
ous peacetime year.” 
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accept any COD packages unless 
sure of their coptents and the 
shipper. 


Wander-Cutler 


A certificate of partnership has 
been filed in Buffalo for the Wan- 
der-Cutler Motor Sales, 5240 Broad- 
way, Lancaster, N. Y. Partners are 
Fred G. Wander and Solomon 
Cutler. . 








New Battery Plant 
BILOXI, Miss.—Hicks Battery 
Mfg. Co., of Columbus, Ga., has 
selected Biloxi as the site for a 
manufacturing plant, according to 
Leslie B. Grant, president of the 
Chamber of Commerce. 





Want to buy or sell new or used 
cars? Classified Want Ads see inside 
back cover? will solve your problem. 
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‘What Is a 


Customer?’ 


"47 Service Opportunities Outlined 
By AAA’s Babson 


WASHINGTON. — Sixty - eight 
million sparkplugs will be needed 
by American motorists during 
1947, it was estimated by the Na- 
tional Automotive Service Depart- 
ment of the American Automobile 
Assn. here last week. In addition, 
35 million lubrication jobs, 45 mil- 
lion oil changes, 32 million brake 
adjustments and 30 million motor 
tune-ups are among the service 
jobs estimated by AAA. 

Fifteen million fan belts, 18 mil- 
lion new batteries and 21 million 
battery recharges are also needed, 
according to the estimates. 

Using this data as a base for his 
opinion, Paul T. Babson, of AAA, 
has written six commandments 
for customer service under the 
title, “What Is a Customer?” 

“A customer is the most impor- 
tant person ever in this office... 
in person or by mail. 

“A customer is not dependent 
on us... we are dependent on 
him. 

“A customer is not an interrup- 





fer care 
ad 


There is a patented Delco 
Hydraulic Shock Absarber to 
meet every requirement of 
springing and auspension: 
Single Acting, Direct Acting, 
BDeuble Acting, Inertia Con- 
trol—and special applications 
with Individual 
heel Suapension. 


DELCO Hydraulic Shock Absorbers 


‘n her cara lady prefers 
that gliding DELCO RIDE 


All kinds of passengers in leading makes of cars, trucks and 
buses enjoy and prefer that smooth, balanced “Delco 
Ride.” To the solution of every problem of riding com- 
fort, Delco Products brings creative engineering, a 
long background of experience, a unique record of 
cooperation with automotive designers ... plus modern 
and expanded manufacturing facilities. Delco Products 
Division, General Motors Corporation, Dayton, Ohio. 


tion of our work, he is the 
of it. We are not doing him 
vor by serving him... he is do! 
us a favor by giving us the oppor- 
tunity to do so. 

“A’ customer is not an outsider 
to our business ... he is a flesh- 
and-blood human being with feel- 
ings and emotions like our own, 
and with biases and prejudices. 

“A customer is not someone to 
argue with or match wits with. 
Nobody ever won an argument 
with a customer. 

“A customer is a person who 
brings us his wants. It is our job 
to handle them profitably to him 
and to ourselves.” 


Inspection Bill 
Up for Action in 


South Carolina 


COLUMBIA, 8S. C.—The 1947 ses- 
sion of the South Carolina Gen- 
eral Assembly opens here Tuesday 
(Jan. 14). It is the consensus that 
a@ move to tighten traffic regula- 
tions to halt a rising death and 
injury toll from highway accidents 
probably will be made early in 
the session. 

As previously reported in Avuto- 
motive News, State Highway de- 
partment officials have indicated 
they will press again for enforce- 
ment of the state law making man- 
datory automobile inspections each 
six months. 

It will be recalled that the high- 
way department waged an unsuc- 
cessful battle for renewed enforce- 
ment of the war-disrupted law, 
but legislators voted it down be- 
cause they said parts were too 
scarce, 

However, a heavy increase in 
traffic fatalities and injuries this 
year has made certain that there 
will be another drive to tighten 
traffic ns. 

Several legislators have indicat- 
ed they may introduce bills to 
tighten up enforcement of the law 
for mandatory suspension of driv- 
ers licenses in drunken driving 
cases. 


Alignment Sets 
Held Improved 


SOUTH BEND, Ind.—Portable 
Bennet-Feragen wheel alignment 
sets are now a newly-improved 
product providing complete serv- 
ice with greater speed and accur- 
acy, according to the manufac- 
turer. 

Made available by Safety Equip- 
ment Co. here, this new inspection 
group is a four-piece unit consist- 
ing of an aligner, two turntables, 
and a gauge, whose simplicity and 
durability were cited as evidence 
of top-quality development. 
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Hoover, Smithuran 


Elected by Boosters 
PORTLAND, Ore.—Clarence D. 
Hoover of Federal Mogul Corp. has 
succeeded A. G. Scrivner of Per- 
matex Co. as president of Auto- 
motive Booster Club No. 29, Port- 
land. James A. Rice, manufactur- 
ers’ representative, was re-elected 
vice-president, and Earl Anderson 
of Parts Exchange Co., secretary- 
treasurer. 


New directors are Leonard Horn 
of L. M. Baxter Co. and Robert W. 
Allen of Snow Sales Co. Other di- 
rectors are C. D. Ward of Sealed 
Power Corp. and Earl Wilson of 
Perfect Circle Co. 

The new president of the B-21 
Seattle club is Marshall Smithuram 
of Minnesota Mining & Mfg. Co. 


Prew & Leblanc 


A group of Nashua (N. C.) resi- 
dents have incorporated an auto- 
mobile dealership which will oper- 
ate under the firm name of Prew 
& Leblanc. Officers of the firm, 
which will have a capital stock val- 
ued at $20,000, are Peter F. Prew, 
president; Ross D. Mercer, vice- 
president; John M. Leblanc, treas- 
urer, and Blanche A.° Dionne, 
clerk. They, together with Earl A. 








Rice, will serve as directors. 
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NEW YORK.— How to make a 
plastic polish and how to remove 
oxide coatings on aluminum are 
two helpful automotive hints con- 
tained in the last issue of Glycer- 
ine Facts published by the Glycer- 
ine Producers Assn., New York. 

In a discussion of the use of 
abrasives in working with plastics, 
N. Barberis notes that glycerine 
can be a useful adjunct for polish- 
ing celluloid and medium hard 
rubber. 

Thus among the materials for 
polishing celluloid is listed the use 
of pumice suspended in glycerine, 
and the employment of very fine 
tripoli or iron oxide in glycerine. 
Medium hard rubber, it is noted, 
can be ground with shellac-bound 
, silicon carbide and polished like 
| celluloid. 

Glycerine has many uses in the 
i treatment of aluminum and its al- 
' Joys. One of the latest is a method 
| for removing the oxide film that 
‘ forms on aluminum surfaces. There 
} are several recipes for removing 

these oxides, but most have the 
disadvantage of removing some of 
the underlying metal or of requir- 
ing heat and providing only slow 
action. 

To overcome these difficulties, 
their patent describes the use of 
solutions containing hydrogen flu- 
oride and water, the balance being 











Litsinger Shop 
| |Renovates 16 
Engines a Day 


CHICAGO.—In serving its own 
customers and Ford dealers in this 
area, Litsinger Motor Co., among 
the nation’s largest in scope of 
operations, is averaging 16 recon- 
| ditioned engines a day in its 

shops. 

This and other facts were dis- 
closed by Fred G. Litsinger, presi- 
dent, at a mammoth “open house” 
party in the firm’s ultra-modern 
establishment on Chicago’s near 
' west side. The affair attracted 
more than 1,000 customers and 
dealers, who were treated to a buf- 
fet lunch and an afternoon of en- 
tertainment provided by stars from 
radio station WLS. 
Litsinger conveyed the informa- 
tion that the company’s $300,000 
parts business during 1946 reached 
international proportions, with pa- 
tronage from as far away as South 

America. 

' Guests at the function were con- 
| ducted through the shops where 
they saw the newest in engine re- 
building equipment converting 
worn motors into those approxi- 
| mating new. It was the second 
| “open house” held by Litsinger Mo- 
/ tor Co., the first being at the for- 
mal dedication of the sales and 
| Service building early last spring. 
For many years the company’s 
} Sales have run heavily to fleet bus- 
} iness in Ford trucks and cars. The 
i firm has also built up a large fol- 
| lowing of customers on a single 
} unit purchase basis. 








* Safety Inspection 
Asked in Conn. 


| HARTFORD, Conn.—The State 

Highway Safety Commission last 
week adopted a resolution request- 
ing the Connecticut State Motor 
Vehicle department to reestablish 
the former system of semiannual 
inspection of motor vehicles as 
Soon as possible. 

The resolution also requested the 

general assembly to investigate the 
possibility of improving the inspec- 
tion system by providing under- 
| cover inspection stations at con- 
venient locations throughout the 
State. It is estimated that one- 
third of the cars in the state have 
defective brakes, lights or other 
‘Mechanical failures. 


Mammen Remodels 

H. G. Mammen, head of the Bue- 
ha Vista Motor Co., Storm Lake, 
Ha. is remodeling and redecorating 
he front portion of a recently pur- 
thased motor building. Salesroom, 
biice and parts departments will 
be installed. 











Tarnish Removal 


Simple Answer to Automotive Problem of Oxide 
Coatings on Aluminum Surfaces 


an alcohol, like glycerine. The solu- 
tions are prepared by passing an- 
hydrous fluoride into the liquid al- 
coholic fluid, until a 5 to 40 percent 
concentration is obtained. An illus- 
trative basic formula is as follows: 

Water, 1 to 5 percent; hydrogen 
fluoride, 5 to 40 percent; glycerine, 
to make 100 percent. 

The article from which the oxide 
is to be removed may simply be 
immersed in the solution for a suit- 
able period of time or the solution 
may be applied to a given area of 
the metal. The cleaned surface is 
then washed with water. Treatment 
time will depend on the type of 
coating, the hydrogen fluoride con- 
tent of the solution, and the tem- 
perature. 


This kind of treatment is useful 
in metallurgical analysis, for re- 
moving films formed during elec- 
trolytic brightening, for cleaning 
prior to joining operations, and for 
removing aluminum oxide prior to 
a subsequent coating process, it 


‘Service News’ 


Lincoln-Mercury Inaugurates 
Paper for Dealers 

DETROIT.—The first issue of the 
Lincoln-Mercury Service News, de- 
signed to aid the division’s dealer 
organization in the service and 
upkeep of Lincoln and Mercury 
cars, is now in the hands of deal- 
ers throughout the country. 

The publication will carry ar- 
ticles dealing with service policies, 
operations, uses of tools and 
equipment, the care and mainte- 
nance of Lincoln and Mercury cars, 
and general information about the 
manufacture and inspection of va- 
rious parts and assemblies for the 
two cars. 


“Lincoln-Mercury dealers will 
find that a careful study of the 
Service News by their service per- 
sonnel will help increase the effi- 
ciency of their service organiza- 
tion,” Glenn H. Schricker, parts 
and service manager, said. 

The first issue of Service News 
deals with the construction and 
operating principles of the over- 
drive used on the 1946 Lincolns, 
he added. 





Interesting items in Bob Finlay’s adver- 





tising column. 
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Here's one of the big time-saving features that makes ARO 
Lubricators so profitable for you! 

It’s the Chassis Lubricant Pump with ARO’S “Dual 
Ratio—Hi-Lo Pressure” design. 

Other features of ARO design are equally 
assuring speedy, dependable performance to improve 
service and attract more lube business! See your ARO Jobber 
or write The Aro Equipment Corporation, Bryan, Ohio. 
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Dennerline Made 
President of 


Wheel-Rim Assn. 


CHICAGO.—Fred W. Dennerline 





way transportation for a period 
of more than 25 years. 

The newly elected directors to 

board are Daniel P. Hurley 

of the New England 
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Lube Rack ‘Best Spot’ 
To Regain Goodwill 


(Continued from Page 35) 
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ional effort with 
and dealers, as 
ial vehicle opera- 
tires in a manner 
newly established 
standards for the industry. 
Recent developments through en- 








gineering research and proving|ture in its educational presenta- 
ground tests have indicated that | tion. 

tires, properly mounted, materially 

contribute to safer operation of| «neaiers Tell Me,” by John 0. Munn, 
vehicles, the association states. The | is an open forum for the expression of 
association will include this fea-/| dealers’ opinions. 


@ ALL YOU HAVE TO DO, to gain full benefit from the most highly organized and most com- 
prehensive parts service in the industry, is to depend on your NAPA Jobber for your requirements 
. . Your problems are his problems. He is an independent business man whose success depends 
on giving you the best possible service on the parts and materials you need for cars, trucks, buses 


and tractors of all makes . 


. . As part of the nation’s largest independent parts organization, 


he is able to do it well. “Your NAPA Jobber Is a Good Man to know”— and the better you know him, 


the more it will profit you. 


NATIONAL AUTOMOTIVE PARTS ASSOCIATION « DETROIT 1, MICHIGAN 
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But lube men go on month after 
month greasing the same car with 
a missing fitting, neglecting hard- 
to-get-at fittings and entirely over- 


looking putting water in the bat-| 4s¢ 


teries, turning down water pump 
grease cups and inspecting fan 
belts and electrical wiring. 

One of the finest things a dealer 


could do today to sell confidence 


in his shop and dealership is to 
make up a check sheet of the fol- 
lowing points, which are included 
in a paper on lubrication by A. L. 
Wiest, lubricants manager, Shell 
Oil Co.: 

Look for: 

1. Missing grease fittings. 
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2. Damaged or broken shock ab- 
sorbers. 

3. Cuts on the inside of tires. 

4. Broken or corroded mufflers, 
exhaust and tail pipes. 

5. Bent or broken brake lines. 

6. Broken spring leaves or spring 
clips. 

7. Missing nuts. 

8. Damaged or bent steering link- 


9. Loose or badly worn universal 
joints. 

10. Rotted rubber on stabilizer 
arms. 

11. Worn electrical cables. 

12. Wheel alignment as shown 
by tire wear. 

13. Leaking seals. 

14. Leaks in hydraulic brake sys- 
tem. 

15. Torn universal joints. 

16. Transmission and differential 
grease leaks. 

And we at Automotive News 
would add: 

17. Broken or unbolted battery 
tie-downs. 

18. Worn fan belts. 

19. Loose hup cap fasteners. 

20. Cracked battery cases or 
missing caps. 

21. Split or worn window-wiper 
vacuum lines. 

22. Missing oil breather cap. 

23. Water pump leak. 

24. Radiator and heater 
damage. 

These all lead to labor and parts 
sales, as well as increased good- 
will. 

Lubrications must be thorough 
yet not sloppy. 

Chassis points are not usually 
well protected by seals and must 
rely on the lubricant to seal out 
the large amounts of abrasive 
dust and moisture, as well as to 
lubricate the bearing points. 

If sufficient lubricant is not pres- 
ent to seal out this dust and mois- 
ture and, if it is not replaced at 
sufficiently frequent intervals, it is 
obvious that wear is going to be 
rapid and the owner blames the 
dealer for not seeing that his car 
was properly protected. 

Although the amount of motion 
in chassis points is not great, it 
is constant, and it is combined 
with constant heavy shocks and 
road vibration which tend to work 
out the lubricant and permit the 
entry of dirt. Wear gradually in- 
creases as bearing clearances be- 
come greater and are less able to 
retain the lubricant which pre- 
vents the entry of further dust. 
Not until wear has progressed to 
the point that steering is sloppy, 
wheel alignment difficult, and ride 
quality poor, is the damage from 
failure to lubricate at regular in- 
tervals apparent. 

This may be a relatively slow 
process; but, because it is occur- 
ring at so many points simulta- 
neously, the effects of wear through 
poor lubrication practices are 
widespread. Engine parts such as 
water pump, generator, and distri- 
butor, although not subject to dust j 
and moisture to the same extent 
as other chassis points, rotate at 
high speed, and have closer bear- © 
ing clearances, and a relatively 
small amount of lubricant. 
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You know when the gas tank's 
full, because the VENTALARM 
stops whistling! Prevents blow- 
backs, overfilling . . . makes 
pumping faster, easier. Everyone's 
talking about VENTALARM! 


SCULLY SIGNAL CO. 


Cambridge 41, Mass. 
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Big Business Ahead for Dealers. . . 





Replacement Sales Seen 


Topping $2'2 Billion 


(Continued from Page 35) 


ment parts and accessories that 
will be needed to take care of the 
cars now-on the road, and the 
other is the ability of the fran- 
chised dealers to mend their pub- 
lic-relations fences and _ regain 
goodwill. 

According to the AAPM, last 
year the industry used 19.4 percent 
more steel than it did in 1941 to 
build cars, trucks and parts. AAPM 
claims that if we have a 4,000,000- 
vehicle year in 1947 (3,000,000 cars 
and 1,000,000 trucks), the replace- 
ment parts industry will have to 
get along on approximately 87 per- 
cent of the number of parts that 
should be produced, if the industry 
gets no more material than it did 
last year. And steel sheets, cast- 
ings and forgings were bottlenecks 
for most concerns in the industry 
all during the year. 

Fortunately for the car dealer 
outlook on service business, both 
the associations and a large per- 
centage of individual dealers are 
beginning 


sho disgruntled over lack of 
pores + Aion treatment, failure to 
do the work ordered, failure to 
deliver as promised, overcharging 
and all of the other sins of com- 
mission and omission that surplus 
business combined with lack of 
efficient help brings to an in- 
dustry. 

Smart dealers are not trying to 
excuse their actions, or the treat- 
ment given a large share of their 
customers, during the past two 
years of lush service business, 
when more than ever they have 
learned to love the tingle of that 
service shop cashier’s cash register. 

They know that certain evils 
have crept into the operation of 
practically every franchised deal- 
er’s shop, and are taking the prop- 
er steps to rectify the conditions 
in their individual shop so that 
they can again feel certain that 
their shop will continue to pay the 
92 to over 100 percent of total over- 
head-burden that it has been pay- 
ing during the past four years. 

They know that satisfied ser- 
vice customers are not only the 
source of good profit dollars 
which they have come to lean on 
as a necessary part of their profit 
picture, but also that these good 
service customers will be their 
best source of new and used ve- 
hicle customers when the sales 
going starts to get a little rough 


again. 

Meantime, they are beginning to 
pave the way for those “harder-to- 
get” sales when the present cash- 
buyer slips off and more and more 
of the present too-high priced cars 
must be sold on time sales. 

They also realize that their labor 
sales return per customer has in- 
creased 49.5 percent since 1941 
while their parts sales per customer 
has increased 47.8 percent and that 
the present high average service 
sale per customer of approximately 
$21.28 can not possibly continue. 
Especially is this true when one 
considers that even in 1941, which 
in itself was a year of high aver- 
age service sale, the “take” per 
customer was only about an aver- 
age of $13.17 per customer, for all 
types of dealers. 

Customer labor sales per service 
customer ticket has risen from an 
average of $6.69 to $10.60 since 1941 
and parts sales per ticket from an 
average of $6.48 to $10.63. 

During that time, however, the 
average dealer has had an in- 
crease of 27.5 percent in service 
customers while the dealer has 
been able to increase his me- 
chanic force only 1.5 men per 
average dealer. 

Of course, there are consider- 
ably more mechanics employed by 
dealers today than there were in 
1941, as there are at least 10,000 
more dealers active in customer 
Service business than there were 
then. 

Some of the industry researchers 
estimate that 1948 will see a slight 
additional increase in service busi- 
ness but this is contested by in- 


truck factories. They see 1948 as 
the “levelling off” year and service 
business start to.go down hill in 
volume with 1949. 

By 1950, these experts feel that 
replacement parts sales will be 
back to a predicted normal of about 
$650,000,000 per year, which would 
bring the total service business 
back to around  $1,300,000,000 — 
about the average of the 1940-1941 
years. 

In 1940 the industry did about 
$553,000,000 wholesale volume and 
in 1941 this had increased to $718,- 
212,295. The year 1941 is not con- 
sidered a normal prewar year as 
both jobbers and dealers knew the 
war was coming and they built up 
their stocks of parts to help carry 
them through the war period. 

For 1950 some prophets believe 


that the volume will go sharply 

down. They point out that during 

the eight-year period from 19383 

to 1940 the average replacement 

parts sales volume per year was 
only about 

Much of what will happen in 
those years is now in the hands— 
or the minds—of the vehicle de- 
signing engineers, for by that time, 
with any luck, approximately 23,- 
000,000 of our present “parts-eaters” 
will have been replaced by new 
cars and at least one-third of these 
should be of the improved type 
with the new high-compression en- 
gines, automatic torque converters, 
and the other improvements. 

The accessory sales picture 
should be bright for the car dealer 
for the next five years, if he is 
alert to that end of his business. 
First off he must realize that there 
are approximately 10 filling sta- 
tion, chain “hole-in-the-wall,” tire 
outlet and department stores to 
every franchised dealer. The oil 
companies claim 350,000 filling sta- 
tions alone, most of which sell 
some accessories and parts, such 
as oil filters, spark plugs, wind- 
shield wiper blades, batteries and 





tires. 








But to offset the competition of 
the filling stations and other “store” 
competition, the car dealer will 
have to do more than offer these 
items for sale. He, too, will have 
to go into a strong TBA (tire, bat- 
tery and accessory) program such 
as is being founded at the filling 
stations from every supplier angle. 


He will have to train his sales- 





men on a TBA program and get. out 
and sell. His car salesmen, parts 





men, lubrication men, and, in the 
larger. establishments, the service 
floor greeters—will have to be thor- 
oughly trained to go 
“nickel-and-dime” business, as it is 
not only profitable, but in 
cases leads to extra customer labor 
hours sold in the shop. 

‘‘We finally located these parts although 
it took 2 ads several months apart. We 


believe in being persistent.’’—Parsons Auto 
Reconstruction Shop, 45 N. Franklin 8t., 


é 








Washington, Pa. 





How to Make This Winter a Better Winter for 


YOUR LUBRICATION BUSINESS 


bbs are two reasons why lubri- 
cation business falls off in winter. 


One reason 


is weather conditions 
which hamper normal use of automo- 


biles. That is something you can’t help. 


The other reason is this: balky 
motors, sluggish with cold, make people 
hesitate to use their cars. That 
something you can help by pushing 
your sales of Quaker State Cold-Test 


Oil and Winter Greases. 


QUAKER STATE MOTOR OIL e QUAKER STATE SUPERFINE LUBRICANTS 


And, 


is motorists to 


Quaker State Cold-Test Oil does 
a wonderful job of helping car motors 
start quickly and run smoothly, 
despite the cold. 


remember, 
winterize with Quaker State Superfine 
“Winter Greases encourages more 


through the winter. Helps your busi- 
ness to hold up. Helps make customer 
friends for youasa Quaker State Dealer! 


every car you 


use their cars right ° 





/ . 
QUAKER 
_ STATE 


MOTOR OIL 


Member Pennsylvania Grade 
Crude O:l Association 


QUAKER STATE OIL REFINING CORPORATION e OIL CITY, PENNA. 
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| | Monroe Offers 


New Line in 
Thirtieth Year 


MONROE, Mich.— Making its 

thirtieth anniversary an- 
Monroe Auto 
t Co. last week revealed 


| a new series of hydraulic shock 


absorbers said to eliminate leak- 
insure precision operation and 
full easy-riding performance 
during the lifetime of a car or 
truck. 


The new shock absorbers, which 
employ such _ recently-developed 
features as “spun-over” construc- 
tion, moJded rubber seals, seam- 
dess pressure tubing and chromium 
plated rods, have been placed in 
production for replacement use 
through dealers and service sta- 
tions and also have been adopted 
as standard equipment on several 
makes of new passenger cars. 

Their introduction represents the 
initial step in an expanded sales 
and manufacturing program keyed 
to observe 1947 as the Monroe com- 
pany’s thirtieth year in the auto- 
motive field. 
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Removing Guesswork 


Oisen-Francis Dealership Uses Scale Models 
To Find “Bugs” Before Building 


PORTLAND, Ore. — Taking the 
guesswork out of planning the 
architectural layout of its new 
Lincoln - Mercury dealership in 
Portland, Ore., the Olsen-Francis 
Co. used miniature cars and a 
scale model of the proposed build- 
ing to predetermine the conveni- 
ence and efficiency of the floor plan. 

From original plans by Richard 
Sundeleaf, architect, Barnard 
Young, of Portland, a professional 
model builder, built a model of 
the building. Clarence E. Francis 
and C. Edwin Francis, owners of 
the firm, and their department 
heads, played with the miniature 
building and cars in order to study 
vehicle movement and convenience 
of the layout. 


The model of the two-story build- 
ing, designed to cover a _ three- 
quarter block area, was constructed 
with removable roof and second 
story so that every detail of the in- 
terior could be studied. 

It became apparent at once that 
this unique method of planning is 
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“Hloor Lewel” WHEEL ALIGNMENT OUTFIT 


.».Merchandises service to customers... 
and enables mechanic to turn out “ccarate Work with <ese Effort/ 


If economy in floor space is a factor, you'll 
want the new WJ-112 Weaver “Floor Level” 
Wheel Alignment Outfit... It’s accurate... It’s 
efficient ...It attracts trade, and impresses cus- 


tomers. 


With a WJ-112 installation, the accuracy in- 
herent in Weaver system of checking and correct- 
ing tools is retained without absorbing the floor 
space necessary for installing the usual align- 








working clearance. 


ment “rack” for elevating the vehicle to obtain 


In using the Weaver “Floor Level” equipment, | 
the depressed floor area gives the mechanic the 


advantage of a comfortable working position. 


W4J-112 meets a definite need, but it does not 
supplant the well-known Weaver WJ-106 Outfit 
which is still preferred where floor space is not 
a factor... Ask your Weaver jobber for details. 


WEAVER MANUFACTURING CO. spaimerieno, it. v.s.a. 


in addition to WHEEL ALIGNMENT OUTFITS, the complete Weaver line includes Twin Post Lifts... Headlight 
Testers. .. Brake Testers ...Wheel Counterbalancer . ..Lo-Hi-Draulic Jacks... Air Compressors... Wheel Dolly 





advantageous because use of the 
models immediately revealed faults 
in thé plans. 

Alteration of the architectural 
design to accommodate the desired 
flow of cars through service and 
repair departments resulted in the 
acquisition of adjoining property 
for additional building area. 

Excavation for the new Olsen- 
Francis building, to be located on 
Sixth St. from Clay to Broadway, 
has begun. Actual construction, 
however, will not be started until 
revised plans are received and 
tested by this scale model method. 


Auto Wreckers 
Pick Rappaport 
And Delson 


CHICAGO.—Max Rappaport, of 
Minneapolis, has been elected pres- 
ident of the National Auto Wreck- 
ers Assn. for 1947, while Louis E. 
Delson has assumed the position 
of executive secretary with head- 
quarters at 624 S. Michigan Ave. 
here. 

The remainder of this year’s ros- 
ter of officers follows: 

Frank Marra, Syracuse, first 
vice-president; Jack Harris, Den- 
ver, second vice-president; Joe Alt- 
fater, Memphis, third vice-presi- 
dent; Eugene Rosenfeld, Balti- 
more, secretary, and Ben Solomon, 
Toledo, treasurer. 

The association announced that 
four new directorships have been 
created. The list of directors and 
directors at large follows: 

William Goldstein, W. Quincy, 
Mass.; Tom Sharkey, Bronx, N. Y.: 
Ben Zellat, Philadelphia; I. Green- 
berg, Pittsburgh; Jacob  Sclar, 
Smyrna, Del.; Joe Bartley, Jack- 
sonville, Fla.; Ben Kaplan, Cleve- 
land; Sam Stellar, Cincinnati, Roy 
Warshawsky, Chicago. 

Sam Shumow, Milwaukee; Sam 
Kaufer, Detroit; Ben Shanfeld, E. 
St. Louis, Il.; Marvin Mintz, Den- 
ver; Harry Goodman, San Antonio: 
Allen Humphrey, San Diego, Calif.; 
Lloyd Willock, Vallejo, Calif.; Max 
Le Bid, Tacoma, Wash.; Saul Kol- 
lin, Minneapolis. 

Nate Driesen, Brooklyn; Sid 
Gorman, Detroit; Eddie Solkov. 
Dayton, O.; Sam Glassman, Cleve- 
land; Morris Kaplan, Cambridge, 
Mass.; Nate Worshil, Canton, O.: 
Sam Kort, Kansas City, Kan.: 
Louis Carr, Kansas City, Mo.; 
Morris Greenberg, Atlanta, Ga. 


Hyland to Head 
St. Louis Assn. 








ST. LOUIS.—Dan F. Hyland has 
been 


elected president of the 
Greater St. Louis 
Automotive Parts 
and Equipment 
Assn. 

Also elected 
were Russ Nixon, 
vice - president; 
John D’Agustino, 
treasurer, and G. 
R. Porter, secre- 
tary. 





% s 


Dan F. Hyland 





Ford Develops Lights 


For Back-up, Engine 
DEARBORN, — Two new lights 
designed to make motoring a little 
more pleasant have been an- 
nounced by the Parts and Service 
department of Ford Motor Co. 
They are a style back-up light and 
an engine compartment light. 
The back-up light, attached to 
the left side of the gravel deflec- 
tor of 1942 or 1946 Fords, Mer- 
curys and Lincolns, goes on auto- 
matically when the headlights are 
turned on and the car is shifted 
into reverse gear. The engine com- 
partment lamp lights automatic- 
ally when the hood is raised and 
makes it very easy to check the 
engine or the oil level at night. 


Wright Adds Garage 
E. L. Wright (Nash), Westview, 
Pa., has built a new garage addi- 
tion to his dealership, resulting in 
12,000 square feet of service space. 
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Backshop .. . 


By 
Jack Weed 
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ing—air and electricity piped into 
floor plugs in the showroom—built- 
in oil bar in the lubrication stall 
with center lube dispenser—over- 
head cranes on both sides of shop 
—overhead crane leading into parts 
storage logated over the parts room 
so that trucks can be unloaded on 
the service floor—two shop en- 
trances—I haven’t seen anything 
yet that he has missed. It’s a 
“deusie.” 
* + . 

ya reminds me—I got a 

copy of the Brantford Ontario 
Expositor the other day, which con- 
tained a full page story, with pics, 
and architect’s drawing of the new 
service addition which the Forbes 
Brothers are adding to their Ford 
dealership. The paper also shows 
the changes they have made in 
their old quarters—the addition 
will make their setup a U-shaped 
building. 

I called on them last summer 
and they promised to send me the 
dope on their new plant when they 
get it finished. And this edition of 
their local paper is a warning that 
they are on their way, I presume. 

* * * 

GOT AN announcement from 
Reynolds & Reynolds, the dealer 
form-firm headed by Dick Grant 
down in Dayton, that Ted (Mud 
Lake Diver) Wisner, now repre- 
sents them in Washington—and 
there’s a story behind this Wisner 
guy I'll spring for “youse” in the 
business right now. 

Before Ted put on a suit of 
Uncle Sam’s navy blue for the dur- 
ation—Lt. sr. grade, however—he 
was service merchandising man- 
ager for the Chrysler Corp. me- 
chanical service department out 
East Jefferson—I think that was 
his title but anyhow that was what 
he did. He came out to my place 
at the lake to open the bass season 
—he and “Kewpie” Hopkins and a 
lot of other Chrysler guys. 

In Michigan, the fishing season 
opens at midnight so on the stroke 
of 12, Ted and Hopkins decided 
they were going out right then and 
do some fishing—that was what 
they came out for and besides Ted 
had brought along one of those 
pint-sized outboards and he wanted 
to see if it would work. 

So they set out—Ted as engineer 
with his diminutive “put-put” and 
Phil with his trolling equipment. 
Well the minute they left the dock, 
Phil let out his line and about the 
time he had it practically all out 
behind them, Ted turned the boat 
around and went over the line— 
yep, you guessed it. “Put-put” pro- 
peller full of line. 

* * * 

SO ENGINEER TED, spotlight 
in hand, leaned over the back of 
the boat to see if he could disen- 
tangle the line—and overboard he 
went in at least 40 feet of water. 
Phil swears he gore al Ted, _ 
the spotlight still lig go down 
at least 20 feet before he started 
back up again—spotlight lit and 
white sailor hat still on. 

All we at the cottage heard was 
the noise—and Phil laughing—we 
heard them come back to the dock 
and saw Ted stand up—there is a 
light on the dock—and then Ted 
disappears again. His glasses were 
still wet and thinking Phil was 
holding the boat up to the dock had 
stepped out in eight feet of water 
for the second time. 

* + * 


ANOTHER GUY on that party, 
was on the same train I was com- 
ing back from the ASIS held at 
“Gyp City,” N. J.—Ellis Wright of 
Miller Tool—the firm that makes 
the Chrysler special service tools 
used in Chrysler, Dodge and De 
Soto service shops around the 
country. 

Ellis celebrated his 20th year 
with Miller on Dec. 16 last. That’s 
a heck of a long time to be on one 
job with one firm—has contacted 
Chrysler since Miller first took on 
the account, I understand — and 
still does—but now he’s a vice- 
president or something. 

a * 
GPEAKING of the ASIS, I forgot 
to tell you a couple of weeks ago 





that I had to sing for my supper 
in two spots during that event and 
one of the times was for my old 
friend Herman Schade, sales man- 
ager of the Grote Mfg. Co., Belle- 
vue, Ky. Herm was holding his 
sales convention for the field men— 
and for the first time I appre- 
ciated the amount of safety talk 
salesmen handling a line of tail 
and truck marker lamps do in the 
course of a year. 

They had an expert there giv- 
ing the boys a talk on the distance 
it takes to stop a car or truck 
after one sees the flare or warn- 
ing signal at night, for instance. 
Those lights must be seen consid- 
erably farther than the stopping 
distance of vehicle at high speeds, 
or they fail in their purpose. 

When most of us buy a tail lamp 
we are only interested in seeing 
that the glass is red and that it 
works—it never occurred to me, 
or to you Ill bet—to ask how far 
the reflector in that lamp would 


show on a cloudy night. After hear- 
img that talk you can bet your bot- 
tom dollar I’m going to be inter- 
ested in the reflective properties 
of the rear lamps on my car from 
now on, cause it’s most likely my 
neck that will hold the head guides 
the driving of my car—or it’ll be 
that of a friend or member of my 
family, and I want the oncoming 
driver to know I’m there in the 
road ahead of him, in plenty of 
time for him to stop, if my car is 
in trouble. 
. +. 
Ye the SAE meeting in De- 
troit started off with a bang. 
Not only did the society register 
more “draughters and planners” 
than ever before, but the “extra 
curricular” events also started off 
with a new postwar tempo. 
Cadillac kinda stole the show for 
us “auto-eds” Monday noon when 
they threw a luncheon for their 
dealers and let us guys sit in and 
hear Jack Gordon, the conparative- 
ly new GM, and Don Ahrens, sales 
chief, tell the dealers about the 
coming year. 
Gordon told the “Cad” sales- 
pushers that the company was pre- 
paring for the coming “war of the 





vehicles” with a $15 million expan- 





sion program that was already well 
under way. He also told the boys 
why he thought the factory was 
well prepared in the way of man- 
power and experience as well. One 
thing the war taught them, he 
said, was the advisability of living 
close to the users of their prod- 
uct, and pleaded for more advice 
and help on this score from the 
dealers who rub elbows with own- 
ers every day. 

Ahrens warned the boys that the 
“honeymoon” was over and that 
many of them would have to mend 
their business ways if they are to 
avoid being divorced from their 
customers and prospects. “Watch 
your public relations — principally 
your customer relations,” said Don, 
“and get back to a competitive 
state of mind where you make 
only reasonables charges and keep 
your promises.” 

“Heinie” Hall—T. Faxon Hall to 
be dignified—one of the greatest 
“advertising sales managers” in the 
aftermarket end of the business, 
m.c.ed the Walker Mfg. Co. open 
house and buffet supper, thrown 
for the visiting pencil pushers and 
the press Monday night at the 
Statler. They put on a three-ring 
show for the boys—music, profes- 





——. buffet supper for the 
visiting firemen Tuesday 
with Maurice Gotthelf as offetal 
greeter and George Mann, GM, 
again demonstrating that he 
without doubt, one of the finest, 
most congenial and accomplished 
hosts in the automotive industry. 
Of course, there were “headquar- 
ters rooms” with considerable en- 
tertaining sprinkled all through the 
Book-Cadillac hotel and each had 
its top brass in attendance. Among 
some where I looked in early in 
the week were Delco Products, 
Bendix Products, Cleveland Graph- 
ite Bronze, Stewart-Warner, Mc- 
Cord Mfg., Timken Detroit Axle, 
Aluminum Co. of America, and 
many others. No doubt about it— 
even though their production 
schedules are filled in most part 
for this year, the boys are not let- 
ting any sales grass grow under 
their feet—they’re out there pro- 
moting—for 1950 or some time, if 
not for now. 
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NOW AVAILABLE 
for Immediate Delivery! 
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The Kent-Moore Robot Headlight 
Tester’s past record of universal accept- 
ance and outstanding performance has 
established its superiority in the head- 
light testing equipment field. 


The new model No. J 1900-C em- 
braces all of the advanced engineering 
achievements in design and accuracy 
reflected-in former models. In addition 


of your car owners. 


lights expertly. 





the new smart modernistic appearance 
will instantly command. the attention 


No costly installation preparation is 
needed to put the Robot headlight tester 
to work in your service department. 


The Robot is so simple to operate that 
anyone can accurately test and aim 


THE CHOICE OF HEADLIGHT AND 
VEHICLE SAFETY ENGINEERS 


Write Kent-Moore For Descriptive Literature 


KENT-MOORE ORGANIZATION 
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fold into either side of the base. 
be hand lever is quickly detach- 
able. 
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ray 
throughout this industry, the port- 
folios will suggest innumerable 
time- reducing and cost-cutting 
methods of streamlining records 
and procedures. 


Texaco Reports Improvements 
In Starfak Greases 


Announcement has been made by 


The Texas Co. of improvements in 
Texaco Starfak Greases L, M, and 
H. Oxidation and heat resistance 
have been improved, and better low 
temperature characteristics have 
been obtained through the use of 
special highly refined, high viscos- 


low pour oils, it was re- 









They may be obtained reg 
e 


For All Equipment 


Marketed under the trade name 


of Mulsirex, an emulsifying agent 
designed for use with kerosene and 


Los Angeles 12, Calif. 


Mulsirex is recommended by the 


firm for removing heavy deposits 
of oil and 
kinds of metal parts and equip- 
ment. In solution with petroleum 
cleaning agents, Mulsirex adds to 
the cleaning potency of these 


light grease from all 


through its deep penetrat- 


agents 
ing qualities, it was said. 
+. om + 


New Adhesive Cement 
Reported by duPont 


A new industrial adhesive that 


requires no catalyst or special 
preparation for use was reported 
last week by G. E. Conde, director 
of research, Parlin, N. J., finishes 
laboratory, E. I. duPont de Ne- 
mours & Co. 


“We feel that with No. 4665 ce- 


ment we will fill a demand for a 
‘fool-proof’ liquid adhesive,” said 
Conde. He pointed out.a six months 
minimum package 
no tendency to gel inside of a year 
as an outstanding property of the 
new cement. 
a7 


stability with 


Auto-Lite Offers Dealers 
New Plug Cleaner 


A new spark plug cleaner and 


spark plug merchandiser will be 
vailable 


to dealers early in 1947, 


it has been announced by F. A. 
Nealon, sales manager, 

dising division, the Electric Auto- 
Lite Co., Toledo, O. 


Tr, merchan- 


The spark plug cleaner has a 


built-in dust and abrasive separa- 
tor which prevents clogging and 
is equipped with a pressure gaugé, 


built-in water trap and operates 
valve. 
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Van Norman Produces 
New Valve Machine 


Something new in valve recondi- 
tioning equipment is claimed by 
Charles R. Crowder, vice-president 
of the automotive division of Van 
Norman Co., Springfield, Mass. 

The Van Norman machine 
weighs about 1,100 pounds, and is 
equipped with a 1 hp. motor driv- 
ing a 10-inch wheel. It has an auto- 
matic chuck and is driven by a 
one-half hp. motor. The chuck has 
a 1-inch capacity and will take 
all valves from 15 degrees on up. 
Workhead is graduated with a Ver- 
nier scale, which means that it can 


*|set the head to tolerances as close 


as one minute of one degree. 
. * + 


Portable Light Designed 


For Night Road Repairs 


Magnalite, a new-type portable 
light designed for use by car own- 
ers while making roadside repairs 
at night, has been announced by H. 
L. Baumgardner Corp., 2018 W. 
North End Ave., Chicago 47. 

Constructed of plastic, Magnalite 
plugs into any auto cigaret lighter 
socket, providing a light many 
times brighter than an ordinary 
flashlight, the manufacturer said. 
It retails at $3.80 with a 12-foot ex- 
tension cord, $5.50 with a 36-foot 
cord. 





MASTER PRODUCTS MFG. CO., 
No. F 27-10 
with 10 


ity 
address is 1359 8. Flower 


visible 
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New Mechanical Washer 


Said to Reduce Manpower 

A mechanical automobile washer 
that can wash, polish and dry a 
car a minute and which requires 
only three attendants for its oper- 
ation, is being manufactured by 
Minit-Man Car Washer, 7450 Mel- 
ville St., Detroit. 

The machine consists essentially 
of two units; a washer and drier. 
The washer employs a series of 
brushes (on which water is 
sprayed) that revolve continuously 
and are brought to bear against 
the front, top, sides and rear of 
the car to completely remove all 
of the dust and dirt from the ex- 
terior of the car. The drier directs 
a series of air currents at the car. 

- *” > 


Willard Introduces 


New Battery Tester 


A new postwar model of the Wil- 
lard fast charger-tester is an- 
nounced by the Willard Storage 
Battery Co., Cleveland, and will 
be displayed at automotive acces- 
sory shops this winter and spring. 

Housed in a streamlined cabinet, 
the charge-tester is notable for the 
elimination of unsightly exposed 


- | parts, for its illuminated indicators 


and meter scales which assure easy 
and accurate readings. Everything 
possible has been done to make the 
unit easy to use and to facilitate 
quick, accurate battery testing, it 
is claimed. 


Automatic Code Writer 
Developed by Selectograph 

An automatic telegraph code 
writer has been developed by Se- 
lectograph Mfg. Co. Colorado 
Springs, Colo. 





Ready Delivery Assured 


On Lix-Rust Remover 

Immediate delivery can be 
made by the Merit Chemical Co., 
Akron, 0O., of Lix-Rust, a rust 
remover and polisher. 

The product is said to remove 
rust and polishes automobile 
aluminum = sur- 


hard surfaced stone fronts of 
stores and other buildings. It is 
also used on bicycles, tools, 
sporting goods, kitchen utensils 
and similar items. 


* * + 





acetylene alone and pro a fiame for 
bedy soldering, tinning, silver soldering and 
heating jobs. Two tips furnished with 
the kit. One for light duty soldering and 
one for body x informa- 
diag ee ~ Ene Products, 
for Bulletin No. 12 


Weits Edits Lamp Guide 


For General Electric 

A new 76-page technical trea- 
tise entitled GE Bulletin LD-1 
has been prepared by OC. E. Weitz, 
widely known lamp and lighting 


commerce, industry and the 
home, 


- * . 
Pocket Flashlight Shown 
By Lennan of California 
Lennan Lights, Inc., Burbank, 
Calif., is introducing a pocket flash- 
light wholly new in design, engi- 
neering and operating principle, 
with exclusive proven features 
after many months of testing. 
Priced to sell retail at $1.65 for 
the two-cell pocket light and at 
$1.40 for the purse light, prices in- 
clude bulbs, but not batteries. Dis- 


tributed nationally through whole- 


salers only. 
. © 


‘Checking Vee’ 

A “Checking Vee” to simplify the 
job of checking rods for bend and 
twist has been announced by the 
K. O. Lee Co. This addition to 
Lee’s “Knock-Out” rod aligner is 
designed for use on pistons which 
do not have flat head and have 
only a small flat surface against 
which it is difficult to check by 
ordinary methods. 

- + 
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Junior Size 
Worker Stability Cited 
By Studebaker Pacific 

LOS ANGELES. — Studebaker 
has long emphasized the stability 
of the plant personnel—the fact 
that grandfathers, fathers and sons 
can be found working side by side. 

Now the Los Angeles plant at 
Vernon, though only a trifie over 
11 years old, has begun to develop 
its own “Old Timers’ Club,” just 
like the hundred-year-old parent 
factory, according to C. K. Whit- 
taker, president. 

Twelve percent of the employes 
have been assem cars in the 
local plant since 1935, the year of 
its opening. More than 53 percent 
have been working since 1936, the 
second year. All the rest, with two 
exceptions only, have been with 
Studebaker Pacific since prewar 
days. 





Others are profiting from AN Want 
Ads, why not you? See inside backcover. 
ta Want Ad Dept., inside back cover. 


00 
getters 


When an Elk wants some- 
thing, he goes right out after 
it. That’s why 51.1% of the 
800,000 Elks own their own 
business; why 60.4% own 
their own homes. Talk now 
to these go-getters. 


























Customer Control, Inc. 


5 Court Square 
LONG ISLAND CITY 1, N. Y. 























ADJUSTABLE PARTS BINS!S 
WRITE FOR DESCRIPTIVE FOLDER 
SPERBER MFG. CO. 


1815 Trombly Ave. 
OETROMM 15, MICH. 






Automotive Stores 
Regain First 


Rank in Sales 


WASHINGTON.—The durable 
goods stores of the nation rang 
up a record of $19 billion in sales 
during 1946, the U. 8S. Department 
of Commerce reported last week. 

Sales at such stores include, in 
addition to durable goods, many 
nondurable goods items, sales to 
business and some services. 

The automotive group, composed 
of motor vehicle dealers and ac- 
cessories stores, has regained its 
prewar position as the largest in 
sales volume among the major dur- 

Comme 


last year’s purchases. 

Consumer expenditures for dur- 

able goods alone, including pur- 
chases of durables from all types 
of outlets, reached the unprece- 
dented total of $14 billion in 1946, 
more than four-fifths above 1945 
purchases. 
Consumer outlays for automo- 
biles and parts increased from an 
annual rate of less than $1 billion 
in the fourth quarter of 1945 to 
nearly $5 billion by the end of 1946. 
These expenditures include pur- 
chases of new and used automo- 
biles, replacement tires and tubes, 
and automotive parts and acces- 
sories. 

In addition to consumer goods, 
durable goods stores sell such 
items as trucks, automobiles for 
business purposes, and other goods 
not included in consumer expendi- 
tures. Such sales during 1946 pre- 
sented, in the main, the same pic- 
ture as that shown for consumer 
expenditures for durable goods. 


Tide Water Signs 
Tire Contract 


NEW YORK.—Through the sign- 
ing last week of an unusual con- 
tract, it is expected that more than 
10,000 distributors, dealers and 
service stations of Tide Water As- 
sociated Oil, from coast to coast, 
will be in the tire business shortly 
after Jan. 1. 

The contract was signed by Wil- 
liam F. Humphrey, president of 
Tide Water, and H. N. Hawkes, as- 
sistant general manager of the tire 
division of United States Rubber. 
It provides that the oil company 
will take over the exclusive sales 
of the entire line of passenger car, 
truck, industrial and ural 
tires and tubes made by the Fed- 
eral Tires division of U. S. Rub- 
ber, in all territories in which the 
three sales divisions of Tide Wa- 
ter national organization operate. 


Crazy? 
Humor Effective in Ads 


Of U. C. Dealer 

BUFFALO.—“ Jack,” who 
advertises Mimeclf ae “Buffalo’s 
Craziest Dealer,” makes effective 
use of an unusual type of news- 
paper advertising. 

A recent Christmas ad was a 
good example. After extending the 
season’s greetin; Smiling Jack 
said: “I'd like to give these cars 








He then went on to describe 
“Today's Sour Grapes Special... 
34 convertible. Has rag- bag up- 
holstery, motor needs work on it. 
The finish—what finish? In fact, 
you'll have to be 48 years old to 
buy it because the last owner was 
24 years old and only half crazy. 
Don’t rush, it will be here. $200.” 

Another car was plugged this 
way: “Shambles That Ramble! '37— 
with Bing & Boiler. Don’t come in 
to buy this, but you should see 
it so you will know the kind of 
car the ill-housed, ill-fed, under- 
nourished one-third have to drive. 
It’s awful. $395 will get you a lot 
of trouble!” 


$30,000 Fire at Chambers 


PAYETTE, Ida.—Chambers Mo- 
tor Co., in a fire of undetermined 





ding 
one truck. Harold Chambers is the 








dealer. 


Canadian Truck 
Booklet Ready 


MONTREAL.—Details of inter- 
city trucking services between 
more than 2,000 Ontario communi- 
ties are contained in the 1946 edi- 
tion of the official Ontario “Ship- 
by-Truck” directory just published. 

The directory, prepared and pub- 





lished by the Automotive 
port Assn. of Ontario, 
prehensive hand book of 


carriers in the province. It is dis- 
tributed free of charge to manu- 
facturers, industrial concerns and 
others interested in utilizing this 
form of freight transportation in 
Ontario and neighboring provinces. 





Incorporate Vivian-Buick 

Articles of incorporation have 
been filed by the Vivian-Buick, Inc., 
1530 E. Main St., Richmond, Ind., 
to sell automobiles and parts. The 
corporation has 1,000 shares of no 
par value capital stock and the in- 
corporators are Arthur M. Vivian, 
Katherine G. Vivian and Clarence 
M. Brown. 





many new ones. 


nytt 





/WALKER & Co. 


In appreciation of your patience . . . 


To Automobile Dealers . . . Everywhere 


Production of automobile dealer signs was much retarded throughout 1946. 


Shortages of steel, transformers, other parts and materials 
slowed our output—just as it did the manufacture of cars. 


Although during the last three months of the year our shipments were 
in excess of any comparable prewar period those signs shipped represented 
only a disappointingly small part of the business on our books. 


But we enter the first quarter of 1947 with the assurance of supplies of 
those parts and materials necessary for a volume of production greater 
than any in our more than 50 years in the sign business. 


We believe that this coming year should enable us to make delivery on a 
very large percentage of those much appreciated orders on hand... and 





Detroit 2, Mich. 











lar station 


8366 GRATIOT AVE. 





Do not confuse with the cheaper “ 





ACT NOW 
IMMEDIATE DELIVERY 


WILLYS DISTRIBUTOR 
Phones Fitzroy 2100-2101 








WILLYS DEALERS ATTENTION! 
Jeep Station Wagon Bodies 


WE WILL SHIP ANYWHERE 


Safety Glass 
Full Opening Rear Door 
Sliding Windows 


All Wood Sealed 


Fee ieee cee meee gt ee same wee a0 vegn- 
wagon built, varnished made to withstand vibra- 
tiens such as the “Jeep” may be subject to. 


For Army or Civilian “Jeeps’’ , 


FOR INFORMATION WRITE OR CALL 


JERRY LYNCH 


DETROIT 7, MICH. 
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PHOENIX, Ariz.—A bill provid- 
ing for compulsory reexamination 
and relicensing of automobile driv- 
ers every three years, requiring 
periodic inspection of vehicles and 
carrying other features coinciding 
with the uniform’ code —— 
by the President's Highway ety 


conference, will be submitted to/| victed 


the Arizona legislature this month. 
Traffic Engineer A. Glen Smoot 
of the Arizona Highway Depart- 
ment said the present state traffic 
laws are so archaic they still au- 
thorize, for instance, the use of 
acetylene headlights in autos. 
Writing of the new bill, he said, 


197 New English Autos 


Sold in Montreal 
MONTREAL. — 
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chase tax, which amounts to 
about 380 percent, does not ap- 
ply. However, there is a Do- 
minion war luxury tax of 10 
percent plus a federal sales tax 
of 8 percent, municipal and pro- 
over and 
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Arizona Road Bills 


Proposed Legislation Demands Driver, Vehicle Test, 
Highway Ban on Scooters, Bikes 








was started after months of ex- 
tensive research. 

Provisions in the new bill call 
for specific authority to issue re- 
stricted drivers’ licenses to aged 
persons and those with .impaired 
vision, require courts to withhold 
drivers’ licenses from persons con- 
of certain traffic offenses 
and submit them to the state motor 
vehicle department along with the 
trial records, prohibit passing on 
the right and regulate proper use 
of highway lanes. 

Also proposed is regulation of 
right-of-way through clarification 
of existing terms now in the law. 

Coordination of Arizona laws on 
lights, brakes an 
nationally recommended practices 
were included in the provisions. 
Prohibition of play vehicles (motor 
scooters, bicycles) from running on 
highways and regulation of bicyc- 
ling laws to prohibit riders “hook- 
ing” onto moving cars and other 


Canadian Assn. 
Elects Emblem 


MONTREAL.—Norman J. Em- 
blem, Montreal, has been elected 
president of Canadian Automotive 
Transportation Assn. He is .lso a 





Other officers of the Canadian 
association are: Jack Taylor, Cal- 
. Ww. 


secretary-treasurer. Directors are 
E. Johnston, Vancouver; L. Skin- 
gle, Regina; J. O. Goodman, 
ronto, is the executive secretary. 





vehicles were also written in. Last- 
ly, requirement of notification with- 
in 10 days of changes of names or 
addresses on certificates of titles. 
“There are two lines of thought,” 
Smoot said, “on the technique to 
be used in seeking legislative ap- 
proval of the code. One is to enact 
an entirely new code along sug- 
gested lines with whatever localiza- 
tion is necessary, then repeal the 
old laws. The other is to amend 
existing statutes where needed.” 


Battery Guide 
Device Indicates Efficiency 


Of Charge 

NEW YORK.—A calculating de- 
vice to aid garage and service sta- 
tion attendants in forecasting the 
efficiency of automobile batteries 
in all kinds of weather has been 
developed by the U. S. Tires divi- 
sion of United States Rubber. 

This device, made of glossy card- 
board, is primarily a visual aid 
that operates on the slide rule prin- 
ciple. Known as the “Thermo Pow- 
er Battery Calculator,” it is de- 
signed to translate a battery’s hy- 
drometer reading into the language 
of the motorist, correlating the 
reading with the present or ex- 
pected outdoor temperature to de- 
termine whether the battery needs 
recharging. 

The calculator is printed in the 
traffic-light colors of red, yellow 
and green to emphasize the various 
efficiency ratings. 


Touhy Resigns from Holler 
George is no longer asso- 
ciated with the Holler Motor Sales, 
Sanford, Fla., of which he had been 
manager for the past two years. 
A revision of operating policy by 
the owner of the business, W. E. 








To-| Holler jr., resulted in his resigna- 


tion, Touhy said. 








Average Hourly Earnings 


Of Shop Workers 


WASHINGTON.—Truck-Trailer Manufacturers Assn. has com- 
piled the following table on the average hourly earnings of workers 
in general automotive repair shops in selected cities according to 
July, 1946, payroll records, based on figures from the Bureau of Labor 
Statistics of the U. S. Department of Labor: 


Average Hourly Earnings in General Automotive Repair Shops 
Job Classifications 


Mach Mach 














Body u 
Cities Repairmen Electricians Greasers Class A Class B Washers 
eo 1.74 1.24 1.53 Bd -80 
Baltimore . 1.52 -79 1.36 -99 66 
__ eerreerere 1.85 91 1.69 -89 -71 
Detroit .......... 1.82 1.30 1.74 1.34 1.01 
MD, cbicebec os pe ée0 1.83 1.20 1.59 90 
WED wcaicccseves 1.92 1.34 1.94 1.07 
Houston ..... 1.94 2.07 17 1.65 90 -71 
New Orleans ..... 1.34 78 1.57 -85 -64 
Philadelphia ..... 1.53 79 1.48 1.03 -74 
Pittsburgh ....... 1.43 1.35 -83 1.28 1.01 68 
Reading ........- 1.08 15 1.03 ‘85 64 
Seranton ........ 1.13 1.11 -66 1.07 Bt 56 
Shreveport ...... 1.34 -64 1.20 -79 52 
Toledo ... 1.90 1.58 1.17 1.42 -93 34 
EL: 6 views ocee 1.43 -80 - 1.28 -98 -70 
Washington ...... 1.60 -74 1.41 4 -68 
wi 1.41 -80 1.33 1.06 -78 
Youngstown ..... 2.10 1.46 86 1.46 -92 91 
yf aa 
1 

Bowser Building Keeps Tab 

Plant in Scotland Eagan & Streng Uses 
GLASGOW, Scotland.—(UTPS)— Control Tower 

Bowser International, Ltd. U. S.| BUFFALO—A service control 


manufacturer of refrigerating 
plants, electrical and spray equip- 
ment for the garage and automo- 
bile industries, will be the first 
tenant of a new industrial estate 
at Vale of Leven, Renton, Dum- 
bartonshire, Scotland. 

About 400,000 square feet of 
space is involved, and large fac- 
tories are planned on modern lines. 
Preliminary work on the Bowser 
plant has already begun and pro- 
vided that there are no delays, the 
factories should be available for 
occupation within the coming year. 


tower, said to be the first of its 
kind used by a Buffalo auto dealer, 
is a feature of the newly opened 
Oldsmobile service building of Ea- 
gan & Streng, Inc., 2365 Main St. 

Now more than 24 years old, 
Eagan & Streng has been an Olds- 
mobile dealer for 16 years. It is 
headed by Herbert H. Streng. 

Another feature of the service 
building is the collision and paint 
department, which is separated 
from the rest of the structure by 
a soundproof wall. 
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everything, Including Profits! 


——How-To-Do-it Films for Service Mechanics and 
Color Movies of indionapolis Speedway Races... MORE ond Stronger 
Station Tie-in Material — Posters, Direct Mail, Newspaper*Ads ... MORE of 
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Driver Check Pushed 


New Jersey Commissioner Reports on Plan 
To Reexamine Licensees 


TRENTON, N. J.—New Jersey 
Motor Vehicle Commissioner Ar- 
thur W. Magee has reiterated his 
advocacy of the enactment of state 
legislation providing for periodic 
reexamination of drivers over 40 
years of age. 

The commissioner recalled that 
his department a few months ago 
revealed that for the first six 
months of 1946 drivers from 20 to 
29 were involved in more accidents, 
proportionately, than those of any 
other 10-year age group. 

On the basis of that/ analysis, 
Magee said some critics of the pro- 

reexamination program ar- 
gue that the 20 to 29 group is most 
in need of reexamination. 

“The accidents of the younger 
drivers are caused by the head, 
not the body,” Magee declared. 
“They are caused by recklessness 
and by taking chances. 

“Only strict enforcement and 
heavy penalties can control this 
age group.” 

He added that statistics for the 
entire year 1945 give a broader 
view of the picture than the in- 
complete 1946 figures. The 1945 rec- 
ord shows that persons over 40 
comprise 40 percent of all drivers 
and that they also have had 40 
percent of the accidents. 

Since Magee’s proposal for lim- 


ited reexamination of drivers, let- | 
ters of protest have been going | 


to his department as well as to 
newspapers. Not highly concerned 
about them, Magee believes he has 
to “show some guts” and “stand 
by my guns if we are going to 
have a real safety program in this 
state.” Checks have been made on 
many of the letter writers and al- 
most all are over 40. 

The current protests are regard- 
ed by Magee as similar to those 
which developed in 1938 when New 
Jersey launched its program of 
compulsory periodic motor vehicle 


"46 Willys Output 
Is Highest in 


Fifteen Years 


TOLEDO. — Willys-Overland Mo- 
tors produced more vehicles in 
1946 than in any 12-month peace- 
time period in the last 15 years, 
it was announced last week by 
James D. Mooney, president and 
chairman. 

Production in December topped 
all previous peacetime monthly 
records since 1931, he added. 

Reviewing year-end production 
figures, Mooney said that the pro- 
duction of 9,356 units in December 
represented an increase over the 
previous high production estab- 
lished last October. The company 
produced 77,988 units in 1946, of 
which 71,455 were Jeeps, and 6,533 
were Jeep station wagons. This 
was in spite of a 40 percent pro- 
duction curtailment due to a pre- 
= scarcity of material, Mooney 
said. 

Willys-Overland plans to pro- 
duce 161,803 vehicles in 1947, ac- 
cording to present plans. This will 
include the Universal Jeep, the 
Jeep station wagon, and a line of 
two and four-wheel drive trucks 
powered with the Jeep engine. 


Dealers Preview 


"47 L-M Plans 


DETROIT. — Lincoln - Mercury 
sales and advertising plans for 
1947 were reviewed here Friday at 
a meeting of dealers from the 
Dearborn district. 

S. J. Brenza, president of Ohio 
Motors Co., Cleveland, who repre- 
sented Central regional dealers at 
a recent meeting of the Lincoln- 
Mercury Dealers Council in Dear- 
born, explained activities of the 
council and outlined 1947 plans. 

A. B. Pease, Central regional 
manager for Ford Motor Co., gave 
the 36 dealers present a preview 
of 1947 objectives for Lincoln-Mer- 
cury. 

A roundtable discussion followed 
the speeches, and four dealers were 
nominated to participate in the 
election of two members for the 
Lincoln-Mercury Advertising com- 
mittee. 


inspection. As a result, highway 
deaths dropped from 1,278 in 1937 
to 865 in 1938—a saving of 413 
lives, Magee said, adding that the 
fatality level has never returned 
to that of 1937 or the years just 
before then. 

Explaining that his proposal was 
to examine those reaching the age 
of 40 only for their vision, Magee 
said a complete reexamination 
would not be given until the driver 
reached 50. Further, he said, the 
program would not extend to older 
age groups alone. There would be 
a general tightening up on exam- 
inations for those getting their 
licenses for the first time and 
there would be safety drills be- 
fore any licenses were issued. 

“Our proposal is to require each 
licensed driver to undergo an eye 
test and related visual tests upon 
reaching the age of 40. Medical 
authorities agree that muscular ad- 
justments, readily made by the eyes 
of young people, do not occur after 
40 and it is necessary in many 


A RADICALLY NEW development in spotlighting ts announced for the first time by 
Trippe. The audience at the Automotive Service Industries Show at Atlantic City saw the 
first installation on an automobile of a movable spotlight mounted on the roof of the car 
rather than through the corner post. The metal housing of the light is chromium plated 
attaining a long streamlined effect rearwardly reaching forward towards the lense of 


window that sweeps across the front and sides. 


cases to provide correction through 
glasses. 

“These visual changes are so 
gradual that most people do not 
notice them and it is important, 
therefore, that the visual test be 
given.” 

Magee further. declared that at 
middle age bad driving habits fre- 


quently developed. Since 1941, he’ 


said, his department, as an experi- 
ment, has been reexamining driv- 
ers over 65 who've had accidents. 

Of the 2,212 reexamined, he said, 
the licenses of 623 have had to be 
revoked, 862 have had conditions 
such as the purchase of glasses 
added to their licenses and 727 had 
their licenses returned without fur- 
ther action. 


45 


Anti-Freeze 
Alcohol Added to Gasoline 
Aids Pa. Motorist 
HARRISBURG, Pa. — (UTPS)— 
A tip on the prevention of frozen 
gas lines and carburetors in cold 
weather has been received by the 
Pennsylvania Automotive Assn. 
from one of its members in the 

northern section of the state. 
Claude S. Klugh, manager of the 
association, said the member dis- 
covered that the addition of % to 
% cup of alcohol to the gasoline 
in an automobile does the trick. 
“The alcohol wilh mix with the 
small amount of water present in 
gasoline,” Klugh reported, “and it 
will pass through the carburetor, 
cleaning out all the water.” 


CIT Names Hegarty 


As Vice-President 

D. M. 8S. Hegarty has joined Com- 
mercial Investment Trust Inc. as 
vice-president. and will be associat- 
ed with its securities underwriting 
activities, Arthur O. Dietz, presi- 
dent, announced last week. Heg- 
arty resigned as vice-president of 
E. H. Rollins and Sons, Inc., to 
join the CIT group. 


CC ALLA A ALAA AAA 


Reproduction of full page, 4 color advertisement which 
appeared in December issues of leading national magazines. 


» ee AMERICA’S FASTEST SELLING 
CAR-APPEARANCE ACCESSORY! 


Order Lyon WHITEWALLS from your local tire supplier. He is 
being supplied by us to the best of our current productive ability. 
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Private Sales 
e 
Up U. C. Prices 
7 « 
In Louisville 

LOUISVILLE.—The coal strike 
and the resulting drop in automo- 
bile production has brought a flood 
of used car sales by private own- 
ers here. 

Dealers view the trend with 
alarm, charging that the sales are 
suckers of buyers and 
foreing prices up generally. 

Ben F. Long, president of the 
Kentucky Automobile Dealers 
Assn., said, “Legitimate dealers are 
trying to keep used car prices down 
but private sales tend to force 
up. Anyone who buys at 
advanced prices automatic- 
puts himself on the sucker 


if 


illiam Burns, used car mana- 
of Thurston Cooke Motor Co., 
“The trend is shown by the 
classified ads. While OFA was on, 
they averaged about one-half col- 
a day. Now they average 
three and one-half.” 

Some examples of private offers 
are: 1941 Buick four-door sedan, 


ER 





$1,400; 1940 two-door coach, $1,400; 





THE PARTS DEPARTMENT at Northwestern Motor Car Co. (Ford), Milwaukee, 


has shown an increase of 55.4 percent in sales since it was 


ding to 








1941 Chevrolet club coupe, $1,275; 
1942 Ford two-door sedan, $1,300; 
and 1946 Buick club coupe, $2,950. 

Long said that dealers are mak- 
ing a mighty effort to hold to OPA 
line prices, even though controls 
are off. “On good cars,” Long stat- 
ed, “we are holding to the 25 per- 
cent markup permitted during OPA 





while lower-grade used cars are 
still going at the old OPA figure.” 


Gelpke, Output Head, Named 
Vice-President of Autocar 

Adolf Gelpke, production mana- 
ger since May, 1944, has been 
elected a vice-president of Autocar 
Co., Ardmore, Pa. 

Gelpke began his service with 
Autocar as a blueprint boy in 1910. 
He became assistant engineer in 
1927 and chief engineer in 1936. 








Dealer Elections 











Dealers in Lorain Area 


Elect Klermund Chief 

LORAIN, O.—The Lorain County 
Automobile Dealers Assn. has elect- 
ed Henry G. Klermund, Ford deal- 
er of Oberlin, as its new president, 
succeeding L. E. Deetz, Chrysler 
dealer of Elyria. 

The new board of directors in- 
cludes Henry Klermund, Oberlin; 
L. E. Deetz, Elyria; W. C. McCon- 
nell, Lorain; J. R. Dall Bllyria; 
Barney Rothgery, Grafton; F. M. 
Jones, Wellington; Al Ford, Lo- 
rain; Leo Meyers jr., Elyria, and 
Fred Williams, Lorain. James Col- 
gan, Lorain, was elected represent- 
ative to the Ohio State Dealers 
Assn. 


Goode Is Named 


Norfolk Dealer Head 

NORFOLK, Va.—W. T. Goode jr., 
Goode Oldsmobile, Inc., has been 
elected president of the Norfolk- 
Portsmouth Automobile Dealers 
Assn. 


J. R. Roughton, Meekins-Rough- 
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ton Motor Co., Norfolk, was elected 
vice-president and G. W. Knighton, 
Goode Oldsmobile, Inc., secretary- 


treasurer. 
* > 


Portland Dealers Elect 


Hillman as President 

PORTLAND, Ore.—Affairs of the 
automobile dealers association of 
Portland were taken over last week 
by a new group of officers and 
directors. Hal M. Hillman of Hal 
Hillman Motors (Studebaker), ‘is 
the new president, succeeding Joe 
Fisher. Other officers are: vice- 
president, A. H. Alexander of Alex- 
ander Motors, secretary-treasurer; 
Warren W. Braley of Braley & 
Graham (Buick). 

New members of the board are 
George J. Duffy, Billingsley Mo- 
tors (Pontiac); J. L. Fisher, Joe 
Fisher Motors; H. L. Frank (Chev- 
rolet); H. M. Kupp, Kupp Motor 
Co.; E. C. Propst, Propst & Doel- 
lefeld (Nash); R. W. VanPelt, 
Packard-Oregon Co., and Charles 
W. Wentworth, Wentworth & Ir- 
win, Inc. (Nash). 

* * 


Chevrolet Dealers Pick 


Officers in Philadelphia 

PHILADELPHIA. — Morris 
Brown, of Duff-Brown Chevrolet 
Co. here, was elected president of 
the Chevrolet Dealers’ Assn. of 
this city last week at an annual 
election. J. A. LaFore jr., of Cen 
tral City Chevrolet Co., is vice- 
president; Frank C. Jacobs, of Ja- 
cobs Bros. Chevrolet Co., is secre- 
tary, and A. A. Anders, of Anders 
& Jervis Motor Co., is treasurer. 

Directors are B. L. Bryner, Bry- 
ner Chevrolet Co.; H. E. Robinson, 
Girard Chevrolet Co.; G. S. Keeley, 
Keeley Chevrolet, Inc.; W. C. Fet- 
ters, Terminal Chevrolet Co., and 
J. L.. Doan, Doan-Calhoun, Inc. 

+ * 


Glisson Named to Head 


Valdosta (Ga.) Dealers 

VALDOSTA, Ga.—Bert Glisson is 
the new president of the Valdosta 
Automobile Dealers Assn., which 
held its final meeting of the year at 
nearby Twin Lakes, 

Other officers elected were E. E. 
Pipkin, vice-president, and J. B. 
Johnson, secretary-treasurer. 


Dealer's Word 
le’s Still Good 11 Years 
After Verbal Deal 


REYNOLDSVILLE, Pa.—Eleven 
years is a long time for someone 
to hold a deposit, especially when 
there are no records, no receipts 
or any evidence of the transaction. 
And when such a thing happens 
and the deposit proves good. on 
a new car, it is hard to believe. 

But that’s what happened re- 
cently to George Bell, according to 
the Reynoldsville Star. 

Bell’s father, George sr., traded 
in an old car at Brady Motor Sales 
(Ford) here in 1935 and received 
a trade-in allowance of $150 on a 
new car. Something happened to 
keep the elder Bell from purchas- 
ing a new car at the time and the 
deal was practically forgotten. 

Then came George jr.’s chance 
to get a new car as a disabled vet- 
eran. When the transaction was 
being settled, Manager Max Brady 
accepted the original deal made by 
his grandfather, W. M. Brady, and 
allowed the credit to apply to the 
new car. 


Trailer Sellers Denied 


Dealer License in Ore. 

SALEM, Ore.—The secretary of 
state has no authority to issue a 
dealer license to a concern en- 
gaged exclusively in the sale of 
trailers, Attorney General George 
Neuner has ruled. He explained 
that a trailer is not motor pro- 
pelled. The opinion was requested 
by Secretary of State Robert Far- 
rell jr. 


Womack-Brown Chartered 


Womack-Brown, Inc., of Dillon, 
8. C., has been formed with capi- 
tal stock of $30,000 to sell automo- 
tive vehicles, tires, etc. Charles H. 
Womack is president - treasurer; 














Vernon L. Brown, vice-president 
and secretary. 
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to handle Ford cars, but it was 1923 

J t A D ] before they handled Ford products 

us mong €a ers eee exclusively. Up to date, they have 

a e over _— Ford units. 

ir present building is a three- 

Se ee story reinforced concrete building, 

management of the company. The| same city in 1889. He was the son| and the EB. D, Babbitt Co. is plan- 

company is proud of the fact that of one of the| ning one of the most modern ser- 

many of its customers who pur- early pioneers | vice departments in Arizona to take 
chased cars in 1912 are continuing who settled in| care of expanding business. 

to do business with it today. Flagstaff in 1885. ot a ee 
a: Pie When Babbitt fin-| J. V. Mutiten (Dodge-Plymouth), 
Bg a on gy eo ished college Mh Parkersburg, W. Va., Coe dul 16, 
» Nashville, Tenn., born . joined his father,| 1895, in the same city. 
21, 1899, in Buffalo, Wis. He en- “ Penn oktrgn en “hae 


summer vacations & 
proud any P gen in in 1910 and 1911, : ; 
Sotnth eaicomiaes te he served 88 8/ rug INTERIOR of recently completed service shop and parts department of Hepping- 
mechanic’s helper | pniips Motors, Inc., newly appointed Dodge-Plymouth dealer in Newark, N. J. 
1926. He is serv- at 50 cents a day | with its modern showroom, occupies 72,000 square feet of space in the heart of the city. 
f 


for a 10-hour day. 
He learned wash- | NADA ordnance recruiting commit- | Whatever time he can spare 
ing, greasing and | tee for the state and procured 1,004/| business, he spends in fishing in 
shining the brass | enlisted men and 49 officers. He | Florida. 
trimmings that so| was Wood County transportation 


lavishly decorated | Officer for the OCD. Nuszum-Cross Chartered 



















































Son signed a con- 
= S. a tract with the 
of the Tennessee | Willys-Overland Co., although du- 
Automobdile Deal- 
ers Assn. with 
which he had been 
affiliated in the 
past as vice-pres- 
Ralph Nichols ident and treas- 
urer. He is a 
World War I veteran and was mile- 
age ration officer for the Atlanta 
region of OPA during the early 
part of World War II. 
+ a * 


Emm H. Hoisrein (Nash), Wheat- 
on, Ill, born Nov. 14, 1890, in Ro- 
selle, Ill. His first experience in this 
field started in oat 
1909 as a partner 
with his father 
and brothers in a 
machine shop. He 
started with the 
Maxwell line in 
1911 and has han- 
died in his many 
years of experi- 
ence the Jeffery, 
Dodge, Cadillac : 
and Hudson con- mii H. Holstein 
tracts. Before be- 
coming associated with his family 
enterprise he traveled four hun- 
dred thousand miles for two years |.) / 
in all states of the union as a mov- | 
ing picture operator for Nat M. 
Brigham, a noted lecturer at that [5 
time and an explorer of Grand Can- |i/4) 
yon, Yosemite and the Arizona /.5> 
Petrified Forest. Holstein has been |477 
a member of the local fire depart- 
ment since 1917 and chief since 
1942. In his own repair shops he |i 
built four fire trucks for surround- 
ing towns. 


* * * “ 
Frank W. Cone (Buick-Cadillac), |p 
Athens, O., born Apr. 12, 1874, in|5 
Athens County. In 
1916, he started |“4yy 
as a dealer with |; ye 
Buick and Cadil- | "4% 
lac, which he has | \i 
continued since. ¢ 
He has always |: 
been active in lo- | 7s 
cal fraternal and |. 
civic organiza- 
tions, and has 
served as director 
of the Ohio State 
Automobile Deal- 
ers Assn. His hobbies are golf and 
horse racing. 
a 


* oa 

L. A. Buanc (Cadillac - Oldsmo- | 3) ) 
bile), Coos Bay, Ore., born June 12, | “yy 
1886, in Peru, Neb. In 1919 he en- 
tered the battery, 
electrical and ser- 
vice station busi- 
ness. In 1935 he 
took on an auto- 
mobile and ser- 
vice contract. He 
is president of the 
Southwestern Or- 
egon Dealers 
Assn. and in the 








their first garage with the idea of 
srvctengy ot — Sag mes aa the cars of that N rm Mt, Ine 
more than automobiles. _¥. . In 1920 he| Rosert Sureve (Nash), Clarks- usum ~ Cross Chevro ” 
wmtmime@lme hia part own-| burg, W. Va., born Jan. 12, 1885, in| Newton, N. C, has been granted 
ing of one make of car. From 1910| er and manager of a dealership, He | West Virginia. He entered the auto-|% charter to deal in automobiles 
to 1923 they had racts with|is president of the Parkersburg| motive field as a mechanic and|U"der authorized capital stock of 
Overland, Hudson™ Dodge, Chev-| Dealers Assn. and has served as|signed a Nash contract in 1919. He | 1,000 shares, no par. Principals are 
rolet, Cadillac, Buick, Stutz, Pierce-| director of the West Virginia asso-|is now president of the Harrison|C. @ Nuzum, Lottie G. Nuzum, 
Arrow and Jordan. In 1912 the Ford | ciation for 12 years. During war|County Dealers Assn. in which he| both of Charlotte, and D. S Cross 
Motor Co. persuaded the Babbitts|time he was chairman of the|has been active for many years.!of Huntersville. 
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‘Package Shop’ 

Introduced for 
* e 

Tire Repairs 

OAKLAND, Calif—The Bacon 
Vuleanizing Mfg. Co. here recently 
placed on the market a complete 
tire repair and retread shop for 
the car and truck dealer who 
wishes to do complete tire repair 
along with vehicle and tire sales. 

Called the “package-shop,” this 

equipment includes a 
recapping and retreading mold, a 
sectional tire repair mold, a buffer 
with dust-free vacuumizer, a 
quick drying cabinet and a tire 
work bench complete with a full 
circle tire spreader and full com- 
plement of tire and hand tools 
necessary for tire repair. 

It is claimed that with the nom- 
inal investment and minimum 
space required for the “package- 
shop” car dealers can not only 
make attractive profits from cus- 
tomer retreading and recapping but 
also supply good saleable recapped 
tires for used vehicles that will 
enhance their value on the used- 
car lot. A number of different 








designs are available with 
the equipment. 

It is claimed that the “package- 
shop” is simple to operate and 
that any mechanic or tire man can 
become an expert recapper in a 
reasonably short time. The entire 
shop takes up no more room than 





one car on the shop floor. It is 





made by the Bacon Vulcanizer Mfg. 
Co., Oakland, Calif. 


New Dealership in K. C. 

Clarence E. Anderson, Thomas 
M. Sherman, Floyd L. Anderson 
and Cari Enger have incorporated 
Anderson-Enger Motor Co., 818 
Grand Ave., Kansas City. 











Export Quotas to Stay? 


Harriman Supports Curbs at SAE Parley; 


Engineers Study Advances 
(Continued from Page 1) 


the manufacturers as a whole have 
never exported their full quota. 

Export quotas are set by CPA 
in consultation with the Depart- 
ment of Commerce and announced 
by the department. The act under 
which they are set is effective to 
June 30. 


Harriman foresaw a great fu- 
ture in exports for the auto in- 
dustry, asserting that the war 
stimulated the use of autos 
trucks all over the world. 

In his address, entitled “Free 
Enterprise and the Future# Harri- 
man declared that “it is of the 
utmost significance that the Amer- 
ican people in the demand for se- 
curity have no intention of giving 
up their system of free enter- 
prise.” He contrasted the U. S. 
economic viewpoint with that pre- 
vailing in Europe, where he served 
prior to his Cabinet appointment 
as ambassador to Great Britain. 

Christopher, who started out as 
a shop worker 30 years ago, spoke 





ES, the star in Texaco’s greater-than- 
ever advertising plans for the new 
. and a business man people are 
going to hear a great deal about .. . is the 


year .. 


Texaco Dealer! 


Every Sunday evening, millions of car 
owners get better acquainted with him 
when Eddie Bracken and an all-star cast 
go on the air from coast-to-coast. 

Millions more hear about him every 
Saturday afternoon when Texaco broad- 
casts great operas direct from the stage of 
the Metropolitan Opera House. 

Day after day during the coming year 








powerful Texaco advertising in leadi: g 
magazines, farm journals, and on thou- 
sands of billboards, will help keep his old 
customers sold and send new customers 
his way. 

In addition to this vast, national adver- 
tising program, Texaco makes available to 
Texaco Dealers all kinds of local selling 
aids such as window displays, calendars, 
direct mail campaigns, book matches and 
many others. 

It’s the beginning of another great year 
for Texaco Dealers—one that will find 
them busier dealers than ever before. 


THE TEXAS COMPANY 


























Shy Chief and FIRE-CHIEF casounes 


HAVOLINE and TEXACO MOTOR OILS 
CHASSIS LUBRICATION - 


REGISTERED REST ROOMS 


* MARFAK 








Tune in: 


“| TEXACO STAR THEATRE presents the Eddie Bracken show every Sunday night. 
METROPOLITAN OPERA broadcasts every Saturday afternoon. See newspapers for time and stations. 


= 





over the shoulders of the engi- 
neers in suggesting to the senators 
and representatives: 

“Be constructive. Don’t destroy 
the good in the pro-labor legisla- 
tion of the past decade or so. Re- 
member that much of the legisla- 
tion on our statute books is in- 
herently right and just. 

“Eliminate only those laws, or 
sections of laws, which have pre- 
vented labor and management 
from pulling together and achiev- 
ing economic stability through 


He expressed the belief that “we 
now realize, as never before, that 
all of us in labor and management 
throughout the country must get 
together—and start pulling to- 
gether.” Despite the economic 
“tragedies” of 1946, he said, “we 
should not—we must not—become 
bitter or panicky. We must not 
act impulsively. Now more than 
at any other time in our history, 
we must be calm and, above all, 
thoughtful.” 

“More than anything else,” Chris- 
topher said, “I believe we need leg- 
islation giving unions legal re- 
sponsibility equal to that which 
management received years ago. 
It has been demonstrated in the 
past year, most conclusively, that 
authority without responsibility 
will not work.” 


Sees Peril to U. S. Trade 

Appel said that if the American 
automotive industry is to retain 
its dominant position in world 
trade, prevent the loss of foreign 
markets and “prevent the flooding 
of our own shores with economical 
transportation built in foreign 
countries at lower labor rates, we 
must do so by building a strong 
product position in our own coun- 
try.” 

The engineer, a veteran of 20 
years’ experience in the production 
of low-weight cars, stated: 

“The same economic factors 
which prompted the development 
of lightweight cars in Europe are 
at work in this country.” 

Explaining that the purpose of 
the lightweight car is “to give 
the customer the maximum in 
value compatible with low first- 
cost and low operating cost,” 
Appel described a light car as 
one in which “all the material 
has been removed from the 
wrong place economically, com- 
mercially and technically and put 
into the right place.” 

The principal methods of reduc- 
ing weight and cost today, he de- 
clared, are reducing the size of 
the vehicle, eliminating unneces- 
sary parts, simplifying the design, 
combining several functions in a 
single part, such as the rear trunk 
lid handle, lock and license plate 
lamp which is employed on some 
cars, the use of higher stresses 
and the use of light metal alloys. 

The latter method, Appel said, 
is the most publicized solution to 
the problem,: but not the most 
practical because of the higher ini- 
tial cost of materials. 

“If a lightweight vehicle is to be 
successfully achieved, the aesthe- 
tic must take second place to the 
functionalh” he emphasized. 
“Weight must be taken out of all 
possible units. 

“Every pound of non-structural 
or parasite weight removed from 
the body,” he concluded, “will al- 
low a reduction in weight of those 
units which serve to support the 
body as well as to start, stop and 
steer the vehicle. It is safe to say 
that for every pound of parasite 
weight removed, another pound of 
chassis weight can be saved.” 

Essential to Racing Cars 

Railton explained that indepen- 
dent suspension on both axles has 
become essential to racing cars 
because of improved road-holding 
characteristics, and said it will 
probably become universal on all 
automobiles because of the in- 
creased safety and comfort. 

Speaking of automobile speeds, 
Railton said that John Cobb 
probably would try in 1947 on 
the Bonneville Salt Flats of Utah 
for a new world record with a 
special two-engine car. He added 
that the salt flats excel man- 
made tracks for the purpose, yet 

(Continued on Page 52, Col. 1) : 
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Plans to Curb Unions 
Mounting Rapidly 


(Continued from Page 2) 


bor-management relations, with 
legislative recommendations not 
later than March 15. 

The President also stated: 

“It is up to industry not only 
to hold the line on existing prices, 
but to make reductions whenever 
profits justify such action. 

“It is up to labor to refrain from 
pressing for unjustified wage in- 
creases that will force increases 
in the prive level.” 

The Ball-Taft-Smith bill would: 

1. Set up a five-man federal me- 
diation board. Its job would be to 
“assist” parties to major labor dis- 
putes in settling their disputes 
through conciliation and mediation. 
If these procedures fail, the board 
would then encourage the dispu- 
tants to submit to arbitration. A 
60-day cooling off period would be 
mandatory in disputes in which the 
board intervened. 

2. Exclude supervisory employes 
from coverage by the Wagner act. 

3. Make collective bargaining 
agreements enforceable in the 
courts. 

4. Provide that “wildcat strik- 
ers” lose protection of the Wag- 
ner act, unless the employer vol- 
untarily re-employed such strik- 
ers. 

5. @utlaw secondary boycotts 
and “any combination or conspir- 
acy” impeding the free flow of 
commerce. 

6. Require financial accounting 
by union officials. 

Senator Ball, an ardent propo- 
nent of restrictive labor legisla- 
tion, also introduced a bill that 
would outlaw closed shop and un- 
ion shop agreements in all exist- 
ing and future contracts. 

The Ball bill, undoubtedly the 
stiffest of the current batch, will 
probably face a presidential veto 
if it passes Congress. Specifically, 
it would abolish: 

1. The closed shop, under which 
nobody can work in a plant unless 
he belongs to the union. 

2. The union shop, under which 
@ nonunion man may be hired 
but must join right away. 

3. Maintenance of membership, 
under which nobody is compelled 
to join the union but those who 
do join must stay members or be 
fired. 


4. Preferential hiring, under 
which an employer must take un- 
ion men ahead of nonunion men 
for job vacancies. 

If Ball’s plan is enacted, any 
person or labor union making such 
an agreement, or even seeking to 
obtain one, would be subject to a 
$5,000 fine, one year in jail, or 
both. 

Furthermore, it would be equal- 


The Capitol Hill drive to under- 
mine the soaring portal pay suits 
found expression in bills introduced 
by Senator Wiley of Wisconsin and 
Rep. Gwynne of Iowa. Both meas- 
ures are due for early action in 
the judiciary committees. 

Meanwhile, CIO unions contin- 
ued to pour suits against industry 
into federal courts. By week’s end 
the total of back damages claimed 
was approaching four billion dol- 
lars. 

Final arguments in the key Mt. 
Clemens (Mich.) Pottery case, upon 
which the portal suits are based, 
will be heard Jan. 29 before Fed- 
eral District Judge Frank Picard 
in Detroit. Picard must determine 
the amount of damages to be paid 
the Mt. Clemens workers. 

The National Assn. of Manu- 
facturers, the U. S. Department 
of Justice, and the national CIO 
and AFL will be represented at 
the hearings. 

New suits filed last week include 
a $6,000,000 claim against Willys- 
Overland, $2,000,000 against Cham- 
pion Spark Plug, and $10,000,000 
against Carter Carburetor. 

Both the Wiley and the Gwynne 
measures would amend the Federal 
Fair Labor Standards Act, under 
‘which the court actions are insti- 





tuted, to limit liability of employ- 


ers where there was no wilfull vio- 
lation of the act. 

The Wisconsin senator said the 
judiciary group probably would 
start hearings next week on his 
bill. It provides that no action 
“shall be instituted or continued” 
in courts for payment of time 
spent in other than productive 
work. 

The Gwynne Bill provides: 

1. Any new suits to recover pay 
for time spent on the employer's 
premises, aside from actual work- 
ing hours, must be commenced one 
year after the cause of action oc- 
curred. 


2. In cases when cause occurred 
before the effective date of the 
proposed act, suits could be com- 
menced within 90 days of that 
date, but the courts would be 
limited in passing on these retro- 





active cases to claims accrued 
for one 

3. Unions would not be permitted 
to collect back pay for any period 
during which the employer was 
complying with enforcement regu- 
lations as then set out. 

4. In the absence of fraud or 
duress, a settlement out of court 
would be permitted. 


5. The courts would be author- 
ized to levy. an “attorney fee” up 
to 5 percent of the amount of 
claims and damages awarded. 

6, The burden of proof would be 
placed squarely on workers to show 
that they were entitled to pay for 
portal-to-portal time, and employ- 
ers would not be called upon to 
produce any records not required 
by published regulations author- 
ized under the Fair Labor Stand- 
ards Act. 

7. The courts would be permitted 
to award damages only where 
there was a willful violation of the 
law. 

Gwynne said his bill was not “de- 
signed to aid the willful violator 
of the Wage-Hour Law,” but was 
intended to “prevent the chaos 
which now threatens us because 
of interpretations which would nul- 
lify and remake transactions long 
since completed.” 








Big Schedule Set 
For New Type 
Meier Filter 


DETROIT. — Introducing a new 
type of oil filter and a new filter- 
ing medium, Meier, Inc., Macca- 
bees Bidg., last week announced 
completion of manufacturing fa- 
cilities and a production schedule 
of a million filters and four million 
elements for 1947. 

The featured Meier-Matic filter 
is a revolutionary “throw-away” 
type for passenger cars, trucks, 
tractors and all engines up to 
seven quarts oil capacity. In en- 
gineering design, construction and 
method of replacement, this “800 
series” filter is a radical departure 
from the conventional throw-away 
type. 

Both oil lines are connected to 
a patented fitting at the base of 
the filter and a center inlet tube 
carries the oil to the top of the 
element which is sealed in a leak- 
proof metal case. The complete 
filtering unit is replaced in less 
than one minute by merely loosen- 
ing two screws holding a metal 
strap retainer which tilts back and 





permits lifting off the case with- 
out disturbing the oil lines. 


A rigid molded block type car- 
tridge is being introduced after 
more than two years of develop- 
ment. This new filtering medium 
is a fibrous composition molded 
and baked to uniform hardness 
and density. As all elements are 
of controlled composition and uni- 
form density, the result is “con- 
trolled uniformity” in filtering ef- 
ficiency and fluid velocity, the com- 
pany states. 




































SNAP-ON TOOLS CORPORATION 


8082-A 28th AVENUE KENOSHA, WISCONSIN 


The tools shown on the above job are Snap-on’s CG-250 
Standard Gear Puller with a Snap-on Ratchet and Socket. _ 


special gears, 


Wee 


P-ON Gear Pullers have proved 

eir right to be a part of your tool set-up. 
They’re versatile and adaptable . . . not 
only in pulling gears of a wide variety 

of sizes, but for pulling Pitman Arms, 
tie-rod ends, universal joint splines, etc. 
In addition, a circular plate attachment 
also adapts these pullers to handle 

water pump and generator pulleys, and 


Experienced users will tell you that 
Snap-on Gear Pullers have plenty of 
“locking power” for safety . . . 
exceptional “pulling power” over the 
entire pulling range . . 
pull that prevents binding. 


. and a “tip-less” 


Three popular sizes, with two smaller 
models are available in either standard or 
slide hammer styles , . , or as a 
combination of both, Ask the Snap-on 
man who calls regularly ...or write 

for new catalog of 4,000 Snap-on tools, 


Suey on Toots 
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Resales Attacked 


Dealer Suffers $1,000 Loss 





Dealer Heads Merchants 
ORANGE, Va.—James B. String- 
fellow, of the Orange Motor Co., 
Grtgh uty” Mecha 
un 
mg lg 





To feel the pulse of the industry, con- 
sistent reading of Automotive News as a 
necessity 











his | Burlington Dealers See 


Realty Tax Boost 

BURLINGTON,- Vt.—Automotive 
dealers are expecting a real estate 
jump in valuations after an an- 
nouncement by R. L. Soule, city 
assessor who said that real estate 
has been appraised for the next 
four years by his office and in gen- 
eral the valuation of property had 
been increased. 

The average amount of increase 





in valuation was not indicated. 
However, it is indicated that 99 
percent of the city’s tax payers 
will receive the increase in ap- 
praisals. Valuations here have re- 
mained virtually unchanged since 
1926. 





Stewart Buys Lot 


The W. L. Stewart Garage, 
Waynesburg, Pa., has purchased a 
lot upon which it intends to erect 





a new building. 





Aims for Modern Code 


Conformance With National Standards 
Urged for Ind. Truck Laws 


INDIANAPOLIS.—A recommen- 
dation that Indiana’s present state 
traffic code be brought up to date 
on the question of dimensions, 
weights and speeds of trucks to 
conform with national standards 
was made recently by the Indiana 
Traffic Safety Council and the 
Traffic Safety Commission. 

Several general legislative pro- 
posals, including reestablishment 
of speed laws, were made by the 
groups. 

They proposed that the 1947 In- 
diana legislature establish a state 
speed limit of 60 miles an hour 
in the daytime and 50 miles an 
hour at night. 

Among other proposals were: 

1. Enactment of a law permit- 
ting cities and towns to require 
pedestrian obedience at traffic sig- 
nals and to ban jaywalking in 
congested areas. 

2. Require pedestrians to walk 
on the left side, facing traffic, in 
rural areas and to use sidewalks 
where there are sidewalks, 

3. Increase the size of the state 
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Joe, there on the left, is talking shop. . . 


paint shop. Matching colors on car refinishing, he 
says, used to be anything but fun! Mix and test, 
mix and test, and still the darn color wasn’t right, 
the clock ticked away, and the customer was down- 
right unhappy. Why didn’t someone do some- 
thing? Someone did! 


Martin-Senour came out with colors that 


matched right on the nose—first time! These 
**Factory Packaged Colors” finally made color 
matching scientific . . . cut guesswork . . . saved 
time. Why? Because “Factory Packaged Colors”’ 
are mixed by color experts at the factory to the 
car makers’ original specs. 


You just find your color, by make and 


~ 


model, in Martin-Senour’s handy color catalog 
. -- phone your nearby NAPA Jobber . . . and get 
the color you want—fast! And that, says Joe, 
makes work more fun. The Martin-Senour Co., 
2520 Quarry St., Chicago 8. 


Available Every- 
where—Call Your | 
NAPA Jobber 
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police force by “at least 100 offi- 
cers.” 

4. Establish the Traffic Safety 
commission, now a_ voluntary 
group, as a state agency “to de- 
velop, coordinate and promote the 
official statewide safety program 
on a full-time basis.” 

5. Establishment of a permanent 
individual driver’s record, central- 
ized issuance of all drivers’ li- 
censes from Indianapolis, and hir- 
ing of additional driver license 
examiners and hearing judges. 


Ariz. Test Site 
Is Leased by 


International 


PHOENIX, Ariz.— The leasing 
by International Harvester of a 
tract of 1,920 acres of land near 
here as a site for experimental 
testing activities of industrial pow- 
er equipment, was announced last 
week by H. T. Reishus, general 
manager of the industrial power 
division, in Chicago. 

The land, formerly used by Gen- 
eral Motors as a tank testing site 
during the war, is located approx- 
imately 23 miles from Phoenix, 
south of South Mountain. It has 
been leased for a period of five 
years from the Arizona state land 
department. 

The area will be used as a test- 
ing ground for International Har- 
vester’s line of industrial power 
equipment which includes heavy 
crawler tractors, power units, etc. 
In addition several makes of al- 
lied industrial equipment such as 
bulldozers, scrapers, and heavy 
earth moving machines used in 
conjunction with Harvester’s line, 
will also be tested. 

“Construction of the new build- 
ings on the site which will house 
servicing facilities for our equip- 
ment will be started as soon as 
permission can be obtained from 
the state land department and 
building contracts can be let. En- 
gineering activities and equipment 
testing will begin as soon as the 
large industrial machinery can be 
moved here, which should be with- 
in the next few weeks,” Reishus 


said. 
Santa Wins 
Thugs Fail to Halt 


Dealer’s Party 

DENVER.—Santa Claus visited 
employes of the Murphy-Mahoney 
Motor Co. (Chevrolet) here Christ- 
mas eve in spite of efforts by safe- 
crackers to dampen the holiday 
cheer. 

The night before the party, 
cracksmen entered the dealership 
office and took $210 from the safe 
and also took their pick of Christ- 
mas ‘presents piled under a tree in 
the office. The presents were to be 
a feature of the Christmas party 
for employes and their families, 
Bernard Mahoney of the firm said. 

Entering through a back window, 
the yeggs took a torch from the 
body shop and used it to open the 
safe. They opened all the presents, 
discarding toys but taking about 
$108 worth of wallets, fountain 
pens, lockets, knives, bracelets and 
other articles, Charles T. Wifler, 
office manager, said. They also 
took $132 worth of tools from the 
shop. The party, however, went on 
as scheduled with new presents. 


Thomas Buick Obtains 


New N. C. Charter 
ASHEVILLE, N. C—Thomas 
Buick Co. has been reorganized as 
the result of the deaths of E. O. 
Thomas, president, and Walter L. 
Baker, vice-president, in the Wine- 
coff hotel fire in Atlanta, Dec. 7. 
The secretary of state at Ral- 
eigh has issued a new certificate 
of incorporation to Thomas Buick, 
which will continue business at 
the same location, 79 Coxe Ave. 
The incorporators include Martha 
L. Thomas, Walter A. Deal and 
Leslie Thomas, all of Asheville. 


“Dealers Tell Me,"" by John O. Munn, 
is an open forum for the expression of 
dealers’ opinions. 
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Goodrich Offers 
New Truck Tire 


AKRON.—A new tire for heavy- 
duty commercial trucks using ray- 
on cord throughout was announced 
last week by J. E. Powers, man- 
ager of the truck and bus tire de- 
partment of B. F. Goodrich. The 
tire is manufactured in sizes rang- 
ing from 6.00x16 through 7.50x16, 
with which practically all the light 
trucks in this classification are 
equipped. The company declares 
that the new tire will outwear pre- 
war tires made for the same ser- 
vice. 

One of the principal features of 
the tire’s construction is its wider, 
flatter tread which puts more trac- 
tive rubber on the road and spreads 
wear more evenly, resulting in 
longer mileage, Goodrich says. 





Double Feature Motor Oil 


for winter business 


For Winter 
AMALIR 


SUB-ZERO 
MOTOR Om 





See your AMALIE Distributor or write Dept. VI! 


AMALIE DIVISION 
L. SONNEBORN SONS, INC. 
88 Lexington Avenue, New York 16, N. Y. 
Refineries: Petrolia and Franklin, Pa. 
Plant: Nutley, N. J. 
In the Southwest: 
Senneborn Bros., Dallas |, Texas 
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New Wheel Aligner . .. 





NEW JOHN BEAN Visualiner wheel aligning equipment that transfers wheel out-of- 
alignment on screen in front of machine where both customer and mechanic 
results of corrections made as mechanic works. 





VISUALINER ge any VIEW showing how light beam that shows on screen In front 





of car is 
for knee action or A.J type vehicles. 


Progress on Corrections 


Shown by Visualiner 


LANSING, Mich.—Shown for the 
first time at the ASI show in At- 
lantic City, the John Bean Mfg. 
Co. Visualiner demonstrated how 
it is possible for both the me- 
chanic and his customer to see 
the degree of out-of-alignment of 
front wheels and to see how the 
correction. progresses as the me- 
chanic works. 

This new front-wheel 


October Sets 
Record in Truck 


Registrations 


DETROIT.—Exceeding all previ- 
ous records for new trucks regis- 
tered in any one month in the his- 
tory of the automotive industry, a 
total of 73,044 units has already 
been established for October, R. L. 
Polk & Co., statisticians for the 
automotive industry, reported last 
week. 

The total is expected to climb 
at least six percent higher when 
new truck registrations for Michi- 
gan are tabulated, Michigan being 
the only state for which figures 
are lacking. 

The previous one-month record 
of 69,565 new truck registrations, 
established in September, 1946, has 
been surpassed by more than 4,000 
units already and that mark was 
3,000 units higher than the best 
prewar month—July, 1941—when 
66,353 units were registered. 

New truck registrations for No- 
vember will not approach the Oc- 
tober mark, however. With 35 
states already tabulated, new truck 
registrations are 29,174 units, 
which, officials of the Polk motor 
statistical division said, indicates 
that the month will end up with 
approximately 60,000 units regis- 
tered. 

Final compilation of October new 
passenger car registrations showed 
225,180 units sold. This compares 
with 165,485 units from the same 
states for October, 1941. 

November new passenger car 
registrations from 33 states totaled 
93,387 units and should reach 
slightly more than 220,000 units 
when all states are tabulated, Polk 
officials said. 


Gulf Bonus 
Ninety employes of Gulf Chev- 
rolet Co., Corpus Christi, Tex., re- 
ceived $20,000 in Christmas bon- 
uses. A thousand pounds of tur- 
keys were also given them. 
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equipment uses a new principle in 
registering caster, camber, toe, 
toe-out-on-turns and king-pin in- 
elination for both knee action and 
axle-type cars. 

As the enlarged readings are 
projected on the two screens in 
front of the equipment, it is easy 
for the mechanic to follow the 
progress of the corrections. The 
projected chart locates the spot- 
lighted cross-hairs and target lines 
and the one-eighth inch correction 
is magnified to become an inch 
movement on the screen. 

The Visualiner comes 
straightening press assembly for 
straightening knees, changing 
camber and other steering service 
operations. The overall length of 
the equipment is 22 feet, 7 inches; 
width, 9 feet 4 inches; runway 
height, 24 inches; length of ap- 


SOUTHEAST FABRICS COMPANY 


JOBBERS AND CONVERTERS 


Artificial Leather, Plastic Fabrics 


and Cotton Textiles 
AUTOMOTIVE FABRICS 


FOR SEAT COVER MANUFACTURERS 


Woven Fibre 


with | port Topping 


Artificial Leather 
Colored Sailcloth 


AVAILABLE FOR IMMEDIATE DELIVERY 
Samples Mailed on Request 


SOUTHEAST FABRICS COMPANY 


proaches, 105 inches, and shipping | 4 WORTH STREET 


CAnal 6-538638 NEW YORE 13, N. Y. 





weight, approximately 2,000 pounds. 








Pa. Finance Bill 
Irks U. C. Dealers 


PHILADELPHIA.—The proposed 
Pennsylvania state law to regulate 
the operations of automobile deal- 
ers and finance companies provides 
for rigid licensing of all car deal- 
ers and independent collectors and 
repossessors of used cars, it was 
explained last week at the monthly 
meeting of the Philadelphia Used 
Car Dealers Assn. 


Many dealers expressed surprise 
at the stringent regulations pro- 
posed against their businesses. 
While announcing they are fully 
in accord with provisions to reg- 
ulate finance charges, many of 
those present felt that the bill 
really affects automobile dealers 
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SHOWROOM FURNITURE 


Beautiful « Sturdy « Comfortable 
CHAIRS e curate e TABLES 
STOOLS « SMOKING STANDS 
LAMPS e CLOTHES TREES 


© Durable Leatherette in Many Colors 
@ Highest Grade Chrome Plating 


Illustrated Literature on Request 


KAY-DAVIS COMPANY 


886-890 Gerard Ave. 
NEW YORK 52, N. Y. 





more than finance companies. 








Reynolds & Reynolds Names 
Seifert Vice-President 


C. Jd. Seifert, manager of the 
Standard Systems division of Reyn- 
olds & Reynolds, Has been elected 
a vice-president and director of 
the company. 

Seifert joined Reynolds & Reyn- 
olds in 1939 as manager of dealer 
business management and was pro- 
moted to manager of the Standard 
Systems division in 1945. Recently 
his office was transferred to De- 
troit to facilitate the handling of 
the company’s automotive. dealer 








accounting and promotional pro- 
grams. 


JEEPS EASILY CONVERTED INTO 
STATION WAGONS 


RETAIL PRICE—$195.00 





ALL WILLYS OWNERS WILL 
ADDITION BECAUSE OF ITS PRA 
AND LOW OosT. 


WANT THIS 
CTIBILITY 


Constructed of Durable Materials 


Ready for Assembly 
Station bangs bom Inc. 


@619 EUCLID AVE. 





















AUTOMOTIVE NEWS, JANUARY 13, 1947 





SERVICE SECTION 











Export Quotas to Stay? 


Harriman Supports Curbs at SAE Parley; 
Engineers Study Advances 


(Continued from Page 48) 


“we are getting near the limit 
of speed that can be attained 
here.” 
propulsion may increase rac- 
speeds, he commented, but 
of power plant would de- 
vehicle of its last vestige 
resemblance to and of scientific 
prototypes in the world 
commerce. 
Frudden began his tractor ca- 
reer in 1910 and became chief en- 
of the tractor division of 
Allis-Chalmers in 1929. During 
World War II he was a consultant 
for the farm machinery and equip- 
ment branch of the War Produc- 
tion board. A member of the SAE 
1917, he served as a vice- 
in 1938. 
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ro ge Methods Aired 
Methods of heating and ventilat- 
automobiles to keep interiors 


comfortably supplied with fresh 
and to eliminate drafts were 
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With one system, air would enter 
scoop, pass through fil- 
heater, flow through the 
side panels, warm the interior by 
and convection, leave 
through floor vents. In the second 
system, a heater mounted at the 
rear of the car would force air 
from vents downward over the 
windows and out through floor 


vents. 

Rodert said that these concepts 
of weatherproofing automobiles, 
while admittedly theoretical, still 
‘are sufficiently practical to invite 





an early start on developmental 
work. 

Individual rear wheel suspension 
invites new riding comfort possi- 
bilities for motor vehicles used off 
city streets, according to Austin 
M. Wolf, consulting engineer, of 
New York, but involves higher first 
costs, wear factors, and mainte- 
nance. Reviewing practice in Eu- 
rope, Wolf said that individual 
wheel suspension prevents tramp- 
ing of rigid.axles, minimizes se- 
vere reactions on frame and body 
and permits higher roll center and 
inherent under-steer. 

“Americans should make their 
own rubber,” J. E. Hale, of Fire- 
stone Tire & Rubber Co., Akron, 
warned. Domestic manufacture of 
synthetic rubber is necessary, he 
explained, to maintain an adequate 
supply and to prevent this country 
from being at the mercy of others 
as regards supplies and prices. 

Hale declared that further sci- 


and development of a 
four-cylinder automobile engine 
fabricated from steel stampings, 
steel tubing, and screw-machine 
parts was reported. by Paul 
Klotsch, of Crosley Motors, Inc., 
Cincinnati. The engine was de- 
scribed as weighing 120 pounds, 
with accessories, and producing 
better than 26 horsepower at 5200 
revolutions per minute. 

Installed in the Crosley car, 
Klotsch said, the engine gives 50 
miles per gallon of gasoline at 30 
miles an hour. The cylinder block 
contains about 125 pieces, with cop- 
per in sheet, wire, or paste form 
applied to every joint. The assem- 
bly is copper-brazed in a 60-foot 
furnace at 2060 degrees Fahrenheit. 


Sleeve Valves Return 
Return of the sleeve valve, bring- 
ing back memories of the Knight 
engine, was predicted by Ralph L. 
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“Boy! Just look at those stems.” 
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Skinner, of Skinner Motors, Inc., 
Detroit. Describing the Skinner 
slide-valve engine, he declared it 
offers such advantages as elimina- 
tion of poppet valves and result- 
ing troubles, power-weight ratio 
of one to four, possibility of re- 
ducing car weights by as much as 
800 pounds. 


By judicious application of alum- 
inum in construction, Skinner ex- 
plained, it should be possible to 
slice 1,200 pounds from the weight 
of 300-horsepower truck and coach 
powerplants. He said the slide 
valve engine operates without de- 
tonation on lower-octane fuels, 
gives better performance and econ- 
omy, and eliminates present trou- 
blesome “hot spots.” 

The body session learned from 
H. E. Fox, of GMC Truck & Coach 





division, of preliminary but prom- 





Vets SHOW 
How 70 





This Dealer 





Get More Business 





@ When business needs a little boost, that’s 
when the Schrader “Seals” (the Schrader 
Valve Core and Cap) can help you over 
the hurdle. By placing the attractive, new 
Schrader Display Packages of Cores and 
Caps and a complete line of Schrader Gauges 


in 4 prominent spot, they'll catch the custo- 
mer’s eye and stimulate sales, increase your 


Schrader 





CAPS ANO 
Make Tres Last Longer £ 


turnover. They’re good-will builders, too, 
because these famous Schrader Products 
“make tires last longer.” 

For “more business,” tie in with the 
Schrader advertising currently appearing in 
national consumer magazines ... order 
Schrader Cores and Caps from your regular 
supplier today—and display them prominently. 


CORES 






VALVE CORE 





A. SCHRADER’S SON, Division of Scovill Manufacturing Company, incorporated, BROOKLYN 17, N. Y. 


ising experiments with instrument- 
measuring of motor coach struc- 
ture loads and stresses, a technique 
borrowed from aircraft engineer- 
ing. Findings promise to supple- 
ment data obtained from Belgian 
block road-testing, he said, as well 
as from laboratory fatigue testing 
of segregated parts. 

While operators dislike body 
failures in service and are inclined 
to demand infinite longevity, Fox 
explained, there are conflicts be- 


tween design for service life and, 


for collisions. Manufacturers are 
endeavoring to ascertain the nature 
of stress cycles responsible for fa- 
tigue failures, yet if the coach 
structure is built sufficiently strong 
to withstand the impact of colli- 
sion, its very resistance may cause 
injury to occupants when, because 
of highly effective brakes, they are 
thrown from their seats by decel- 
erating forces. 


ley, of Modern maga- 
zine, New York. Stanley described 
pan- 


panels, four molds cost only 
about $1,000 as compared with 
$80,000 if steel is used. Parts pro- 
duced through sandwich con- 
struction were said to have such 
advantages as strength, durabil- 
ity, beauty and economy. 

Continuing controversy over the 
best fuel for an engine echoed 
through discussions before the 
truck and bus sessions on design- 
ing for higher output in gasoline 
engines. From Vincent C. Young, 
of the Wilcox-Rich division of 
Eaton Mfg. Co., Detroit, came word 
that the development of many crit- 
ical components enters into the 
engine performance picture and 
suggestion that consideration be 
given to such details as valve seat 
distortion, valve cooling, and care- 
ful matching of cam design and 
engine performance. 

Electric Truck Brakes 

Other sessions of the SAE an- 
nual meeting revealed that engi- 
neers are thinking in terms of 
utilizing electricity for braking 
heavy trucks down long, steep hills. 
There was also presented a com- 
prehensive report on the use of 
two-way radio telephone commu- 
nication for motor vehicle fleets, 
with indication that this method 
is practical and equipment already 





available. 





vehicles of electrical energy dissi- 
pators which, supplementing wheel 
brakes, will permit larger loads to 
be moved at faster speeds with 
greater safety, was described be- 
fore the transportation and main- 




















the production of motor vehicles 
of greater beauty, comfort, dura- 
bility, and performance, the ma- 
terials session was told by Allan 
J. Carter, of Chrysler Corp., De- 
troit. Among these, he added, will 
be a few all-purpose cements, ap- 
plied by brush and spray. These 
materials were said to contribute 
to making automobile interiors free 
from drafts and dust, wind and 











Election of the following SAE 
vice-presidents was announced: air 
transport, Harold R. Harris, Amer- 
ican Overseas Airlines, Inc., New 
York; aircraft, James M. Shoe- 
maker, Chance Vought Aircraft di- 
vision, United Aircraft Corp., Strat- 
ford, Conn.; aircraft powerplant, 
Carl T. Doman, Aircooled Motors, 
Inc., Syracuse, N. Y.; body, Ru- 
dolph I. Schonitzer, Schonitzer En- 
gineering Co., Cleveland; Diesel 
engine, George M. Lange, Ex-Cell-O. 
Corp., Detroit. 

Also, fuels and lubricants, John 
M. Campbell, General Motors re- 
search laboratories, Detroit; pas- 
senger car, W. H. Graves, Packard 
Motor Car Co., Detroit; production, 
Stephen Johnson jr., Bendix-West- 
inghouse Automotive Air Brake 
Co., Elyria, O.; tractor and farm 
machinery, B. G. Van Zee, Auto- 
motive division, Minneapolis Mo- 
line Power Implement Co., Minne- 
apolis.; transportation and main- 
tenance, D. Wilson, New York 
Power & Light Corp., Albany, N. 
Y., and truck and bus, Schuyler A. 
= of Studebaker Corp., South 
nda. 










































treasurer. 
the SAE council for 1947-48 were 
elected as follows: 

Marcus L. Brown jr., Seiberling 
Rubber Co. of Canada, Ltd. To- 
ronto; Elmer McCormick, John 
Deere Tractor Co., Waterloo, Ia., 
and Charles H. Miller, White Mo- 
tor Co., Cleveland. 

An SAE life membership was 
presented to W. S. James, of Ford 
Motor Co., Dearborn, who served 
as SAE president in 1944. 
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Cash Running Out... 
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Campaign Shaping Up 
To Kill Credit Curbs 


(Continued from Page 1) 


the Federal Reserve Bulletin shows 
figures gathered at the board's re- 
quest by the Bureau of Agricul- 
tural Economics of the U. S. De- 
partment of Agriculture, which 
reveal that accumulated savings in 
this country, at the end of 1945, 
amounted to approximately one 
hundred and thirty billion dollars. 
These savings include bank de- 
posits, government bonds, and 
cash. 

The report shows that 23,000,000 
families, half of all of the families 
of America, have only three per- 
cent of these savings. The other 
half of the families has 97 percent 
of the savings, and even in this 
group, a few hold the bulk of the 
savings. 

Regulation W gives to the half 
with the 97 percent of the sav- 
ings the privilege of buying up all 
of the durables which are now 
coming on to the market for the 
first time since the beginning of 
the war. 


The other half of the families | 


with the 3 percent of the savings, 
who for the most part are in dire 
need of the many household ap- 
pliances now coming into the mar- 
ket, are deprived of the right to 
purchase them because they do 
not have the necessary down pay- 
ment and they cannot liquidate the 
debt in the number of months al- 


lotted to them under the regula- 


tion. 
The regulation 
against the veteran. The vet- 
eran returns from the service with- 
out a home and without furniture 
and appliances. 
helps on home credit only. 


‘ 

3 on the cashing in of war bonds. 
The government has been engaged 
in a campaign urging the people 
to retain their war bonds but at 
the same time, it insists upon such 
rigid credit controls that the great 
bulk of the people are compelled 
to liquidate their war bonds, 


modities for which they have been 
waiting during the past several 
years. 

4. The regulation imposes burden- 
“E some details upon merchants 
and lenders. It has been amended 
22 times, and the Federal Reserve 
Board has issued approximately 
130 official interpretations. It is 
so complex that the great bulk of 
the clerks in the stores, offices and 
banks cannot comprehend all of 
its ramifications. 


3 


carded along with other govern- 


mental controls. On Oct. 25, 1946, | 


Marriner S. Eccles, chairman of 
the board of governors of the Fed- 
eral Reserve System, in an ad- 
dress 
Bank Management Conference at 








discriminates | 





The government | 


The regulation puts a premium | 


if | 
they have any, to provide the nec- | 
essary down payment for the com- | 


The regulation should be dis- | 








before the New England | 


Boston, stated that the regulation | 


was the seventh point in the gov- 
ernment’s wartime program for 
economic stabilization. 

The OPA and the Salary Stabil- 


ization Law were important props | 
in this program. These props have | 


disappeared. For some unknown 


reason while the government has | 


been decontrolling industries from 
wartime regulation, there seems to 
be a program on to tighten the 
control over consumer credit in 
spite of the fact that it is admit- 


ed that it is the most insignificant | 
part of the anti-inflationary pro- | 


gram. 


6 man nature into account. 
cles believes that serious consid- 
eration should be given by Con- 


The regulation fails to take hu- | 
Ec- | 


gress to the desirability of plac- | 


ing authority in some government- 
al body to deal with the problem 
of consumer credit, for, as he says, 
undoubtedly the expansion and 
contraction of this type of credit 
has greatly accentuated economic 
upswings and downturns in the 
past. 

Eccles apparently believes that 
credit can be expanded and con- 
tracted like an accordion simply 
by shortening and lengthening the 
terms of credit to consumers. The 
records of every installment seller 


| 


and lender will disclose beyond | 


any doubt that when there is a 
depression or recession on the hori- 
zon, the public becomes cautious 


and is unwilling to take any long | 


term debt. 
Consumer credit during such 
periods does not expand, but in- 


stead contracts. 
* 


* * 


Dealers Hail N. Y. Move 


For Finance Correction 
ALBANY.—The New York State 
Automobile Dealers Assn. com- 
mended last week the stand taken 
by Gov. Dewey in his move to cor- 
rect installment sales abuses, and 
promised the organization would 
back any legislation to put an end 


| to “this scandalous condition.” 





‘Dealers Tell Me,’’ by John O. Munn 
is an open forum for the expression of 
dealers’ opinions. 


Used Cars 


} (Continued from Page 1) 
| large sedan had been chopped over 
| $400 and still no takers. 

Another stated he could still 
move all the smaller cars he could 
get his hands on, but as for the 
| big jobs—he shrugged his shoul- 
|; ders with a defeated attitude. 

* * * 


Los Angeles 

LOS ANGELES.—Used-car prices 
|in this area are dropping from 
| 25 to 45 percent on cars from 1941 
to 1946 year models. Many dealers 
predict a further drop as soon as 
more new cars are available. 

* * * 


: St. Louis 


ST. LOUIS.—A buyers’ strike in 
|used automobiles which began in 
‘this area Thanksgiving Day has 
| accelerated in the past few weeks. 
|Used car dealers report a drop of 
|15 percent to 20 percent on used 
cars, with further reductions fore- 
seen. The biggest drop, according 
|to local dealers is in the prices of 


late model used cars, 1941, 1942\ers had fallen about 10 percent, | 


I 


ped as much as $800. 


A PARTIAL VIEW of the service department in the new $150,000 home of Richmond 
Motor Co. (Pontiac-Cadillac-GMC) in Richmond, Calif. The new building provides 50 
percent more floor space than any other dealer headquarters in the city, according to 
W. D. MeNevin, managing partner. 





but in those places where “black 
|market” prices were prevalent the 
|declines were reported to be even 


Portland, Ore. |more startling, as much as 30 per- 
| cent. 


PORTLAND, Ore. A buyers’ | 
strike against the prices of used J 
cars, which in some cases reached | Move to Up U. C. Prices 
dizzy heights during the war and Dies in Dominion 


shortly thereafter, has caused a 
falling market, according to lead-| MONTREAL.—The recently ru- 


ing Portland automobile dealers. preeeries 10 percent increase in price 


and 1946 vehicles, which have drop- | 


* * + 


* * * 





Some dealers said that the prices | ceilings for used cars was a “dead 
jand sales of the regular car deal- | issue now,” a Wartime Prices and 
Trade Board executive said. 








Passenger-Car 
Comfort 
for 
Trucks... 


At long last has come a truck seat, expressly built to carry 
the driver and no other load... to give him all the comfort 
he would enjoy in a passenger car designed for human com- 
fort rather than load capacity. 

Here’s what the Monroe E-Z RIDE TRUCK SEAT means 
to the operator on what has been one of the toughest jobs in 
the world: No more jars and jolts; control of side-sway; a 
great decrease in driver fatigue and back aches at the end of 
the run; elimination of back support belts; less chance of 
personal injury through “fatigue accidents”; better health. 

And the seat, which combines soft spring comfort with 
the ride cushioning of the Monroe Hydraulic Shock Ab- 
sorber, means to the truck owner: The addition of hours and 


miles to the run; more protection for truck and lading; 


reduction in damage claims. 


Now available for 1941-47 Dodge, International, GMC, 
Ford and Chevrolet trucks. 


Originated and manufactured exclusively by 


MONROE AUTO EQUIPMENT 


Write or wire. 


MONROE E-Z RIDE TRUCK SEAT 


Special Monroe Direct-Double-Action Hydrau- 
lic Shock Absorber controls jars and jolts. 


. Exclusive variable-rate coil spring acting in 
unit with Monroe Hydraulic Shock Absorber 
assures easy-chair comfort for driver of any 
weight. No adjustment required. 


. Pivot point and stabilizer bar take care of side 
sway—just as important to health and endur- 
ance as cushioning the up-and-down jolts. 


CO., MONROE, MICH, 
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— Car, Truck Output Estimates |Packard Boosts Prices $62; 
Fever Proves Fatal By Automotive News . 
To Dealer Holzbaugh PASSENGER CARS K -f Cars Up Again 
DETROIT.— George Holzbaugh, ; A 
52, said to have been the largest (U. 8S. PRODUCTION ONLY) (Continued from Page 1) 
Ford dealer in the nation at one Week Week Jan.1 Jan.1 | inefficienc f labor. H aid [ri 
- Ended Sa Ended Total ro to y o r. e 8 riod ended Oct. 31. Current assets 
time, died Jan. 3 after an illness dem, 11, Week den. 6, dan. Jan. 12, Jan. 11,| Packard expects to lose $80 a | then were $30,228,081, including $17,- 
of three months. He came to De- 1947 1946 1947* toDate* 1946* 1947* | car, even with the increases, un- | 232,258 in cash and $10,593,441 in in- 
troit in 1916 from Canton, O., and| GENERAL MOTORS .. 11,928 None 14,194 17,606 None 17,606 til a much higher volume is | ventory, as against current liabili- 
joined the Peter J. Platte Ford; Buick ................ Closed None 962 None None None reached. ities of $7,910,765. 
dealership as a salesman. He later; (Cadillac .............. 1,041 None 674 1,438 None 1,438| “Nor,” he said, “does this loss| Henry J. Kaiser, chairman, said 
organized George Holzbaugh, Inc.,| Qhevrolet ............ 10,143 None 11,792 15,424 None 15,424|take into account the latest de-|the operating deficit had largely 
ae from active business dur-| Qldsmobile ........... 744 None Closed 744 +None 744 | mands of labor for wage increases | resulted from entirely writing off 
ng the war. P | GSP re rece Closed None 766 None None None /and alleged portal-to-portal pay.” | all costs on engineering, design and 
An amateur hockey enthusiast,| CHRYSLER ........... 10,666 3,920 7,426 13,354 7,088 13,354) W. A. MacDonald, sales chief of | preparation for production. 
Mr. Holzbaugh organized the Holz-| De Soto .............. 1,211 875 770 = 1,506 += 1,898 +=—-1,596| K-F, revealed that company's in-| Graham-Paige stockholders will 
baugh-Ford hockey team and en-| Podge ............... 3,503 720 2,227 3,698 2,204 3,698 | creases in a letter to dealers, which | yote Feb. 5 on a proposal that K-F 
tered it in the Michigan-Ontario| pjymouth 4,348 1,700 3,371 5,927 2,502 5,927|said the boosts were due to higher , ; 
ymou ’ , . & |take over the former’s automotive 
Hockey League. In 1924, he was/ (Chrysler 1,604 625 1,058 2,138 934 2,183 | manufacturing costs. | assets. The plan was approved by 
adjudged the nation’s champion|/FORD ................. 14,231 6,806 5,408 19,639 9,628 19,689| K-F, by the way, is nearing the = Graham-Paige board Dec. 12. 
ae scleemen, = Ne ode be iss'bs 11,316 5,821 4,297 15,613 8,949 15,613/| 2,000-a-week mark in production | indie 
EE. o baes oeviws eee 541 148 214 755 238 755| and expects to get its second | : 
Foul Play Suspected Mercury ............. 2874 837 897 8,271 441 «8,271 | line into operation in a few peng rte ies 
Y _ Bee 376 None 197 510 None 510| weeks. affer - Myers otor a 
In Death of Dealer | HUDSON. “epee Ss Sidon 2,556 931 1,845 3,452 1,668 © $,452| Meanwhile, K-F last week re-| (Chrysler - Plymouth - Dodge) has 
FORT CALHOUN, Neb.—The| KAISER ......... 1,140 None 672 1,528 None 1,528 | ported a consolidated net loss of | moved to new quarters at 115 F. 
frozen and battered body of James|PRAZER .............. 560 None 352 749 +=None 749 | $14,236,487 for the 10 months’ pe- | Sixth St., Bloomington, Ind. 
Esden, 57, automobile dealer from| NASH ................. 2,672 None Closed 2,672 None _ 2,672 
Shenandoah, Ia. was found in a| PACKARD ............. Closed None Closed None None Non 
farm driveway here under circum-|  g7[DEBAKER ........ 2,341 321 1,841 3,319 1,301 3,319 
stances indicating foul play. th. eee 621 None 442 842 None 842 | 
Mr. Esden had been missing two sine higliiataie: -qabiiapaded.  cmaaiatin NSS 
days prior to the discovery of his} Total Cars, U. S...... 47,091 12,478 31,877 68,671 19,680 63,671 | 
body. Ba ae ig Station wagons. *Revised. HELP WANTED aro SERVICE MaNDGEE ; 
é § 4 or a iarge 
wn Mal A. M. Vaughan ah ca at ke | an = yr ys “¥~ aan a ' me- 
A ON.—W. A. M. V han, 67, for- chanics, 1, ar contract, new build- 
mer mea prenttent and ehenauner 08 TP ad COMMERCIAL CARS MALE HELP ing, ee ne —— ~“ 
li Rubber, i I Sa s salary an onus. pplicants mus e 
Gare. He had Seen uit tor ba ps aon (U. a aceerneanes Saga A - ees 22 WANTED Se picture ana Ry 
’ . ee ota! an. . K 8s ng references. Ox é 
—* ee cone, mnaed Same Ended Jan. to to PARTS MANAGER by Ford Deal-| c/o Automotive News, Detroit 26. (Re- 
- “* * * don. t, nn -. 4, + = —> —— er—65 miles outside New York City | _ Plies confidential). 
is H. Cooper § a in New England. Must have thor- | AUTOMOTIVE sales manager and regional 
NEW BRITAIN, Conn. Elisha H.| CHEVROLET .......... B 6,301 11,014 None 11,014 : men. Must have factory or branch ex- 
— = FAIN, Conn, — ite! 2% CHEVROLET } = oo ca on oan sews ough knowledge of ordering and orence and know automotive wholesale 
ars earine Co. died Jan. 4 at Day- | POM ccccccescccccsees 5 , ’ . y 5 merchandising Ford parts. State| distribution. Permanent, good-paying po- 
Beach Fi H f i DODGE 2,518 836 1,427 8,290 1,742 3,290 | previ i t sitions with exceptional opportunity for 
dent of "Patnir and. had Reon one of its INTERNATIONAL f : fe 2/508 1,984 1,789 3,399 3,107 3,399 spapanedit ‘taunt one pasha Son teenage 8 aim Se ge to Seiee 
ee me Pe OOF UREA oc occcccccccees 1,761 578 1,405 = 3,206 663 = 3,206 | 51-day week. Your reply will be| i528 Birmingham, Alabama. 
George E. Bovis STUDEBAKER ........ 1,344 331,027) 1,871 452 1,871 | held in strict confidence. ACCOUNTANT WANTED by automobile 
LOUISVILLE.—George Earl Bovis, 58,| GMC .............ee008: 401 None 55 456 None = Box 1459 manufacturer to install accounting sys- 
died h last k followi 1 4 431 721 851 7 tems with retail automobile dealers. Must 
illness. ‘He ae auvived by his ‘wile, Mary a “AR Tae a po Closed 374 251 $74 c/o ma yy NEWS yo well yoy in ac pa ye a 
ee. = #é#  # ={JS=we ¢ebecccoeeses eee etro cedures an ree to travel. Automotive 
, D * * MACK ...... ane daanearite 348 218 211 498 342 498 experience preferred. Age 25-38. Box 
N. L. Geoffrion Ue ie 297 203 119 356 309 356 1529, c/o Automotive News, Detroit 26. 
NEWPORT, N. H.—(UTPS)—Napoleon| FR DERAL ............ 1 Closed 149 241 149 . 
i ilessvien, 7S, one of the frat eutomo-|teoee ooo: —~ N wd 18 174 Nene 174 | WANTED PARTS MANAGER—Preferably Senssren WanreD 
bile dealers in Newport and who continued HUDSON .............. one with experience in General Motors parts ACCOUNTANT-OFFICE MANAGER, 15 
in that business until his retirement in| MISCELLANEOUS .... 276 339 221 437 502 437 and one accustomed to handling $15,000 years emperianes, includes Genasal’ Me- 
1940, died here last week. —__—_—— cos aae seme od — = —_ tors, Ford, Chrysler and auditing. Box 
k ios M : Total Trucks, U. S.... 23,894 8,591 15,241 34,018 14,161 _ 34,018 mensurate with Pr manne Aone and ability 1526, c/o Automotive News, Detroit 26. 
ea . (tum a tan, Laan i °° ° of the party involved. This opening is|PARTS MANAGER — 20 years in parts 
. : — A. > u. Ss. ye anaged } w - 
67, retired automobile dealer here, died rer ere 70,985 21,069 47,118 97,689 33,791 97,689 | A bg gp ny in sale operation. era ae a es 
oe... Total Cars, Trucks, the South. Exclusive dealer in town. Un- pe mg — eee and eae 
i d ilit lifi romotion, wants job w opar whole- 
_ ee ee 
dantnstgacentiea —_—_—— oes and wholesale handling of parts, con- De Soto dealer. Excellent references. Box 
Grand Total, Cars and tacting with independent garages and 1531, c/o Automotive News, Detroit 26. 
Trucks, U. S. and other dealers, please do not reply. If | SERVICE MANAGER, 48 with 26 years 
TRUCK BODY Canada ... 15,226 22,276 50,745 103,883 35,800 103,883 dualified and interested, apply to Box! experience with Cadillac factory and 
< shea aay : ‘ 1518, c/o Automotive News. Detroit 26./ Cadillac distributors. Free to travel or 
H., Brock 
*Revised. Miscellaneous includes Autocar, Divco, Marmon H., Brockway, | sxpmRipnNcED sales manager wanted to| will locate anywhere. Have training in 
FRANCHISE Four-Wheel Drive, Sterling, etc. take care of retail sales and wholesale| accounting, business management and 
| ea ; distribution. Fine opportunity for the parts and service merchandising. Only 
A il ble | y e — ser ba A 1537, c/o Automotive oe — pa a - 
| e ews, t 4 service W esta sne ealer consid- 
aguas Changeovers Hold Production)“ ge gy Re 5 
| Detroit 26. 
Oltman-O’Neill Company Still Has GENERAL MANAGER, ilabl ft 
W A N T E D Feb. 1. Desires position ‘was tees aie 


Some Choice Territories Open 
For Dealers in 


VAN TYPE 


TRUCK 
BODIES 


OUR INCREASED PRODUCTION 
NOW CAN GIVE YOU 





D orf 


O.tman-O' NEILL 
“Cargo Tested 


ALL-STEEL VAN BODIES 
12-14-16 FOOT LENGTHS 











OLTMAN-O’NEILL. CO. 


nal 





To 70,985 Units in Week 


(Continued from Page 1) 


over operations were being com- 
pleted. Both divisions are sched- 
uled to start output of 1947 models 
today (Jan. 13). 

A few Chevrolet assembly 
plants were closed early last 
week and, according to official 
sources, all assembly of 1946 
models will be completed tomor- 
row (Jan. 14). If the last coal 
strike ‘had not occurred, all as- 
sembly of 1946 Chevrolet passen- 
ger cars would have been com- 
pleted the last of December. 
Changes on the 1947 Chevrolet 

are reported minor, with the re- 
sult that both the changeover and 
inventory will cost only about four 
or five days of production. 

The GMC truck plant completed 


|its inventory last Friday so that 


truck and coach output, including 
that of Oakland, Calif., amounted 
to about 401 units. 

GMC officials revealed that of 
the 2,845 coaches turned out in 
1946, more than 80 percent were 
diesel powered. GMC coach out- 
put will be doubled this year, it 
was added, with the expectation 
that nine out of 10 of the units 
will be of the diesel type. 

Ford passenger car output in 
the U. S. last week is estimated 
at 14,231 compared with 5,408 for 
the previous week, when a two- 
day work schedule was hit hard 
by post-holiday absenteeism. 

Reported to be planning a sub- 
stantial output increase starting 
in February, Chrysler Corp. output 
in the U. S. last week is estimated 
at 10,666. In the previous week, 
Chrysler schedules also were hit 
hard by absenteeism and only 7,426 
cars were built. 





With parts reportedly in better 
flow and a second body line in full 
operation, an estimated 1,528 Kais- 
ers and 749 Frazers were built last 
week. K-F officials said that in- 
stallation of a second assembly 
line will be completed by Feb. 15. 
As of last Wednesday combined 
output of Kaisers and Frazers was 
more than 400 daily. 


Hudson schedules returned to 


Parts Manager 
Very attractive proposition if 


you are thoroughly experienced in 
Mopar parts, if you are a good 
sales builder and if you are abso- 
lutely capable of complete charge. 


Replies treated strictly confiden- 


tial and must contain full details. 


SEMMEL MOTORS 
DE SOTO - PLYMOUTH 
360 Mortimer Ave. 
Rutherford, N. J. 





normal pace last week as an esti- 
mated 2,556 cars were turned out 
compared with only 1,345 the week 
before. Hudson also resumed out- 
put of its pickup truck, turning 
out an estimated 156. 

After being idle the week be- 
fore because of a steel shortage 
in its body plant, Nash last week 


WANTED—Experienced used 


car mana- 
gers. If you can meet our standard of 
qualifications, we can offer you one of 
the finest used car deals in the country. 
We are now completing a national deal- 
ership setup in used cars. We will oper- 
ate in every principal city in the United 
States. In writing, state your age and 


your qualifications in full. Replies con- 


fidential. Motor Sales of America, 8905 
Sunset Blvd., Hollywood 46, Calif. 
GENERAL 





assembled an estimated 2,672 | ‘ 
cars. Nash officials announced 
Friday that shortages of steel 
and other items will force a 25 
percent cut in present production 
starting Jan. 20. It is hoped to 
resume normal operations by 
mid-February. 

Packard assembly lines remained 
down last week, but 1947 Pack- | 
ards will be rolling off the line 
tomorrow (Jan. 14). 

In the comparable week of 1946, 
only 21,069 cars and trucks were 
built in the U. S. That week found 
all GM plants still strikebound, and 


PARTS MAN 


MANAGER—Splendid opportu- 
nity for right man to manage N. Y. 
City top-flight new car agency. Must be 
energetic, good character and thoroughly 
experienced in all phases of manage- 
ment. Prefer applicant formerly in new 
car business for himself, but not essen- 
tial. Substantial income. Box 1532, c/o 
Automotive News, Detroit 26. 





Ford, Mercury and Lincoln 
dealer. One who is thoroughly familiar 
with details of Ford motor parts system 
of merchandising. Must be trustworthy 
and aggressively interested in parts sales 
and service. Good salary and commis- 
sion for qualified parts man. Mail full 
particulars of past experience, stating 
previous salaries received, to: VERMONT 
GATEWAY AUTO CO., INC., WHITE 
RIVER JUNCTION, VERMONT. 





others also closed or struggling 
along in the midst of supply short- 
ages. 





Trotter to Build 
P. A. Trotter, Atchinson, Kan., 
intends to build a new building, 50 
by 120 feet, and construction will 
start as soon as permits are issued. 





AUTOMOBILE MANUFACTURER wants 


men with thorough background in me- 
chanics who are familiar with automo- 
bile service station operations. Must be 
free to travel. Age 28-35. Box 1541, c/o 
Automotive News, Detroit 26. 





WORKING SERVICE MANAGER wanted 


by Buick-Pontiac dealer. Small city 
Western New York. Excellent opportunity 
for good mechanic who knows how to 
manage the department. Fredonia Motor 
Corp., Fredonia, New York. 


tributor or dealer located in a suitable 
territory. Employed at present with 
large city popular car and truck dealer. 
Experience covers 25 years of passenger 
car and truck merchandising in large 
metropolitan area. Familiar with fac- 
tory-dealer contracts and _ procedures. 
Constant employment in the automotive 





field during war period. Satisfactory 
references. Box 1540, c/o Automotive 
News, Detroit 26. 

EXPERIENCE AND PERMANENCY— 


Over ten years experience with General 
Motors. 39 years of age, desire connec- 
tion with Chevrolet dealer 
coast of California. Further qualifications 
will be furnished if you are interested. 
Capable of taking over management of 
dealership. Salary, salary bonus or will 
invest to prove intentions. Box 1533, c/o 


located on 





Automotive News, Detroit 26. 
ACCOUNTANT, office manager, treasurer 
offers wide experience in operations 


analysis, budget control, business man- 
agement and other administrative func- 





tions. Replies confidential. Box 1534, c/o 
Automotive News, Detroit 26. 
GENERAL MANAGER or assistant, age 


32, presently district manager. Excellent 
automobile background. Resourceful, 
energetic, capable. Location and com- 
pensation open. Box 1536, c/o Automo- 
tive News, Detroit 26. 


TAXES, AUDITS, bookkeeping systems 
and service by C.P.A. formerly office 
manager Reo Motors, N. Y.—Ralph Bo- 
rod, 1776 Broadway, Circle 6-1370. 


ACCOUNTANT—Qualified to assume re- 
sponsibilities of treasurer in large dealer- 
ship. Experience as follows: GM Busi- 
ness Manager, Ford-Plymouth-Chevrolet 
dealer experience as accountant-office 
manager; system installations, budgets, 
daily operating control, preparation fi- 
nancial statement. Box 1542, c/o Auto- 
motive News, Detroit 26. 


BUSINESS FOR SALE 











FOR SALE—Factory or warehouse prop- 
erty convenient, central location north- 
west side Cleveland, Ohio. Part of build- 
ing constructed recently modern power 
and light facilities. Truck loading dock, 
approximately 15,000 sq. ft. Industrial 
Management, Inc., 2100 Keith Building, 
Cleveland 15. Ohio. Phone Main 4012 


INVEST $65,000—Earn over $20,000 an- 
nually in well established parts busi- 
ness in Ohio. Write Box 1539, c/o Auto- 

Detroit 26. 





motive News, 
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BUSINESS OPPORTUNITIES 


SEAT-COVER SHOP fully equipped and 
plenty stock on hand. Opportunity for, 





hustler. Price $8,500. WAYNE BUSI-' 
NESS SALES, 41958 S. Wayne Rd. 
(Wayne 2488), Detroit. 





Partner Wanted 


For one of the largest major 
automobile dealerships in Los 
Angeles. Must be able to take 
over complete management. 
$100,000 cash required. Ample 
security guaranteed. 


DON C. TROUT 


Arco Realty and Insurance 
3516 W. 6th St. Los Angeles 
DR. 3265 








DEALERS WANTED 








DEALERS WANTED 


To Sell 
COMET MOTOR SCOOTERS 


Comet Pickup and Delivery Vehicles 
IMMEDIATE DELIVERY 
Write or Wire 


SHORE MOTORS, INC. 
Distributors for Ohio 
22480 Lake Shore Blvd. 
EUCLID, OHTO 








DEALERSHIP FOR SALE 














DEALERSHIP for sale in Florida. Good 
lease, low rental. Popular car, 75-100 
car potential. Address Box 1535, c/o 
Automotive News, Detroit 26. 

USED CARS WANTED 

SEVEN PASSENGERS, limousines, large 
fives; cars must be clean. Prices 
reasonable. McCLINTOCK - CADILLAC 


Lansing, Mich. 





USED CARS FOR SALE 
WHOLESALING 





clean late model cars, 
Sam Greenfield. auto merchandiser for 
over 25 years. Cleveland address, 6700 
Euclid Ave., phone HE. 0232. Los An- 
geles, phone Granite 8950. Harold Lerner 
PASSENGER 1941 Buick, 27,084 miles, 
original black finish and whitewall tires. 
Interior clean, one owner. Gingrich Buick 
Co., Phone 83341, Palmyra, Pa. 


AUCTION 


WAYNESBORO, GEORGIA 
30 Miles South of Augusta, Ga. 





~ 





EVERY WEDNESDAY, 1:00 P.M. 
Beginning Jan. 14 





Anybody Sells—Only Dealers Buy 





Perry Auto Auction Sales 








AUTOMOBILES WHOLESALE 
1946s 
CHRYSLER, G.M. & FORD PRODUCTS 
CENTRAL SALES 
16220 Livernois Detroit, Michigan 
University 27317 
No letters—Phone up to 9 P.M. 


CLASSIFIED WANT AD DEPARTMENT 





x* 















































_— F denyes 


4\E ‘PORTAL TO PORTAL PAY GOES THROUGH, THE NEXT ISSUE WILL Be. 
HOW Ww CLOSE CAN THE PORTALS Be/ 








USED CARS FOR SALE 


TRUCKS FOR SALE 








dans, ex-taxis, $500 each ex our 
garage. Will sell all or part. 


Yellow Cab Company 
508 East Preston Street 
Baltimore 2, Md. 





———— 
AUCTION 
Durham, North Carolina 


American Legion Grounds 
Every Thursday, 1:00 P.M. 


J. B. Leathers, Mgr. 
Sales Fee $5.00 Phone R731 


HOMETOWN SALES 
“‘Nearest to the North’’ 








BUSES WANTED 








WE BUY NEW BUS CHASSIS 


We are one of the largest purchasers of 
new bus chassis in America. We will buy 
for immediate or early future delivery all 
new Chevrolet, Dodge, Ford, International, 
or other make bus chassis you have avail- 
able. Prompt cash transactions. Call, wire 
or write giving prices f.o.b. chassis factory 
or other location. 


el COACH SALES Co. 
335 N. W. 12th Street 
Suietens City 7%, Okla. 
Phone 5-3538 














BUSES FOR SALE 
FOR SALE—One 1936 Conventional Ford 
bus. Two 1936 Gar Wood buses. One 
1940 G.M.C. school bus. One 1946 Spar- 
ton coach. These buses are in good con- 
dition. Adrian City Bus Line, 2980 Treat 














* THE “BIG” 


AUCTION 


EVERY 
THURSDAY 
11:00 A. M. 

BUY CARS — SELL CARS 
The Great 
MID-WEST MARKET 
INDIANAPOLIS 
Coast to Coast Dealer Attendance 


APPROX. 200 CHOICE CARS 
The SCHAEFER Co. 


915 N. Milinois St. Ph. Lincoln 5383 
INDIANAPOLIS, IND. 
‘Ken’? Schaefer — ‘‘Chuck’’ Connell 














100 CARS 
Wholesale Only 


DOC GREINER 


Madison at Seventeenth 


Road, R.F.D. No. 2. Adrian, Mich. 
FOR SALE—At less than former OPA 
prices, six buses now in operation, but 


you may have IMMEDIATE DELIVERY. 
Three of them are model ‘'54'’ whites 
with a seating capacity of 30 to 36 pas- 
sengers. One is a tmodel ‘702’ White 
with a seating capacity of 21 to 25 pas- 
sengers. Another is a model ‘‘702’’ White 
with a Chevrolet motor. Its seating ca- 
pacity is 25 to 30 passengers. The sixth 
is a Flexible with a Chevrolet motor and 
has a capacity of 19 to 24 passengers. 





Box 1524, c/o Automotive News, De- 
troit 26. 
FOR SALE—Twin city bus, 26-passenger. 


Runs and looks like new. Thompson Auto 
Company, Thomasville, N. C 





COMING TO... 


DETROIT 


Save Time! 


Get What You Want! 


This office has a complete list of 
members of our organization who will 
wholesale the cars you want. We will 
be glad to make hotel reservations 
for you. Wire or write 

MICHIGAN USED CAR 

DEALERS ASSOCIATION 
844 Maccabees Bldg. Detroit 
Tel. Temple 3-3280 or 3-32381 





No Letters. Call Doc or Swan. 








FOR SALE—One new FWD 4x4, mode! 
Su COE 5 to 6 ton rating, 144'' wheel 
50—1942 Plymouth 4 door se- base, 1400x20 20-ply tires all around 


Wench. 300 ft. 1 inch cable adjustable 
to work from front or rear of chassis. 
Kayes Motor Sales Ine.. Portville, | N. Y. 


1 NEW LATOURNEAU Mod. D. Tour- 
Napull. Complete with Q scraper and 
model A tilt dozer, 2 wheeled self-pro- 
pelled tractive unit, scraper capacity 2.3 
yards, self-loading, unloading and level- 
ing, bulldozer equipped, rubber tired for 
fast operation. Buy them at ceiling 
price with or without trade-in. Herb 
Spindler Co., 2901 W. Superior S8t., 
Duluth, Minn. 

TRUCK EQUIPMENT WANTED 

WANTED—GMC power unit 
&'x18’ steel truck platform. A. 
rau, Ortonville, Minnesota. 
TRUCK EQUIPMENT FOR SALE 


IMMEDIATE delivery 2 to 20 ton hydrau- 
lic truck jacks. Herbrand truck rim 
wrenches and tire tools. Lug wrenches. 
Schrader valve hardware, air and water 
vaives, core housings, air gages. Ad- 
vance Tire Supply Co., 3243 Joy Rd., 
Detroit 6, Mich. 

FOR SALE—Standard size, all metal Chev- 
rolet, Ford and _ International pickup 
boxes. $112 FOB Lubbock. Boxes also 
built to specifications. Pendley Body Co., 
2404 Avenue G. Lubbock. Texas. 





6-71, 
Sem- 


Deisel 
M. 




















ACCESSORIES FOR SALE 








| 
| 
| 





PARTS FOR SALE 

FOR HUDSONS—Water pump 
kits, list $8.90; fibre timing gears, any 
model, list $6.90; less 20%, 4 or more 
less 25°% plus postage and 25 cent pack- 
ing fee. Eithor type center steering bear- 
ings. also main bearings. INDIANHEAD 
MFG. co., Lima, Ohio. 


PARTS 


Genuine Schrader tire gauges 
and trucks 


FOR SALE 
for use on passenger cars 
including inside duals. 12” NET $2.75, 
6"' NET $2.50. A real buy. Try us for 
genuine Ford parts also. Write, wire or 
telephone. Ed Maher, Ford Authorized 
Engine Rebuilder, Dallas, Texas. 





ALL-STEEL BODIES—National % and \%- 
ton pickup boxes and platforms; imme- 
diate delivery. Special bodies built to 
order. Will deliver anywhere. Phone 
write or wire tor our low prices. Na- 
tional Truck Equipment Co., Waukesha, 
Wis., 225 Madison St., Phone 3363. 


STABILIZER LINK 
TO FIT ALL GENERAL MOTORS 
Part No. 604846 
Lots of 1000—.30 ea. net 
Lots of 500—.32 ea. net 
Lots of 100—.40 ca, net 
SPEEDWAY DISTRIBUTING 
CORPORATION 
5744 Baum Bivd. Pittsburgh 6, Pa. 
Terms: COD—Shipments FOB Pittsburgh 











PONTIAC PARTS 


One of the largest stocks of Pontiac 
parts In New England. We can help 
you on critical parts. Write us and 
we will be glad to mall you our 
weekly Parts Available List. 25% dis- 
count to all dealers. All parts shipped 
same day as order is received. 


University Motor Sales 
1971 Massachusetts Ave. 
CAMBRIDGE, MASS. 

Tel. Elliot 0500 





SHOP EQUIPMENT WANTED 


EQUIPMENT WANTED—Complete chrome 
plating outfit, equipped with tanks large 
enough to do automobile bumpers. Blan- 
ton Dunn Co., Admiral Wilson Bilvd., 
Camden, N. J. Phone Emerson 5-1591. 








SHOP EQUIPMENT FOR SALE 


FOR SALE—One sunnen model K crank- 
shaft grinder for lathe use $375. Good 
condition. Ready for use. A. L. Parsons 
& Son Inc., Central Bridge, New York. 


TIRES WANTED 


WANTED—Five new tires and tubes, 
advise price. 











size 








PARTS WANTED 6.00-6.50x19, no prewar, 
—_— - Graeme Motors, Gulfport, Miss. 
WANTED—Hood and grill for 1937 Ford 
1%-ton truck. B. F. Harris, Griffin, Ga ACCESSORIES WANTED 
WANTED—NEW OR GOOD USED left HEATERS—Gas overhead units, 150,000 


front fender 1940 Ford standard coupe. 
Wise Motor Company, Hazlehurst, Miss. 


PARTS FOR SALE 
GENUINE FORD PARTS 








We ship any- 


where. We have the hard-to-get items. 
Call or write. Tranter-Williams, 4016 
Allston, Cincinnati, Ohio. 





TWO NEW Chevrolet stake bodies for 134"’ 
W. B. truck, $139 less dealers regular 
discount. F.O.B. Lexington, N. C. Dav- 
idson Motor Co., Inc., Lexington, N. C. 


PONTIAC 


Parts Wholesaler 


Fast Midwest deliveries. Exceptionally 
large stock on hand. Prompt, courteous 
treatment. 25% discount to dealers on reg- 
ular discount items. We want your busl- 
ness. We can help you. 


THOMS PONTIAC CO. 
Phone Forest 8992 
5225 Delmar Blvd. 
ST. LOUIS 8, MO. 














OLDSMOBILE 
PARTS AT WHOLESALE 


$50,000 Stock 
25% Discount 


Hoods Core’ Supports 
Grills Hydromatic Parts 
Hub Caps Shock Absorbers 
Fenders Distributors 

Gas Tanks Carburetors 
Trunk Lids Steering Wheels 


Cluteh Parts 
And many other items. 
Orders Filled Same Day Received 


SELMI MOTORS, INC. 
OLDSMOBILE PARTS HEADQUARTERS 


3431 N. 15th St. Philadelphia, Pa. 
Telephone SAgamore 2-5568 





B.T.U. Complete with automatic con- 
trols and thermostats. Ready for instal- 


CHEVROLET DEALERS 


AUTO SEAT COVERS 
1941-46 Universal Covers. .. .$13.90 
1941-46 Custom Made...... 16.90 
Latest Fiber Patterns Made in 

Our Own Plant 

BUY DIRECT 
Kleinman’s Distributing Co. 
1264 Woodward Ave. Detroit 1, Mich. 





DISTRIBUTORS WANTED—Car radio, 
rear compartment speakers. Endorsed by 
dealers. Acclaimed by owners. The sen- 
sational new JEWELTONE CAR RADIO 
SPEAKER is now available for immedi- 
ate shipment in limited quantities to 
all parts of the United States. Installed 
in the rear parcel shelf of all makes of 
cars, the Jeweltone Speaker—with its 
remote volume control overcomes car 
driving noises—permits equalized volume 
bringing living room radio reception 
throughout the car. Installation time ap- 
proximately one hour. Shipped in four 
assorted colors. Unit complete with con- 
nection wires and instructions. Makes 
every radio sale a ‘‘Deluxe Dual Speaker 
Package.’' Provides additional gross— 
assures new car radio enjoyment for car 
owners. List price, $21.75. Dealer net: 
lots of 10, $13.00 each. Lots of 20, $12.25 
each. Lots of 50, $11.50 each. FOB Ven- 
ice, Calif. Shipment COD 2% discount 
if check accompanies order. Average 
shipping weight 2 lbs. per speaker. Or- 
der today from: HAWLEY-CONDIT, 
Venice, California. 


AUTO EQUIPMENT FOR SALE 








1946 RED ARROW TOW BAR, bumper to 
bumper type, plus cable controlled steer- 
ing. Dealers net, $37.50 F.O.B., Detroit. 
Claude’s Tow Bar Sales, 8951 Michigan 
Ave., Detroit 10, Mich. 








TOW BAR SALES Co. 
Factory Distributors 
TOW BARS—TRAILER HITCHES 
100 8. Clinton St. Chicago 6, Tl. 
ANDover 8888—DORchester 8373 
Order Today Immediate Delivery 











MISCELLANEOUS 


ENGINE REBUILDING—Crankshaft grind- 
ing and metallizing. John P. Hughes 
Motor Co., Inc., 800 Commerce S8t., 
Lynchburg, Virginia. 








STOLEN AUTOMOBILES—REWARD. $100 
reward for recovery of any of following 
described cars: 1946 Nash Club Coupe— 
Motor No. K-119648, Serial No. K-119648, 
(has been recovered). 1946 black two-door 
Plymouth Deluxe sedan—Motor No. P15- 
155437, Serial No. 22048477. 1946 black 
two-door Plymouth Deluxe sedan—Motor 
No. P15-162888, Serial No. 22048358. All 
cars bore Alabama license tags at time 
of loss. Please wire or call collect any 


information regarding above cars to 
Southern System, Inc., 2nd Floor, Battle 
House Hotel, Mobile, Alabama. Tele- 
phone 2-4546. 





COMING TO FLORIDA? 


Drive one or more of your nice 
cars—new or used. to us 
on your return. We will pay 
premium prices. 


R. S. EVANS 


‘‘World's Largest Dealer’’ 
1600 N. E. 2nd AVE. 
MIAMI, FLORIDA 


Also Stores in All Principal 
Florida Cities 








lation. Immediate delivery. Valley Mo- 
tors, Valley Center, Kansas. 














USED CAR 


NOW IN 
FULL SWING 


PLENTY OF CARS — 
CHARLIE 


STUART & 
1215 N. Meridian 


“PAT” 


NT ..0.0@. 


The Original INDIANAPOLIS . ‘ 


AUCTION 


EVERY WEDNESDAY 


SALE STARTS PROMPTLY AT 12 NOON 


PLENTY OF BUYERS 
JOHN 


RAMP INC. 


PATTERSON, 
AUCTIONEER 


Riley 8781 





sales, cost of sales, expenses and profits as 
We will analyze every item as shown an 


compare with other dealers your size. 
Send your year-end statement to us for 


of every item shown, 


We guarantee to point 
analytical audit or refund your money. 


J. B. 


AUTOMOTIVE 


439 Penobscot Bldg. 


(Reference: Automo 





out to you a total 


Phone: RAadeoiph 5500 
EXPERT UNBIASED ANALYTICAL SERVICE FOR AUTOMOBILE 











Annual Statement Audit 


Now Is the time to have a complete analytical audit made of every item of finance, 


shown on your year-end statement for 1946. 


d report to you, both as to what each out- 


of-line item should amount to in relation to total sales and profits, and also how they 


this unbiased analytical audit. Your state- 


ment will be kept in the strictest of confidence and returned to you with our analysis 


savings in excess of the cost of this 


Complete Unbiased Analytical Audit of a Dealer’s 
Statement—$25.00 


VAN TASSEL ASSOCIATES 


DEALER BUSINESS CONSULTANTS 


Detroit 26, Mich. 
DEALERS 


tive News, Detroit) 
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No. l of a Series of Messages to CHRYSLER DEALERS: 

















CHRYSLER’S 
amazing OIL FILTER 


is exclusive with Chrysler Cars 


Like the other pioneer developments of Chrysler engineering, 
the Chrysler Oil Filter, a feature exclusive with Chrysler cars, 
is ‘‘money-in-the-bank” for Chrysler dealers. As you know, 
it alone among oil filters cleanses every drop of motor oil as 
the car operates. Adds importantly to engine life! Helps avoid 
major repairs! Serves among many Chrysler features to keep 
Chrysler in first place as the car most owners want to buy again. 


Engineering like this is the most important backing a dealer 
can have. It will grow increasingly important as production 
increases and the job of holding customers begins again. 


A Chrysler dealer can analyze his car part by part with a lot 
of personal satisfaction . . . because part by part it is engineered 
in a way that assures continuing success to the men who sell 


Chrysler. 


CHRYSLER DEALERS GET THE GOOD THINGS FIRST! 





This kind of. talk is : 
“profit insurance” for yuu! 


appearance, performance and dealer tie-up.” 


as my Chrysler. I hope they are all as good as this one.” 


I have 13,000 miles on it and it still runs perfect.” 





“It is my opinion that the new Chryslers are the best cars on the street for 


W. E. B., Chicago 


“I drive a ’46 Royal. I average about 4,000 miles every month. Have driven a 
new car every year except for war time. I have never driven one quite as good 


G. N., Los Angeles 


“I have owned about 10 different makes of cars and this is my first Chrysler 
product and I will say I have never owned a car I like so well. I have been from 
here to Oregon 3 times and back. I said when I first got it that it was just a dream 
car and it just seems to float through the air and all my friends say the same. 


K. P., Los Angeles 


CHRYSLER 


DIVISION OF 
CHRYSLER CORPORATION 
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